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Engineering Dep't 
Of National Board 
Giving Fine Service 


Helping Many Cities to Maintain 
Fire Department Efficiency 
Despite Cuts in Funds 


ISSUES SPECIAL REPORTS 


Prepares Regulations to Reduce 
Losses For a Wide Variety of 
Industrial Hazards 


Working unostentatiously and rarely 
receiving deserved public acclaim but 
progressing steadily and efficiently the 
engineering department of the National 
Board of Fire Underwriters, which op- 
erates under the direction of the com- 
mittee on fire prevention and engineer- 
ing standards, is contributing its full 
share to the reduction of fire waste in 
this country at a period when it might 
reasonably be expected that fire losses 
would mount to higher levels. 

G. W. Booth Heads Dep’t 


Under the able and experienced lead- 

ership of George W. Booth, chief en- 
gineer, and his principal assistants, A. C. 
Hutson and H. E. Newell in New York, 
Clarence Goldsmith at Chicago and Rob- 
ert E. Andrews at San Francisco, this 
division of the National Board carries 
on its extensive program of inspecting 
fire hazards and fire fighting facilities 
in cities of the country with a popula- 
tion of more than 25,000 and making re- 
ports on specials hazards, conflagrations 
and other disasters involving property 
insured by fire companies. H. T. Cart- 
lidge, assistant United States manager 
of the Royal-Liverpool groups, is chair- 
man of the National Board committee. 
Mr. Booth has acted as chief engineer 
for nearly twenty-five years and is rec- 
ognized everywhere as one of the na- 
tion’s leading authorities on fire preven- 
tion activities. 
_ Just a few days ago the department 
issued a special report which will be 
sure to attract wide attention. It has 
to do with conditions along the Passaic 
River in New Jersey with respect to 
the fire hazard from oil distributing sta- 
tions, but as a matter of fact the haz- 
ards enumerated exist in many other 
parts of the country. There is today a 
dearth of regulations in the average 
community covering the construction and 
care of bulk oil or distributing plants 
and this report may be instrumental in 
aiding the movement to secure the pas- 
sage of local ordinances or state laws to 
protect towns from the fire hazards aris- 
ing out of the piping of oil from docks 
to tanks further up on the shore. 

Generally speaking, the principal ef- 
forts of the committee on fire prevention 
and engineering standards are directed 
towards the preparation of expert re- 
ports on the fire hazards of cities. 

(Continued on Page 34) 
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Twice Wanted to Shoot 


Twenty-Payment Life policyholder—two $2,500 
contracts. Premiums just completed. General Agent 
calls to congratulate, and to suggest new insurance, 
dividends to carry. Policyholder says twice wanted to 
shoot original Agent. First time, when Agent deliver- 
ing one of the $2,500’s, pulled a second from his pocket, 
and extracted check for first premium on the two,— 
after hour’s reflection, policyholder, madder and 
madder, wanted to shoot. 


Years later policyholder wanted cash to buy a house. 
Couldn’t find it. Thought of his policies. Found, to 
his delight, a policy loan would yield half. Second 
time wanted to shoot aforesaid Agent, for not having 
forced $10,000 instead of only two $2,500’s. And stated 
that at still later date another policy loan saved his 
business. 


Thus life insurance serves living owners, as well 
as beneficiaries of those who pass on. Name, if you 
can, any other financial device that can duplicate this 
service! 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 





























INSURANCE 


3, 1879 


$3.00 a Year; 25c. per Copy 


Equitable Society’s 
Anniversary Meeting 
To Be Held In July 


Company Started by Henry B. 
Hyde 75 Years Ago When 
He Was 25 Years Old . 


CONVENTION AT WALDORF 


William Alexander and Gage E. 
Tarbell Two of Eleven in 
50 Year Corps 


The Seventy-fifth Anniversary of the 
Equitable Life Assurance Society is to 
be one of the outstanding events of 1934 
in insurance circles. 

The Society has had a most illustrious 
and interesting history since it was 
founded in 1859 by Henry B. Hyde after 
securing a board of directors consisting 
of fifty-two men of high standing. It 
was a remarkable feat of organization 
as he was only twenty-five years old at 
the time. He took the vice-presidency, 
the presidency going to an older man of 
national prominence—William C. Alex- 
ander. It was not until after Mr. Alex- 
ander’s death that Mr. Hyde became 
president, taking office in 1874. It did not 
take the Equitable long to climb up into 
the ranks of the leadership, and almost 
from the start it introduced innovations 
which are now deep set in life insurance. 
In education, in high standing of its pro- 
duction personnel, in comprehensive 
cover it became and remained an out- 
standing institution. 


Anniversary Convention 


At the present time agents of the 
Equitable are engaged in a ten months 
campaign, which concludes at the end 
of June, and those who qualify, which 
they will do by paying for $110,000 or 
more insurance, representing not less 
than fifteen applications, will attend 
the seventy-fifth anniversary convention 
which is to be held in July at the Wal- 
dorf-Astoria. On July 26 will be the 
anniversary dinner at the same hotel, 
which will be attended by those who 
have qualified for the convention and 
some others, including members of the 
Fifty Year Corps. 

Half a century is a long time to 
pass in the service of an institution, 
but there are eleven men in the Equi- 
table who have passed the 50 Year mile- 
stone with the Society. Most prominent 
are William Alexander, secretary of the 
Society, who is entering his sixty-fifth 
year of service; and is now at the age 
of &, as active mentally as ever; and 
Gage E. Tarbell, a director of the So- 
ciety, and for many years head of its 
production division. 

Others in the 50 Year Corps are Henry 
Hale, general agent, New York, William 
B. Rankin, Pittsburgh agent; William 
Henry Brown, New Orleans cashier; 
William H. Knowles and Knowles Hyer, 
Jacksonville (Fla.) agents; Michael T- 


(Continued on Page 21) 
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GLENN B. DORR, C. L. U. 





NOW ASSOCIATED WITH 


this office to assist in the further development of men carefully chosen 
to competently represent 


from 








THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY — 
We confidently feel that this agency—and Life offices generally are on— ne 
THE WAY TO INCREASED PRODUCTION IN 1934— 
and that the success of Glenn B. Dorr and men like him, with this and other ‘uae? 
offices, will fully demonstrate the desirability of being in the Life pe 
Insurance Business on — 
lh 
ON A CAREER BASIS ae 
ae — fied « 
aN 
CLIFFORD L. McMILLEN very. 
General Agent tered 
' the 
THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY of fi 
Main Office—347 Madison Avenue | “Jeb” 
Times Square Branch—1450 Broadway "Ros 
“ISLE OF OPPORTUNITY” ) | April 
VAnderbilt 3-5500 ty 
Charles V. Cromwell Charles A. Votaw, C.L.U. incre 
Production Manager Educational Director 
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“ROSES and DRUMS’— 


In surveying charts of mounting busi- 
ness for the year 1933—with the Novem- 
ber figures showing a 21% increase in 
paid for business and another large in- 
crease in applications—Union Central 
Life gives no little credit to “Roses and 
Drums,” its weekly half-hour broadcast 
over the WABC-Columbia network. 

Many of the sales contributing to the 
making of this gratifying chart were de- 
veloped directly through leads obtained 


ELIZABETH LOVE 
“Betty” in 


“Roses and Drums” 


from the letters of the listeners to this 
program, presented each Sunday, from 
5 to 5:30 p.m. E.S.T. from the Columbia 
studios in New York. Each broadcast 
includes the offer of a free booklet, “Pro- 
tecting The Adjustment Period.” 


American History Dramatized 


“Roses and Drums” is American his- 
tory in dramatized form, authentic in 
every line, and aimed at the serious 
minded, thoughtful portion of the radio 
audience. Much of the listening follow- 
ing is in homes where there are children 
of school age. In many cities history 
teachers have recommended this series 
before their classes. Educators have 
given these radio dramas their unquali- 
fied endorsement. 

Librarians in such metropolitan centers 
as New York and Chicago reported a 
very noticeable increase in the demand 
for Civil War books when the series en- 
tered this phase of history. This de- 
mand is even credited with influencing 
the publication of two new biographies 
of figures of the days of 61, one of 
General U. S. Grant, and one of General 
“Jeb” Stewart. Both these figures ap- 
pear and reappear in the episodes of 
“Roses and Drums.” 

The radio series was inaugurated in 
April, 1932, and, with the exception of a 
few weeks during the last summer, have 
been on the air ever since with a rapidly 
increasing audience. 


Insuring Accuracy 


Each episode deals with a dramatic 
moment in American history. To insure 
accuracy, Professor M. W. Jernegan of 





the University of Chicago History De- 
partment, edits each script. Publicity 
accorded the broadcasts have made fre- 
quent mention of this accuracy, and 
therein a new “game” has developed 
throughout the listening areas—a game 
wherein listeners arm themselves with 
favorite history text books, and check 
the situations in the radio dramas against 
their authorities. 

Whenever the author’s facts fail to 
check with the history students’ bocks, 
a letter is sent to the sponsor, or pro- 
ducer. These letters generally quote the 
alleged error, the correct version of the 


fact and the reference from which the 
correct fact was taken. 

The producer and author, as well as 
Professor Jernegan, gain amusement, 
rather than annoyance, from these let- 
ters. They are not disturbed over the 
alleged inaccuracies, for they find that 


with but few exceptions the writers have 
taken the word of a single authority in 
making their corrections. In the prepa- 
ration of the “Roses and Drums” scripts, 
all available Civil War books are con- 
sulted for historical data. Many of these 
books disagree over details of certain 
historical data. In cases where histo- 
rians disagree, the author scans all the 
available books on the point in question, 
and abides by the interpretation favored 
by the majority of the authorities. 


“Rebel War Cry” Incident 


The quest for accuracy on the 
and Drums” series has led the author 
and director into many odd and un- 
precedented procedures. When the series 
entered the Civil War era, last year, the 
director wanted to make use of the Rebel 
War cry in a battle scene. Fearful lest 
his interpretation of this cry might be 
criticized by Civil War authorities, the 
director located an old Rebel veteran liv- 
ing several hundred miles out of New 
York. The veteran was prevailed upon 
to give an enthusiastic Rebel cry, as he 
had remembered hearing it on the battle- 
field. This cry went down for posterity 
as it was recorded on a sound disc, later 
used to guide the actors participating in 
the war scene. 

Typical of the letters received was one 
that came from a former cadet at West 
Point who criticized a picture of the 
“Roses and Drums” cast in costume, 
which he had seen in his local news- 
paper. The writer criticized the direc- 
tors’ carelessness in having equipped 
General Grant, Sheridan and others in 
the cast, with naval swords. With in- 
dignation and no little pride he pointed 
out this error. The director chuckled 
as he answered the critic’s letter to ex- 
plain that in the Civil War era, the mili- 
tary sword in use was similar to that 
now used as naval dress equipment. 

In his zeal for accuracy, the director 
topped all known standards for technical 
detail when he obtained the loan of an 
ancient Civil War pistol to produce the 
sound effect needed for a shootine scene 
last year, on a “Roses and Drums” 
broadcast. 


“Roses 


Getting Virginia Atmosphere 


The critics scored on the producers, 
however, when a mention of a “raincoat” 
got into one of the episodes. Raincoats 
did not come into use until about 20 
years after the war, and it was a listener 
who detected the anachronism. 

Prior to the preparation of the scripts 
for this season’s “Roses and Drums” 
broadcasts the author and director spent 


Selling Insurance On the 


Watching broadcast 


two weeks traveling through Virginia, 
visiting districts in which the episodes 
were to be sét. 

Only once during the present winter 
has the series departed from the Civil 
War theme. The ‘December 31 broad- 
cast was sub-titled “The Roosevelts in 
America,” and gave, in dramatic form, 
stories concerning the members of this 
family from the days of Klaas von 
Roosevelt, who landed on Manhattan 
Island in 1649, on down to Franklin D. 
Roosevelt. 


BANKERS TO ATTEND MEETING 








Boston Life Insurance Trust Council Af- 
fair January 23 Under Leadership 
of Trust Officer 

More than 400 bankers and life insur- 
ance men are expected to attend the all 
day session of the Boston Life Insur- 
ance Trust Council in the Hotel Statler, 
Boston, January 23, which will be con- 
ducted under the leadership of eg 
Roy H. Booth, trust officer of the Na- 
tional Shawmut Bank of Boston. 

Leon Gilbert Simon, Equitable Soci- 
ety, New York, and Fred P. McKenzie, 
Central Hanover Bank of New York, are 
to be the speakers. Charles C. Gilman, 
National Life of Vermont, will open the 
afternoon session. Lester Von Thurn of 
John C. Paige & Co. of Boston, is 
chairman of the ticket committee. 


HUBER SUCCEEDS SWARTS 


Prominent Produce of Wilmington 
Agency of Mutual Life 
Made Manager 
Edwin C. Huber, for the past eleven 
years with the Wilmington, Del., office 
of the Mutual Life of New York, has 


been appointed manager there to suc- 
ceed Arthur W. Swarts. Mr. Swarts re- 
tired on January 1 after completing thir- 
ty-four vears of service with the Mutual 
Life. 

Mr. Huber has been with the company 
since 1922, and has been a leading pro- 
ducer of the Wilmington agency. He is 
a member of the State Board of Educa- 
tion. vice-president of the Ninth Ward 
Building & Loan and a director of the 
Security Title Co. of Wilmington. At 
one time he was with the duPont Co. 





of “Roses and Drums” 


The cast presenting the plays has in- 
cluded some of the foremost names of 
the American theater. William Faver- 
sham, Conway Tearle, Ernest Truex, Fritz 
Leiber, Guy Bates Post, De Wolf Hop- 
per, Oscar Shaw, Violet Heming and 
Glenn Hunter are but a few of the 
Broadway favorites who have taken mi- 
crophone roles in the series. 

Two roles carried through the series 
are those of “Betty,” played by Eliza- 
beth Love, and “Gordon,” played by 
Reed Brown, Jr. 





GETS PREMIUM IN GOLD 

Presidential proclamations and appeals 
failed to cause a St. Louis resident to 
return a number of $5 gold pieces to the 
treasury, but when the premium on a 
life insurance policy held by the man’s 
father came due and it was necessary 
to dig into surplus funds for the premi- 
um he brought out the gold and turned 
it over to the Philip O. Works agency 
of the Penn Mutual Life there. 

The Works agency has moved into 
new quarters in the Boatman’s Bank 
Building in St. Louis and held a com- 
bination housewarming and Christmas 
party last week. 





INDIANA INSURANCE SCHOOL 


The second annual “Life Insuranc« 
School,” sponsored by the Indianapolis 
Association of Life Underwriters, opened 
December 15 in the Indiana University 
extension division building. Prof. Fred 
V. Chew of Indiana University, spoke 
on “Modern Insurance.” The course was 
planned by the educational committee of 
the association. The staff of instructors 
is composed of Prof. Chew, E. R. Black- 
wood, J. Perry Meek, Pearce H. Young, 
A. Leon Boulgach, Horace E. Storer and 
James L. Rainey. 


CONVERTS AT OLD RATE 


The Allianz & Stuttgarter Lebensver- 
sicherungsbank of Berlin, the largest life 


insurance company in Germany, has con 
tinued to convert dollar policies into 
Reichsmark policies at the rate of 4.20 


Reichsmark to the dollar in spite of th« 
fact that the rate of exchange went to 
37.33, provided the premium had been 
paid in Reichsmark or gold dollars. 
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Grenville Howard, Mans aes 


Its Editor, to Leave N. Y. Life 


A Man of Culture and Wide Reading Whose Writings Have 
Inspired Many; Called to Company’s Service by Late 
George W. Perkins; Edited Famous Bulletin 


Howard, one of the most 


end of 


Grenville 
noted characters in the literary 
life insurance, a man who has inspired 
thousands by his writings over a period 


of four decades, has reached the age of 


70 and is to retire to private life this 
month. Mr. Howard joined the New 
York Life thirty-three years ago; had 


the title of field editor; succeeded George 
W. Perkins as editor of the New York 
Life’s Bulletin when Mr. Perkins left the 
Morgan & Co. in 


company to join J. P. 
1901. Some months ago when the New 
York Life decided to write “finis” on 


the Bulletin after its long and brilliant 
life of four decades or so, and it was 
succeeded by a monthly publication, the 
Nylic Review, Mr. Howard became con- 


tributing editor of that publication. 
When he says goodbye to his desk at 
the New York Life this month for the 


last time he will go to Florida with his 
family for a visit. 

He leaves the New York Life with 
nothing but the happiest memories. Few 
men have more enjoyed their association 
or their work. His admiration of the 
late Darwin P. Kingsley and Mr. Kings- 
ley’s successor, Thomas A. Buckner, has 
been intense and continuous. 


Educated in Burlington, Vt. 


Mr. Howard was brought up in Ver- 
mont among lakes and mountains. He 
was graduated from Burlington High 
School, the Troy Conference Academy 
(a prep school), and the University of 
Vermont. He learned shorthand and 
typewriting and was all set for a job. 
The first one he got was as night editor 
of the Burlington Free Press. Duties: 
getting news, setting type, editing tele- 
graph. Salary: $4 a week. After a time 
he decided he wanted something more 
substantial and he wrote a number of 
letters offering his services as a steno- 
erapher. A telegraphic reply from Kin- 
gan & Co., an Indianapolis packing con- 
cern, took him out there, the job paying 
$10 weekly. 

His next position was as stenographer 
to Nelson Morris, the packer, in Chicago. 
This job was a tough proposition because 
while an outstanding man of business 
Morris was an eccentric who spoke such 
broken English that it was difficult for 
the young shorthand man to understand 
what he was dictating. Part of the job 
was to bring the packer some wooden 


sticks every morning, which Morris 
whittled during the day with a sharp 
knife. When everything was going well 


he whittled at one end calmly. When 
things were not moving satisfactorily he 
whittled at the other end excitedly. It 
was during whittling of the latter kind 
that Morris, who was worked up about 
something, dictated in his pigeon English 
a message to one of his representatives 
to come to Chicago right away. Howard 
got the name wrong and sent the tele- 
gram to “Paddy” Lynch, hog buyer for 


the firm in St. Louis When Lynch 
came into the office next day Morris 
shouted, “What are you doing here?” 


and during the explanations which fol- 
lowed Howard resigned. 

He then went with the telephone com- 
pany in Chicago where he rose to be 
chief clerk of the general manager. Then 
a new executive took charge and wiped 
out the department. Another job was 
necessary. Mr. Howard got a bicycle 
and did inspection work for the tele- 
phone company over a wide stretch of 
territory in rural Illinois and Towa. His 
next move was to go to St. Louis selling 
the services of the long distance tele- 


Vv, 


phone for the American Telephone & 
Telegraph Co., as the company built its 
heavy circuit wires westward. His work 
was satisfactory but none too pleased 
with the assignment, when he was of- 
fered a job by the National Cash Regis- 
ter Co. at Dayton, he took it. 
With National Cash Register Co. 

The exact nature of the job at Dayton 
he did not know, 4s he was told to re- 
port to the factory, work there for three 
months and then find a job for which 
he was fitted. At the end of three months 
he became office assistant to the late 
Hugh Chalmers, then in charge of sales- 
men. Later Chalmers was to become 
vice-president and general manager of 
the National Cash Register Co. at a 
salary of $72,000 a year, and finally he 
made a national reputation as an auto- 
mobile manufacturer in Detroit. 

As an assistant to Chalmers, Howard 
wrote a great many letters to salesmen, 
telling them that they were doing won- 
derfully or commiserating with them be- 
cause they were not accomplishing much. 
The letters attracted attention in the 
establishment because they were any- 
thing but routine. Howard put a lot of 
his philosophy and wisdom in those let- 


ters and one day an executive said to 
him: 
“You know we have 2,000 salesmen. 


You can save a lot of time and be more 
effective, too, if you turn letters into the 
print shop and instead of mailing out a 
few dozen send them out by the hun- 
dreds.” 

Howard found himself in the advertis- 


| 
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180 MILLIONS 


paid to 


BENEFICIARIES 


ing division of the company, and as the 
form letters became a success the idea 
occurred to him to get out a daily house 
organ which was called the N. C. R. 
Blackboard. It went over big; was 
printed in type and colors which caught 
the eye immediately, and the text was of 
a nature to help the esprit de corps, to 
build up morale and to stimulate sales- 
manship. John H. Patterson, head of 
the establishment, liked Howard’s work 
and kept increasing his salary, but the 
executives and department heads of the 
time could not suppress a feeling of un- 
easiness as Patterson, if in a bad humor, 
would sometimes strike off the head of 
the man whom he had praised and ele- 
vated the week before. Howard knew 
this, and felt none to secure, although 
he had many evidences that he was 
standing in well with the boss. So when 
he received a surprise offer to join the 
New York Life he was receptive. 


How He Joined New York Life 


The manner in which Mr. Howard 
joined that company was unsually inter- 
esting. Among the exchanges which 
came to his desk at the National Cash 
Register Co. was a bulletin of the New 
York Life on the front page of which 
was a signed article, sometimes inspira- 
tional, always informative, by George W. 
Perkins. The bulletin attracted Mr. 
Howard’s attention because he was try- 
ing to write mate rial of a similar nature 
for the National Cash Register Co., and 
greatly enjoying reading the Perkins ar- 
ticles, was guided by his style. He got 
into the habit of sending his own arti- 
cles to Mr. Perkins, thinking the latter 
would be interested. 

One day as he was getting dressed for 
for dinner to go out with Alvin Macauley, 
who was then the patent lawyer of the 
cash register company and who is now 
president of the Packard Co., a bell boy 
came to his room and said there was a 
man downstairs from the New York Life 
Insurance Co. who wanted to see him. 
Later, when Mr. Howard reached the 

(Continued on Page 18) 








Since organization, in 1879, this Company has 
paid a total of $180,555,012.46 to the 
beneficiaries of Bankers Life policies. 


Payments to beneficiaries in 


aggregated $10,324,123.57. 


1932, 


alone, 
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BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Des Moines, Iowa 
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CONTINENTAL 
AMERICAN 


LIFE INSURANCE 
COMPANY 


announces the 
opening of its 
THIRD 
METROPOLITAN 
BRANCH 


at 26 Court Street 


BROOKLYN 


under the 
management of 


Robert Kruh 


Mr. Kruh’s highly 
satisfactory record 
as agency super- 
visor of the Com- 
pany's Newark, 
New Jersey Branch | 
Office, eminently | 
qualifies him for 
the new respon- | 
sibility which 
he assumes 


Wilmington -- Delaware 
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g, A. Kent Heads Chicago 
Agency Supervisors 


INTERESTING SESSIONS ARE HAD 
New President le Assistant Manager of 
Prudential; Discussion of Agency 
Schools ond Office Meetings 


Putting behind them a most unusual 
year of promoting free and open discus- 
sion of their common problems the 
Agency Supervisors Association of Chi- 
cago now enter the coming year and its 
many promising developments in the life 
insurance business with new determina- 
tion. The occasion was the recent an- 
nual meeting and election of officers. 
Sydney A. Kent, assistant manager for 
the Prudential at Chicago, is president; 
Harry W. Anderson, life supervisor for 
the Rockwood Agency, vice-president; 
and Z. W. Yates, supervisor for the 
Union Central, Chicago, secretary and 
treasurer. 

Retiring President Samuel Leland, Jr., 
life supervisor for Fred S. James, Chi- 
cago, and one of the five original char- 
ter members, reminded the members that 
with their co-operation during his ad- 
ministration this organization, first of its 
kind in the country, innovated the Life 
Supervisors Session of the convention of 
the National Association of Life Under- 
writers. An attendance of 200 super- 
visors from every part of the United 
States at this session last fall has given 
the association courage to sponsor a 
Supervisor's Session for the national 
convention at Milwaukee next fall. 

Mr. Kent, the new president, was grad- 
uated from the University of Montana 
in 1923, coming direct to Chicago to 
write Industrial insurance for the Pru- 
dential, where he rose from special agent 
to a superintendent in the Industrial 
field. In 1928 he became a personal pro- 
ducer of ordinary life insurance for the 
Prudential Agency headed by A. Van 
Goldman, and in November 1930 was 
made assistant manager. Until 1930 his 
record as a producer has ranged from 
an annual production of $400,000 to ap- 
proximately $1,000,000. His conscientious 
work for the Agency Supervisors Asso- 
ciation for the past three years qualifies 
him for the presidency. 


Round Table Discussion 


To what degree results have been ob- 
tained through agency schools and 
agency meetings was determined at a 
round table discussion of the Agency 
Supervisors Association which followed 
the election of officers. It was contend- 
ed by E. E. Enoch of the Connecticut 
General Life that agency instruction if 
not intelligently handled costs more than 
it is worth. The education of agents is 
the general agent’s or manager’s prob- 
lem, but so many other responsibilities 
consume his time that the problem fin- 
ally becomes one for the assistant man- 
ager or supervisor. He pointed to the 
dangers of stuffing new agents with too 
much useless actual statistics. There are 
two distinct types of agents, he pointed 
out, namely, the package seller and the 
program seller. The former should not 
consume too much of the agency’s time 
being trained, and the latter can absorb 
as much information as anyone can give 
him. 

The much-discussed subject of produc- 
tion contests found an exponent in James 
Clark, supervisor of the William M. 
Houze agency of the John Hancock. 
Contests create fighting spirit, he said, 
and agents without this necessary en- 
thusiasm and self-confidence cannot suc- 
ceed. His agency has made the prac- 
tice recently of taking the wives or moth- 
ers of the agents into the agency’s con- 
fidence during contests or campaigns. 
Rewards are made for the number of 
applications rather than the volume, he 
concluded. 

















Keep Going! 





How about making 1934 a year 
that will go down in Life Insurance 
history as the “Era of the Big Try?” 


There are three outstanding reasons for 
extraordinary effort in 1934. 


FIRST, a desire to contribute to the 
revival of business in general. 


SECOND, a desire to see that all protec- 
tion affected by “hard times” is reinstated 
without delay. 


THIRD, a determination to make certain 
that uninsured or underinsured will be 
“sold” insurance that will approach being 
adequate. 


Do your part! 





Che Prudential 


Insurance Company of America 


Epwarp D. Durrie.p, President 


Home Office, Newark, New Jersey 























Luther-Keffer Agency 
Has Big Dinner Dance 


MANY COME FROM HEAD OFFICE 








President Brainard Feels That President 
Roosevelt Is Sincerely Trying His 
Best; Does Not Look for Harm- 
ful Currency Expansion 





The Christmas Party of the Luther- 
Keffer Agency of the Aetna Life 
this year took the form of a dinner 
dance at the Drug & Chemical Club, 
New York City, the only dance, by the 
way, which has been held in the past 
twelve months at this club. 

From Hartford came a large delega- 
tion of home office officials, headed by 
President Brainard, and including E. E. 
Cammack, vice-president and actuary; 
W. H. Dallas, assistant vice-president; 
James B. Slimmon, eer: R. W. Mc- 
Creary and Clyde F. Gay, assistant sec- 
retaries; Ralph Keffer, assistant actuary ; 
Donald B. Cragin, medical director; T. 
H. Johnson, superintendent of the group 
division; Benjamin Goldberg, W. T. 
Runde and J. G. Late and Louis Z. Rich- 
ards, underwriting division. John S. 
Turn, vice-president, New York branch, 
Aetna Casualty & Surety, was among 
those at the head table. Others present, 
in addition to the 100 William Street 
forces, were E. D. Luther, general agent, 
New Haven, and Mrs. Luther; R. H. 
Miller, general agent at Scranton and 
Mrs. Miller; and Miss S. E. Phillips, 
office manager of Aetna Life at Scranton. 


R. H. Keffer Toastmaster 


Mr. Keffer was toastmaster and he 
introduced President Brainard who told 
some of the impressions he had received 
on his recent trip in the South, many of 
them illustrating the upturn in that sec- 
tion. He then turned to Washington and 
discussed the President and the economic 
situation. 

Mr. Brainard gave the President credit 
for sincerity in his recovery efforts; said 
he had done well in many respects; ask- 
ed that he be given a break and not sub- 
jected to unfair or superficial criticism. 
He felt that the country was in better 
shape than it was some months ago. “In 
many respects the improvement has been 
astonishing,” and he thought credit for 
this should be given to Mr. Roosevelt 
and his Administration. “Until the con- 
trary is shown to be wise I think we 
should support the Administration in its 
efforts to solve our problems for us.” 
Mr. Brainard does not think that infla- 
tion, in a sense harmful to business and 
finance, is coming. There has been in- 
flation and a little may be a good thing, 
was one of his comments. He felt deeply 
that an unsound currency would be a ca- 
lamity, but he saw no reason to doubt 
that the President “will continue to guide 
us with the same wisdom he has shown 
so far. A united country behind the 
President will help solve the problem.” 

kK. A. Luther and Clyde F. Gay were 
the only other speakers. 

It was an enjoyable occasion which 
lasted until midnight. ; 

BOOKLET ON DEPRESSION 

The Central States Life of St. Louis 
has published a booklet telling the story 
of life insurance during the last four 
years, discussing the performance of the 
institution in paying out at times as 
much as $6,000,000 a day. George 
Graham, president of the company, tells 
the importance of keeping policies in 
force, pointing out that life insurance is 
primarily a protection, not an investment 
Among the figures given are those show- 
ing that life insurance companies paid 
$4,010,817,751 to policyholders and bene- 
ficiaries in 1932, which amount almost 
equals the gold stock of the United 
States. 

MUTUAL BENEFIT GETS FLAGS 

At the annual Christmas party of the 
Mutual Benefit Life Veteran’s Club a 
stand of American colors in silk was 
presented to the company by the ve 
erans, being accepted by Vice-Preside: 
E. E. Rhodes. 
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Book Gives Veeiainiiiien 
Talks of Year 1933 


SELECTED BY ROBERTS & HALL 
John R. Hastie, Mutual Life, Gets Front 
Page Position; A. E. N. Gray, 
Prudential, Picked as No. 2 





Once a year E. Weston Roberts and 
A. G. Hall of the Insurance Advocate 
select what they regard as the outstand- 
ing selling material and sales philosophy 
in the convention addresses of the year 
and this material is gathered into a book 
and published by the Convention Year 
Books Co. of 206 Broadway, New York. 
The 1933 book, just off the is the 
thirteenth annual volume. 

The position of honor, the first ad- 
dress given, is one delivered by John R. 
Hastie, associate manager in Chicago of 
the Mutual Life of New York. This 
paper, bearing the title, “Stop, Look and 
Listen,” was delivered at the annual con- 
vention of the National Association of 


press, 


Life Underwriters last September. Be- 
fore going into the insurance business, 
Mr. Hastie was in the advertising busi- 
ness, in which he had a chance to look 
over all business. He came to the con- 
clusion that life insurance is the best 


paid hard work, one in which agents can 
write their own pay checks, as success 
exists within them more than in any 
other business. 

Albert E. N. Gray, assistant secretary 
of the Pradential, wins position No. 2 
because of his talk before the Sales Con- 
gress of Boston, which had the title 
“The Lesson They Left Out.” 

F. M. See’s Ten Commandments 

Third position went to Frank M. See, 
general agent New England Mutual Life, 
St. Louis, for his talk before the Phila- 
delphia Sales Congress on “The Ten 
Commandments for Closing a Sale.” The 
ten commandments follow: 

1. Build a Foundation Upon 
Close. 

II. Quality Your Prospect. 

III. Take Consent for Granted. 

IV. Having Taken Consent for Granted, We 

Must Keep the Prospect so Busy with 
the Details of Getting the Insurance 
That His Mind Does Not Have a 
Chance to Realize That He Has Never 
Said “Yes.” 


Which to 


V. Make It Just as Easy as Possible for 
the Prospect. 
VI. Use the Power of Suggestion. 
VII. If You Must Ask for a Decision Get 
It on Some Minor Point and Assume 
That It Decides the Whole Proposi 
tion, 
VIII. “The Fatal Alternative’—This is a De 
vice That Has Proven Itself Time 
After Time—A Question Which, An 
swered Either Way, Commits the 


Prospect. 


IX. Get the Prospect in Physical Motion and 


in a Position to Sign Before Handing 
Him the Application. 

X. Having Made a Complete Sales Presen 
tation, Never Leave the Prospect Un 
til You Have Made at Least Three 
Attempts to Close. 

Others in Volume 
Other speakers whose talks are in the 


book are these: M. Albert Linton, Harry 


Phillips, Jr., Clay W. Hamlin, Joe S. 
Maryman, Russell B. Moore, Roger B. 
Hull, William Ganson Rose, H. W. 
Church, James A. Fulton, Walker Buck- 
ner, Ralph A. Trubey, John M. Laird, 
O. Sam Cummings, J. M. Keplar, Nelson 
C. Taintor, Theodore M. Riehle, Russell 
P. Thierbach, ( ‘aleb R. Smith, Dr. S. S. 
Huebner, Earl E. Smith, John Marshall 


Holcombe, Jr., John Henry Russell, Mar- 


tin L. Seltzer, er Frederick B. Robin- 
son, Eric J. Wilson, Leon Gilbert Simon, 
Osborne Bethea, James Elton Bragg, 
Frank H. Davis, Abraham Seff, Paul C. 
Otto, John H. Evans, Harry Benner, M. 
Bruce Parsons, Milton Herzberg, Russell 
S. King, Clancy D. Connell, William A. 
McCoy, W. A. Schickedanz, George 
Brannan, Caleb W. Baldwin, W. Scott 
Smith, Lewis B. Hendershot. 


The book sells for $3. 50. 


HANG “DEPRESSION” IN PHILA. 

The J. Frank Leonard agency of the 
Mutual Life in Philadelphia held a lunch- 
eon at the Bellevue-Stratford Hotel last 
week at which a feature was the hanging 
of “Old Man Depression” in effigy. 








New Gift Tax ensteihines 
Summarized by F. W. Ganse 


Franklin W. Ganse of the Ganse-King 
Estate Service, Boston, has prepared a 
summary of the federal gift tax regula- 
tions as applied to life insurance which 
is in part as follows: 

Art. 2. Transfers reached.—The stat- 
ute imposes a tax whether the transfer 
is a trust or otherwise, whether the gift 
is direct or indirect, and whether the 
property is real or personal, tangible or 
intangible. Thus, for example, a trans- 
fer may be effected by the declaration 
of a trust, the forgiving of a debt, the 
assignment of a judgment, the assign- 
ment of the benefits of a contract of 
insurance, etc. i 

(5) The irrevocable assignment of a 
life insurance policy, or the naming of 
the beneficiary of a policy without re- 
taining any of the legal incidents of own- 
ership therein, constitutes a gift in the 
amount of the net cash surrender value, 
if any, plus the prepaid insurance ad- 
justed to the date of the gift. 

(6) Where premiums on a life insur- 
ance policy are paid by an insured who 
has none of the legal incidents of owner- 
ship in the policy, and the beneficiary is 
other than the insured’s estate, each pre- 


mium payment is a gift in the amount 
thereof. 

Art. 19. Valuation of property. 
Where the donor purchases from a life 
insurance company, or other company 
issuing annuity contracts, an annuity for 
the donee, the value of the gift is the 
cost to the donor, except that where the 
donor reserves the unconditional right 
to cause the annuity or the cash value 
thereof to be payable to himself or his 
creditors, only such payments as are 
made to the donee prior to the exercise 
of the reserved right constitutes gifts. 

Art. 24. Description of property listed 
on return. (Return due and tax payable 
on March 15, of year after that in which 
gift was made.)— -Description of life in- 
surance policies should give the name of 
the insurer, number of policy, face value, 
amount of premium, and the net cash 
surrender value at the date of the gift. 
In describing an annuity, the name and 
address of the grantor of the annuity 
should be given, or if payable out of a 
trust or other fund, such a description 
as will fully identify such trust or fund. 
If the annuity is payable for a term of 
years, the duration of the term and the 
date on which it began should be given, 
and if payable for the life of any person, 
the date of birth of such person should 
be stated. 


WROTE POLICIES IN GRAIN 
German Companies Now Paying Endow- 
ments Written During Inflation Years 
With Commodity Face Values 

Payments are now being made on en- 
dowment policies in Germany which were 
written for amounts of grain back in the 
days of 1923 when wild inflation had de- 
stroyed all values as expressed in money. 
Some policies were written in coal. 

The ten-year endowment policies writ- 
ten during this period are falling due, 
and the Allianz of Berlin traced the pay- 
ment of new number of these policies. 
One farmer took out in 1923 a ten-year 
endowment the face of which called for 
forty-five zentner of rye, with the zent- 
ner at 220 pounds. At that time the rye 
was worth 84,000,000 marks. This policy 
has been recently paid, but in money 
rather than grain. A railroad trainman 
took out a life policy for nineteen zent- 
ner of rye, but as he did not continue 
his premium payments he received a 
paid-up policy for two zentner and forty- 
five pound of rye. 








Charles F. Leneweaver and Carl W. 
Schroeder have been appointed managers 
of the Saginaw and Grand Rapids dis- 
trict offices of the Western and South- 
ern Life. 
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Plan : 


BUREAU 


Through use of the Eisendrath 
and various other busi- 


Ne bein, Du. 


At the 


to it for 


with us. 


THE 


"quaaaean 


P) 


AGENCY 





912-14 EMPIRE STATE BLDG. NEW YORK CITY 
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ness building projects, this or- 
ganization — 
now stands among The 
Guardian’s leading agencies. 


We invite you to visit us at the 
start of the New Year. 
invite you to avail yourself of 
our facilities . . 


*Details of the Plan furnished on request. 


Telephone CHickering 4-4400. 
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EISENDRATH BUSINESS BUILDING 
IS FUNCTIONING 


The start of 1933 witnessed the 
inception of The Julius M. 
Eisendrath Agency. 
same time the services of The 
Eisendrath Business Building 
Bureau were announced and 
many serious-minded life un- 


only a year old— 


We 


and to grow 





THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA — Est. 


1860 
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A REMINDER 
that in 1934 we 


emphasize. this 
policy: No charge 
for service—full 


commissions fo you. 


THE LUTHER-KEFFER AGENCY 
AETNA LIFE INSURANCE CO. 


KENDRICK A. LUTHER—ROSCOE H. KEFFER, General Agents 
100 William St... . 2... New York City 
BEekman 3-9000 
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Northwestern Mutual 


Brane Says Real N eds 
Are Often Minimized 


CENSURES “SIDE SHOW” SELLING 
Northwestern Mutual’s Vice-President 
and Actuary Tells Agents Not to 
Forget Fundamentals 

Percy H. Evans, vice-president and ac- 
tuary of the Northwestern Mutual Life, 
had as his topic at the convention of the 


Northwestern Mutual Life in New York 
this week “The Big Tent vs. the Side 
Show,” and before he had been talking 


long he emp yhatically broug ht out the fact 


that by “the big tent” he meant funda- 
mental life insurance coverage During 
the past quarter of a century some in- 
surance men have gotten into the habit 
of overselling some of the side shows in 
the business and have grown to mini- 
mize the moral and emotional values of 
life insurance to such an extent that they 
have become almost apologetic in using 


commonly 
hearse up 


sales arguments which ar 
characterized as “backing the 
to the door.” Thus they have often been 
prone to sell life insurance as an invest- 
ment, forgetting the real need of life in- 
surance Mr. Evans does not believe 
that the es end of the business 
should be ignored or minimized, but he 
think that agents who sell life in- 
surance as “the best investment in the 
world” are forgetting the real purpose 
of insurance. It is a good investment, 
and a sure investment, but that is not 
the phase of insurance coverage which 
should be emphasized 


does 


Why People Insure 
take out 
fearful 
their 


insurance be- 

They fear that 
families will not 
enough money to keep them go- 
they fear that they will reach 

without adequate funds for 
And that is where life in- 
and by providing the 


Most 
they are 
they die 


people 
caus¢ 
when 
have 
ing; or 
old age 
maintenance 
surance comes in; 


necessary funds has built itself up to its 
present great position Agents should 
constantly bear in mind the fundamental 
purpose of life insurance and not em- 
phasize these side shows 

Mr. Evans digressed to give his opin- 
ion of why Dr. Charles E. Albright, 
Northwestern Mutual Life leader, has 
been successful. His success is due to 
his marvelous capacity for sensing what 


fellow is thinking about. Dr 
Albricht gives no consideration of what 
the other man is thinking of him. He 
knows that every buyer of life insurance 
has his personal reason for buying and 
it is his aim to learn the reason. 
During his talk Mr. Evans told of the 
strong position which the leading life in- 
surance companies have found them- 
ves in after four vears of depression. 
moan during the moratorium of the 


the other 





wenty-three states few letters were re- 
ceived by the Northwestern Mutual Life 
from policyholders making anv kind of 
complaint. That company did not re- 
ceive more than two hundred letters in 


all, althouch it has 700,000 policyholders. 


VAN SCHAICK, DUNHAM SPEAK 
Van 


Superintendent of Insurance 


Schaick of New York and Insurance 
Commissioner Dunham of Connecticut 
were among the honor guests at the 


Mutual Life’s banquet in 
ballroom Wednes- 


Northwestern 
the Waldorf-Astoria 


day night soth were introduced and 
made brief speeches 
Sagar Retires 

Charles H. Sagar has retired as gen- 
eral agent N hwestern Mutual, Wor- 
cester. He is 76 vears old. The terri- 
tory will be divided among Boston, Man- 
chester and Springfield agencies 

W. A. Hewitt, general agent, Oakland, 
Cal., and Edwin J. Thomas, general 


agent, San Francisco, have resigned 
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Cleary Tells Agents To Back 


Roosevelt’s Administration 


Believes President Favors Sound and Adequate Currency For 
Maintenance of Government Credit; Company Inviting 
Limited Number of Choice Farm and City Loans 


convention of 
Mu- 
Middle 


states 


The nineteenth annual 
Northwestern 
tual Life in the New England, 
\tlantic and South Atlantic was 
held in New York City at the Waldorf- 
\storia this week. It was a large affair 
which of the Waldorf’s ball- 


the agencies of the 


packed one 

rooms. 
President M. 

at the 


J. Cleary was the speaker 
luncheon conference on Thursday, 
ovation. He said 
the year 1933 the 
found itself 
hand or in 


given an 

end of 
Mutual 

normal 


and he 
that at the 
Northwestern 


was 


with 
double its cash on 
banks that it 
crease in Government 

Mr. Cleary said that the foreclosed real 
estate of the Northwestern Mutual rep- 
resents approximately 214% of the total 
assets. It is divided among twelve pieces 
of city property with an assessed value 
of approximately $2,500,000; and 2,200 
farms to the value of approximately $22,- 


and also had a 50% in- 


securities. 


000,000. Of the farms 98% are occupied 
by desirable tenants. 

\ large percentage of municipal units 
whose bonds were in default at the be- 
ginning of 1933 cured those defaults dur- 
ing the year. In part the cures were th¢ 


result of refunding programs and in part 
increased tax collections. The North- 
western Mutual is now inviting a limited 
number of choice farm and city loans 


Inflation 


Discussing the monetary and other cur- 
rent situations, Mr. Cleary said: 

“IT am optimistic about the business 
conditions of 1934. A vital question in 
connection with prospective conditions is 
the monetary and credit question. There 
can be no satisfactory and sustained bus- 


iness activity if the public lacking in 
confidence in our currency and in our 
Government credit. Personally, I feel 
that both of these outstanding factors 


will be maintained on a satisfactory basis 
President Roosevelt has upon more than 
one occasion recently assured the coun- 
try of his devotion to a sound and ade- 
quate monetary system. I have faith 
both in his disposition and in his ability 
to make effective that announced policy 

“Today people are disturbed 
about the influence of excessive inflation 
upon life insurance. There can be no 
escaping the fact that inflation of an ex- 


many 


cessive character would result in harm 
to life insurance and the interest of the 
individual policyholder. It would be 
folly, however, to think in terms of life 
insurance alone when considering the 


damaging effects of inflation. Every 
thrifty American who has manifested 
consciousness of responsibility to him- 
self, his family and to society by saving 
and accumulating a part of his income 
would be a victim. This would be true 
whether he used the savings bank or the 
life insurance company as a vehicle of 
saving, or chose to invest in bonds, mort- 
gages and other conservative fixed term 
fields of investment. 


President Roosevelt 


“Another matter that is of vital impor- 
tance to the United States in — ction 
with this same question is the fact that 
there are literally thousands upon thou- 
sands of outstanding public serving in- 
stitutions in the field of education, re- 
search, health and hospitalization that 
are dependent for their existence and 





M. J. CLEARY 
their ability to serve upon the mainte- 
nance of the income and the value of the 
investments which support them. Very 
largely these investments are of the type 
which would be most affected by exces- 
sive inflation. 


that is well for us to 
fact that a destruc- 


“Another thing 
keep in mind is the 


tive type of inflation falls heaviest upon 
that most numerous class of Americans 
which are ordinarily classified as the 
middle class. The influence of this thing 
upon the ne’er-do-well, or pauper class, 
is nil. That class comes out of it as it 
went into it—a pauper. So far as the 


rich are concerned the effect is to reduce 
the level of wealth but still leave them 
in a relative position of riches. The real 


victim is the middle class who are re- 
duced to the pauper class. 
“You and I and the rest of the life 


insurance fraternity have a marvelous 
opportunity for a real national servic 
in backing the President in his program 
for a sound and adequate currency and 
the maintenance of the credit of the 
Government. We have an opportunity to 
make those with whom we contact con- 
scious of the dangers to their interest 
that lurk in the program of what I be- 
lieve to be a limited group of so-called 
national leaders who seem disposed to 
plunge the country into dangerous ex- 
periments involving our monetary 
tem and ultimately the Government’s 
credit.’ 


SVS- 


Women and Children 
William Ray Chapman, assistant di- 
rector of agencies, in. charge of sales 
promotion, Northwestern Mutual Life, 
discussed policies on women and children 
at the field convention at the Waldorf- 
Astoria this week. 

He told of the millions of new pros- 
pects for agents now that the company 
writes boys from 10 vears to 14 years 
and girls from 10 to 14 years. Among 
boys there are 2,500,000 new prospects 
among girls, 2,400,000. In addition to the 
girls there are approximately 12,500,000 


women from the ages of 15 to 65. More 
than 30% of these women in New Eng- 


land and 2714% in the Middle and South 
Atlantic states are gainfully occupied. 
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Pesos Reales Praises 
Insurance Trustees 


FITZGERALD’S ADDRESS HERE 


Northwestern Mutual Life’s Vice-Presi- 
dent Talks of Fiduciary Responsibil- 
ity; Pleas for Long Range Views 


Edmund Fitzgerald, vice-president of 
the Northwestern Mutual Life, told the 
field force of that company in conven- 
tion this week the 
life insurance he 
quit the 


here impressions of 
since he 
August last 
to join the official family of the North- 
Mutual. The impression has 
been largely that of appreciation of the 
sense of responsibility and breadth of 
view held by the trustees of the North- 
western Mutual Life. All of these men, 
in Mr. Fitzgerald’s opinion, stand out 
not only as men of consequence and in- 
fluence in their communities, but also for 


has received 


banking business in 


western 


having a sense of strict fiduciary rela- 
tionship. 

He made a plea to the agents not to 
look at the current problems at too close 
a range. One problem after another has 
arisen during the depression and if one 
gets near them their importance is ex- 
agegerated. There should be a long range 


view in order to arrive at the proper per- 
spective. The last four years have aved 
some people, but now that they are over 
it is scen that they have not changed 
the fundamentals of life insurance: that 
insurance has triumphed and stands as 
much for solidity and safety as ever be- 


fore. Some people think we have not 
returned to “the good old days,” but Mr. 
Fitzgerald says that there is a consid- 
erable of the catch-phrase in that expres- 
sion. Insurance has met its obligations: 
carries out its contracts; removes the 
fear of life’s uncertainties, just as it al- 
ways has had. Progress will be made 


than in a revolution- 
talk was at the 


in a gradual rather 
ary manner. His 
banquet. 

A Yale man, Mr. Fitzgerald was in the 
manufacturing business before he went 
into banking. It was the banking busi- 
ness he left in August to join the North- 
western Mutual Life. He is a member 
of many boards in that city, and is active 
also in civic and philanthropic life. He 
was chairman of the Milwaukee Countv 
Community Fund for 1931 and has held 
numerous other positions of civic trust 


The General Committee 


The General 
nineteenth 


handling the 
convention of the 


Committee 
annual 


agencies of the Northwestern Mutual 
Life from New England, Middle Atlantic 
and South Atlantic States, meeting at 


the Waldorf this week, 
man E. R. Gettings of 
members of the 
follow: 

L. M. Bell, Poughkeepsie; 
ing, Newark: R. U. 
delphia; C. I 
L. Baldwin, 
Syracuse. 


The Arrange 


had as its chair- 
Albany. Other 
General Committee 


oO. 7 Good- 
Hergesheimer, Phila- 

McMillen, New York; P. 
Washington; P. R. Chase, 


Committee 


ements con- 
sisted of Rudolph Recht, New York 
City, chairman; W. Everett Rowley, 
Newark; Harry Krueger, New York 
City. 


The chairman of the Reception Com- 
mittee was Vaughn D. Griffith, Man- 
chester, N. H. 

R. Gettings, Albany, was chairman 
of the Wednesday morning session; C. L. 


McMillen was toastmaster at the ban- 
quet; and P. L. Baldwin, Washington, 
was chairman of the Thursday morn- 


ing meeting. R. U. Hergesheimer, Phila- 
delphia, was chairman of the luncheon 
conference on Thursday. FE. N. Harnish, 
Lock Haven, Pa., was chairman of the 
district agents’ conference on Saturday 
afternoon. 
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Northwestern Mutual 


Glenn B. Dorr Goes 
With Clifford L. McMillen 


AGENCY ASSISTANT 





TO BE AN 


President of New York Chapter of C. 
L. U. and Large Personal Producer; 
in Insurance Since 1926 
Glenn B. Dorr, one of the best known 
of the younger life insurance men in the 
Greater New York territory, has joined 
the Clifford L. McMillen agency of the 
Northwestern Mutual Life, 347 Madison 
Avenue. He will be an agency assistant, 
training and developing a group of men 





for the Northwestern Mutual Life, and 
will also continue in personal produc- 
tion. The second full year that Mr. Dorr 


was in life insurance he produced more 
than a million dollars of personal busi- 
ness. 

Born upstate Mr. Dorr was graduated 
from the high school in Clayton, N. Y., 
after which he had some experience with 
the Northern New York Trust Co. of 
Watertown, N. Y. Then he returned to 
school. He attended St. Lawrence Uni- 
versity for a time, one of its alumni, by 
the way, being George S. Van Schaick, 
Superintendent of Insurance, this state. 
Then he went to the Wharton School 
of Finance, University of Pennsylvania 
where he was graduated in January, 
1923. He then went into the banking 
business and for three and a half years 
was with the Chase National Bank, at 
the finish being with the credit depart- 
ment doing analysis and investigation 
work. His work gave him a number of 
contacts with insurance and he decided 
he would like to follow that as a career. 
He resigned and went with the Equi- 
table Life Assurance Society with the 


William J. Dunsmore Agency, 120 
Broadway, New York City. 

A Large Producer 
His production for the first eight 


months was $182,198. That was doubled 
during his first fuli year with the So- 
ciety. His first million dollar year was 
in 1928 and in the following year he 
paid for $1,200,000. Before he had been 
in the business a year he was made an 
assistant manager of the Dunsmore 
agency: and it is that position from 
which he has resigned to go with the 
Northwestern Mutual Life. 

Mr. Dorr got his C. L. U. degree in 
1931, and at the present time is presi- 
dent of the New York chapter of the 
C. L. U., succeeding in that position 
Grant L. Hill, who is now director of 
agencies, Northwestern Mutual Life. He 
is married; has two daughters; belongs 
to the Riverside Yacht Club and Uni- 
versity of Pennsylvania Club. and for 
several years has been a member of the 





executive committee of the Life Under- 
writers Association of New York 
SEE IMPROVEMENT 

General agents and members of the 


field force of the Northwestern Mutual 
Life, in session here this week, came to 
New York with stories of improvement 


all along the line. There is no doubt, 
they say, that the country is emerging 
from the depression. Southern agents 


in particular are more cheerful than they 
have been in some time. 
AGENT’S OBLIGATION 
The topic of Dr. S. S. Huebner, Uni- 
versity of Pennsylvania, before the 
Northwestern Mutual Life agency field 
force, at the Waldorf-Astoria this week 
was “The Creative Side of an Agent’s 
Obligation—Proper Recognition of the 
Uses for Life Insurance.” Dr. Huebner 
was in his usual good form, and easily 
held the attention of his audience 


PILOT LIFE APPOINTMENTS 

The Pilot Life of Greensboro, N. C.. 
has appointed the following new general 
agents: E. U. Boggs, Norfolk. Va.: J. C 
Light, Elizabeth City. N. C.: W. E 
Flick, Harrisonburg, Va 


C. L. MeMillen’s Tribute 
Paid to Grant L. Hill 


GIVES SKETCH OF CAREER 





Happy Outlook on Life; Buoyance and 
Understanding Which Inspire 
Confidence and Loyalty 


At the Northwestern Mutual Life’s 
Convention in New York this week Clif- 
ford L. McMillen of the company’s 
agency at 347 Madison New 
York, presented to the meeting Grant L. 
Hill, and in his introductory remarks he 
paid Mr. Hill this tribute: 

“Read the story of Grant L. 
better still, get him to tell it 
you can, ~Sislen I’m not to—his 
happy boyhood in the Middle West; his 
War record; his struggle after the War 
to make a place for himself in business 


Avenue, 


Hill, or 
to you, if 


going 


in a strange land; his early days in 
New York learning to sell life insur- 
ance—even as you and I—and you will 
clearly see running through the intense- 
ness, the earnestness of it all, a happy 
outlook on life and a certain buoyancy 
which causes men to carry on in spite 
of ‘hell and high water’—and have a 


lot of fun doing it! 

“There is a picture in the lobby of 
our office which many of you have seen 
and which has been quite favorably 
commented upon by insurance journals 
and insurance men generally. This paint- 
ing depicts the sky-line of New York 
City as seen from Governor’s Island and 
is called “The Isle of Opportunity.’ The 
idea for this picture came from a very 
similar one which occupies a prominent 


place in Grant Hill’s library at home 
and on which Grant has written ‘Happy 
Hunting Ground, not ‘Profitable Hunt- 
ing Ground’ as it might well have been 
named, at least by John Jacob Astor 
who, history tells us, purchased all of 
Manhattan Island for $40. But, ‘Happy 


Hunting Ground,’ because profit in the 
mind of our Happy Warrior is meas- 
ured largely in terms of human happi 
ness. his own, vours, mine, and thi 
happiness of those whose wise conduct 
we are partially responsible for. His 
‘Happy Hunting Ground’ has now be- 
come the forty-three states in which 
our company operates As director of 
agencies for this great company and the 


leader of its field force IT am certain 
that the well-being and morale of this 
force is, and will continue to be, his 
primary concern. That he wants all of 
us to be happy warriors—successful 
warriors—has already been proven bv 


the affairs with which he has concerned 
himself since going to the home office 
That he is willing to snend and be spent 
in a worthwhile cause T have known for 
a long time. You will become convinced 
of that also when vou know him half as 
well as T do, and that is a privilege 
which T hope will be given all of you 
because I am 100% certain that such ac- 


auaintance will beret confidence, friend- 
ship and enthusiasm to a degree rarely 
experienced and will inspire you to join 
him in whole-heartedly promoting the 
best interests of the Northwestern Mu- 
tual 
His Viewpoint 

“Grant Hill views this companv not 
alone in terms of its one billion dollars 
of sound assets, but more largely in 
terms of its man power. He doesn’t 


think of vou and me as just having a 
job to represent a life insurance com- 
pany. He wants us to have a satisfvine 
career He believes that conditions 
should be such as to enable each of us 


effort. vear in 
and year out, with the Northwestern 
Mutual; that good service shonld be 
recognized and rewarded, and that every 
agent should become a happy and at- 
tractive reflection of this comnany and 
the opportunities of this great business.” 


to practice continuity of 


} z Ls =F 
=== THE EASTERN 
——— UNDERWRITER 














January 








Convention 


H. Ward Meacham Gives 
Annuity Arguments 


WIDE FIELD FOR THIS COVER 
Northwestern Mutual Man Illustrates 
Plans; Compares Annuities With 
Other Forms of Investments 








H. Ward Meacham of the Clifford L. 
MeMillen agency of the Northwestern 
Mutual Life annuities at the 
convention of the 
calling that protection 
“The Queen of Investments.” At the 
present time there are about 300,000 an- 
nuities in force in the U. S. A. The 
called small in view of the 
large number of policies written each 
year on other forms of coverage. There- 
fore he saw unusual opportunities for 
writing of annuities. He made the fol- 
lowing suggested form of annuity 
entation: 


discussed 


company here this 


week, form of 


number he 


pres- 


Illustration of 
IMMEDIATE ANNUITY 
Purchased at Age 65 
As an investment to give you an income 
guaranteed as long as you live. 
There are three plans open to you: 

Per Cent 

ofAnnual 

Return on 

Investment 

1. Largest yearly income with no 
payment at your death....... 
Income for your life with in- 
stallment refund, at death, of 
any part of investment not re- 
ceived by VO nn t.c cttecendscdec 
Income for your life and the 
l'fe of your wife payable as 
long as either or both of you 
are living (assuming wife is 
ME ME ho deere eer iag yt a ea 


Why an Annuity Will Give The Largest 
Possible Income 


10.101 


bo 


8.352 


a) 


6.879 


1. Your income is made up of interest 
on the amount invested plus the yearly 
return of a part of your investment 


2. This income is guaranteed regardless 
of how long you live and behind this 
euarantee are $996,003,967 in assets of 
The Northwestern Mutual Life. 

3. Your investment requires no work, 


worry or expense. Careful investiga- 
tion has proved that annuitants live 
longer because financial cares and bur- 
dens have been removed. 

. You pay no federal income tax (or 
state income tax if there is one) until 
the total amount received exceeds the 
amount invested. 

5. You pay no property tax on the 
amount invested. (This is true in 
practically all states.) 

Compare the Annuity With Other 
Investments 


+ 


1. The nearest investment of comparable 
safety is a United States Government 
bond, which if bought today will yield 
on the average about 3% on your in- 
vestment. This is the general average 
for United States Government bonds. 


In 1861 when the credit of the Gov- 
ernment was low bonds sold to yield 
7.5%. But in 1889 the vield was under 


2%. The history of British Consols 
(perpetual Government bonds) is sim- 
ilar. The average vield from 1849 to 
1910 was under 3%. These figures in- 
dicate all that vou may expect to eet 
over a period of time from pure in- 
terest 


L 


Municipal bonds for many vears past 
have been considered next to Govern- 
ment bonds from the standpoint of 
safety. From 1900 to 1915 the averave 
vield was about 3.5%. Tn 1970 this 
reached 5% and in 1925 it fell back to 
1%. At the present time the standing 
of municipals as a class has been 








RUDOLPH RECHT 


Rudolph Recht of Recht & Kutcher, 
veneral agents Northwestern Mutual 
Life, Empire State Building, was chair- 
man of the program 
convention of that company held at the 
Waldorf-Astoria Hotel, this week. 


committee of the 


greatly jeopardized on account of the 
impaired credit of many cities. 

Railroad bonds have been highly re- 
garded. The average yield from 1900 
to 1915 was 4%. This reached 
in 1920 and fell back to 4.5% in 1925. 
Industrial and utility bonds have had 
somewhat similar histories. The aver- 
age yield between 1900 and 1915 was 
about 4.5%. This reached 6% for in- 
dustrials and 7% for utilities in 1920. 


* 


Pe Hat 
9.5% 


_ 


The figure for both in 1925 was about 

5%. 

The foregoing figures from studies 
made by Standard Statistics indicate 
what may be expected in income from 


the best grade of bond investments over 
a period of years and without taking into 
account any losses in principal. No se- 
curities, not even Government bonds, are 
guaranteed as to market value. Any 
losses in principal cut down yield ma- 
terially. 

If it is income 
ford not to invest in an 
annuity will banish every 
income can solve. 


HOLCOMBE AND HUEBNER TALK 


you want, can you af- 
annuity? An 
problem that 


John Marshall Holcombe of the Life 
Insurance Sales Research Bureau and 
Dr. S. S. Huebner of the U. of Pa. were 


the principal talkers at the Wednesday 
conference of the Northwestern Mutual 
Life in New York City this week. 


ROGER HULL AT CONVENTION 


Hull, managing director of the 

Association of Life Under 
writers, was one of the guests at the 
convention this week of the Northwest- 
ern Mutual Life in New York. 





Roger 
National 


TALKS ABOUT FAMILY INCOME 

One of the talks made to the conven 
tion here this week of the Northwestern 
Mutual Life was by Halsey D. Joseph- 
son, who discussed “The Family Incom« 
Policy.” 


LARGE CONVENTION 
this week of the 
Insurance Co 


The convention here 
Northwestern Mutual Life 
was largely attended. 
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Buckner Says Number 
Of Apps Is Increasing 


SPEAKS AT N. Y. AGENTS DINNER 


Gives Some Data Comparing This Year 
With Last; Bruere, Dowling and 
Van Schaick Also Make Talks 
The annual dinner of the New York 
agencies of the New York Life is always 
a big affair. This year it was attended 
by 1,200, including all the officers of the 
company and some of the directors. It 
was also the culmination of a six wecks’ 
contest for insurance paid for, which was 
won by Philip S. Rosen, son of the late 
Harry B. Rosen, New York Life and the 
nation’s production leader for years. He 
paid for $451,000 during the six wecks. 
Jacob Herskwitz paid for $361,000; Wil- 

liam L. Royall for $350,000. 

The speakers were President Thomas 
A. Buckner, Superintendent of Insur- 
ance George S. Van Schaick, Robert E. 
Dowling, a director, who is also presi- 
dent of the City Investment Co.; and 
Henry Bruere, president of the Bowery 
Savings Bank, and liaison man between 
the Roosevelt Administration and the 
bankers. 


Mr. Buckner Gives Some Figures 


Mr. Buckner said that 131,000 appli- 
cations for $312,000,000 had been received 
by the company in the last half of this 
year as compared with 116,000 applica- 
tions for $306,000,000 for the second half 
of 1932. On the other hand, the first 
half of 1933 showed only 109,000 for 
$278,000,000 as against 127,000 applica- 
tions for $371,000,000 for the first half 
of 1932. 

Mr. Dowling discussed the guaranteed 
mortgage situation. His prediction was 
that the real estate market is bound to 
pick up. 


SAMUEL McBURNEY DEAD 


Retired as Superintendent of Agencies 
For Travelers in 1924; Was Liv- 
ing in Los Angeles 


Samuel R. McBurney, retired super- 
intendent of agencies of The Travelers, 
life and accident, died last week in Los 


Angeles, Cal., where he had been living 


part of the time since his retirement 
in 1924. Burial was in Hartford. 
Mr. McBurney was born in Cedar 


Rapids, Iowa, July 11, 1868. He started 
with The Travelers May 1, 1887, as cash- 
ler in the state agency for Iowa and 
Nebraska, located at Omaha. At that 
time John L. Way, for many years vice- 
president of The Travelers, was special 
agent at Omaha and in 1891 Mr. Mc- 
Burney became cashier at St. Louis, to 
which state Mr. Way had been appoint- 
ed as state agent. Ten years later Mr 
McBurney returned to Omaha as district 
agent, but after a few months went back 
to St. Louis as assistant state agent. 

When Mr. Way was called from St. 
Louis to the home office at Hartford as 
second vice-president, Mr. McBurney 
succeeded him as manager at St. Louis, 
and on April 1, 1907, came to Hartford 
as superintendent of agencies. In that 
position he traveled the United States 
and Canada until late in 1923, when he 
took leave of absence because of the 
condition of his health. Early in 1924 he 
retired and has since spent his time 
traveling and living both at Hartford 
and Los Angeles. 

BANQUET TO R. E. WHITNEY 

Robert E. Whitney, inspector of 
agencies of the New York Life for the 
central department, was given a fiftieth 
anniversary banquet in Chicago last Sat- 
urday with 600 of the company’s agents 
present. The agency forces, had just 
concluded a testimonial campaign which 
began in October to celebrate Mr. Whit- 
“Fhe half century with the New York 
ATC, 








att 
(ig 
f 
The Command Is / 


“FORWARD” | 
* \. 


Midland Mutual Life representatives have heard Q 
the command “Forward . . . forward to a greater — 


success .. . forward to greater achievement. 


Midland Mutual men face the new year with enthusiasm . . . 
They are on the march and backing them is a Company 
which has earned their faith and the faith of its policyholders 
by twenty-eight years of fair dealing and outstanding per- 
formance .. . A Company which has paid its policyholders a 
half a million dollars more in dividends than the total of all 
its death claims . . . A Company managed by men who 
regard their duties as a sacred trust. 


Midland Mutual representatives go forward equipped with 
the ammunition that gets business . . . Complete Selling 
Plans, Home Office Correspondence Course, Leader Club, 
App-A-Week Club, Marathon Club, All Standard Forms of 
Policies, Special Contracts, Juvenile Policies, Single Premium 
and Annual Premium Annuities and Investment Contracts. 


So here’s to 1934... a year that will bring bigger and better 
opportunities to representatives of The Midland Mutual Life. 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


Columbus, Ohio. 











E. W. Allen Again Heads 
Life Managers of N. Y.C. 


L. A. CERF, JR., VICE-PRESIDENT 





William J. Senses Secretary; Pen- 
nell, DeLong, Schmidt, Hyde and 
Collins, Committee Chairman 





The slate for the officers and commit- 
teemen of the Life Managers Association 
of New York will be voted on at the 
February meeting. The nominations fol- 
low: 

_ President, Edward W. Allen, New 
England Mutual Life; vice-president, 
Louis A. Cerf, Jr., Fidelity Mutual; sec- 
retary-treasurer, William J. Dunsmore, 
I-quitable Society. 

Committee Members 

The chairman of the committees: and 

committee membership follow: 


‘committee on Rebating: 

Frank W. Pennell, chairman; State Mutual. 

John J. Gordon, Home Life. 

John A. McNulty, Prudential. 

Ralph G. Engelsman, Penn Mutual. 

Warren E. Diefendorf, Mutual Life. 

committee on Twisting: 

Chas. E. DeLong, chairman; Mutual Benefit. 

Paul S. Ranck, Union Central. 

Stuart D. Warner, New England Mutual. 

John M. Fraser, Connecticut Mutual. 

James A. Tyson, Guardian Life. 

‘ommittee on Proselytizing of Agents: 

H. Arthur Schmidt, chairman; New Eng- 
land Mutual. 

Franklin H. Devitt, Equitable Life. 

William F. Atkinson, Northwestern Mutual. 

Edgar T. Wells, National Life. 

S. Samuel Wolfson, Berkshire Life. 

‘ommittee on Misleading Comparisons: 

Ben Hyde, chairman; Penn Mutual. 

Lloyd Patterson, Massachusetts Mutual. 

Russell M. Simons, Home Life. 

Roscoe H. Keffer, Aetna Life. 

Clancy D. Connell, Provident Mutual. 

‘ommittee on Membership: 

Wm. R. Collins, chairman; Travelers. 

Robert L. Jones, State Mutual. 

Haroid L. Taylor, Mutual Life. 

Melvin J. Sackerman, Massachusetts Mutual. 

William A. Sullivan, Metropolitan. 


~ 


~ 


~ 


~ 


A. E. PATTERSON MEETING 





Fifty Agents Attend Gathering at Edge- 
water Beach Hotel, Chicago; 
Those Who Spoke 

All of the agents in the office of Alex- 
ander E. Patterson, general agent of the 
Penn Mutual Life, attended the annual 
meeting Tuesday at the Edgewater 
Beach Hotel, Chicago. More than fifty 
attended. 

Speakers included John R. Hastie, as- 
sociate manager of the Heifetz Mutual 
Life agency; Harry T. Wright, Equita- 
ble Life of New York; D. Bobb Slattery, 
manager of the direct mail department 
in the company’s home office, and Thom 
as H. Gillion, representative of N. W 
Aver & Son, the company’s advertising 
representative 

Other speakers included F. H. Newell, 
leader in consecutive weekly production ; 
Mrs. Edith Y. Skillen, the leading pro 
ducer; E. H. Harrison, second in pro- 
duction; Lester Duncan, supervisor; K 
W. Conrey, state supervisor for the 
agency, and several individual members 
\ novelty was a presentation by Robert 
Lotz and James Royer in which Mr 
Lotz, who is a magician, uses his avoca 
tion for producing new business in his 


new vocation 


ZISCHKE’S XMAS PARTY 

Herman A. Zischke, manager of the 
Chicago agency of the Union Central 
Life, entertained the members of the 
agency and their families at a Christmas 
party Saturday, December 23. One hut 
dred and fifty guests were present at the 
festivities, which were in keeping wit! 
the spirit of the season. Frank N 
Wohlleber served as master of cere: 
nies in the role of Santa Claus ar 
conducted one of the most successful 
enjoyable parties ever given 
agency. 
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Keeping in Touch With the Best Ideas. 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. 
Why Do I Not Get Results I Feel I Am Entitled To? 


Checking 


Where Do I Fall Down? 


Greatest of All the Brotherhoods 


Life 


Insurance Salesman: 


\s you know, Mr. 


self. Of 
lasting than this form of brotherhood. 
ization In its ultimate 
laugh at and despise and set up 


my wor 

No one need stand alone when so many 
in a common fund to protect those who 
uncertainties of the future. 


Prospective Client, figures 
passed medical examination and a paid premium. 


all the brotherhoods developed by man none is greater, 


development it will remove all 
a new heaven 
k as a life insurance man, and why a plan of this kind can mean so much to you. 
others are 
are dependent upon them, and remove the 


and rates do not insure. It takes a 
In fact you are really insuring your- 
more prominent and 


It is the most cohesive force in modern civil- 
fear, make war a thing to 
and a new earth. That is why I love 


willing to pool their resources 


The Whole Man in Selling 


Changing the course of conduct and 
influencing at rs to take a certain action 
is one of the most serious and responsi- 
ble of all the activities that man can 
perform. The reactions are all exercised 
upon others, not upon the self, yet in a 
measure it is the interpreting of the self 
as a mirror to the lives of others. No 
salesman can rise higher unto others 
than he can unto himself. If he stands 
blameless before himself then he stands 
blameless before all others. 

Perhaps Shakespeare had this in mind 
when he wrote: “This above all; to thine 
own self be true and it must follow as 
the night the day, thou canst not then 
be false to any man.” 

I feel that from now on, more than 
ever, leaders in life insurance will meas- 
ure the man who seeks to enter life in- 
surance as a whole. They will take first 
of all his philosophy of life, what he is 
planning to do with his life. Will he 
understand how powerful are the 
he has to deal with in his daily work? 
As he is to stand as a sculptor before 
rough clay and model it into forms and 
shape with his ideas of what that form 
and shape should consist, then his mo- 
tives should be understood and tested so 
that in his molding of the minds of 
others he has the proper concept of the 
mental form and ues he is going to 
work with. 

A constructive thought given to others 
may be carried down from one genera- 
tion to another and result in untold bless- 
ings, and likewise the thought from an 
inferior craftsman may result in things 
not turning out as they should 

Manipulations in the mental world are 
much more dangerous than manipula- 
tions in the physical world. We must 
take thought to see that only properly 
qualified men are permitted to play upon 
the hopes and expectations of their fel- 


rorces 


men. The relationships of life in- 
surance are sacred relationships. They 
form the warp and woof of our civiliza- 


low 


tion and are so intimate and personal 
that they require the most delicate and 
careful handling. It is not work for 
rough masons; it requires the most 


men of mind and men 
first of all true 


skilled craftsmen, 
of heart, men who are 
to themselves. 

If this does not come to pass, I see 
many dangers ahead. Advertising can 
overplay its part when it deals too much 
with primitive things, and attempts to 
short circuit the human equation. It is 
much safer when there is a man-to-man 
relationship and the gift of an under- 
standing heart. There are no impersonal 


relationships in life insurance. If that 
were not so we should have had mail 
order catalogues a long time ago and 


choose life insurance plans as we choose 
our shoes. 

The danger lies in the cluttering up 
of the market place with ill-trained men 
who force themselves upon unwilling 
consumers conditioned in the past by 
the type of agents who deliberately talks 
of family responsibility as a selling force 
without any other motive than the mak- 
ing of a commission. Under such con- 
ditions talking about the profession of 
life insurance is pure hypocrisy. 

Professionally trained life insurance 
men are here, and here to stay. At 
present there are not enough of them. 
They are the laborers who are worthy of 
their hire. The others are not. 

It is a pitiful watering of the stock to 
allow indiscriminate recruiting to go on, 
merely measuring the applicant by one 
or two outstanding traits and neglecting 
the challenge to the substance of the 
things he stands for, his life as an ex- 
pression of the whole man to dare and 
to do all things worthily befitting the 
highest ideals of social service. 


Efficiency the Keynote 


The 
in 1934 


heart, 


for life insurance selling 
will be efficiency—efficiency of 
mind and mathematics. There 
cannot be any better fundamental basis 
to think of than that two and two make 
four and Ralph Waldo Emerson’s Cause 
and Effect the Chancellors of God. The 
whole country is getting down to stark, 


keynote 


pitiful facts. There will 
be less room for the manipulators and 
more for social service. Waste is first 
of all mental and so is efficiency. Get 
mentally set for bigger and beter things 
and brush up on your mathematics and 
all good things will attend you through 
1934. You can be what you want to be 
if you are willing to pay the price. 


rugged, naked, 


Selling Technique Not Found In Books 


C.F. 


If there are let us say fifty life insur- 


ance men with a thorough knowledge 


of life 
society undoubtedly all 
examination equally 
well organized book study. The papers 
examined might seem to be of equal 
standard to the examiner, but that would 


insurance and its relationship to 
could pass an 


well as a result of 


not settle anything as far as selling tech- 
is concerned. 


nique 
There is an analogy in the examina- 
tions given in foreign languages. 


candidate may be excellent in translation 
material, in questions to be answered, in 
writing, but the test to keep up an ex- 
tended conversation with a foreigner 
might cause him to fail. 

There is a vast difference between eye 
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$64,293,911 
NEW PAID FOR BUSINESS IN 1932 


Greatest Amount in Company's History 


THE COLONIAL LIFE INSURANCE CO. 


AMERICA 


HOME OFFICE — Jersey City — New Jersey 
MR. AGENT— 
“MAKE GOOD WITH A COMPANY THAT IS MAKING GOOD” 














DINNER TO J. H. MEYER 
Friends and Julius H. 
Meyer joined in a dinner Saturday night 





associates of 


to honor him on his twenty-fifth anni- 
the New 
and his 


versary as general agent of 

Chicago 
thirtieth with the company. Starting his 
agency from scratch, he has led all other 
New England Mutual units in the aver- 
age size of policies and has also written 


England Mutual in 


the largest percentage of annual pre- 
mium paying business of any agency. 
His office also was among the first of 


the company to extensively use options 


of settlement. 


training and ear training. Selling tech- 
nique is a thing by itself. It is some- 
thing almost impossible to teach through 
written instruction. It needs personal 
coaching where faults may be corrected 
immediately as they occur. In effect, it 
is similar to the training an actor has to 
undergo. There is the question of bod- 
ily posture, voice and movement, as well 
as rehearsing there actions expected from 
other individuals. In a large sense it is 
the interpreting of the ideas that count— 
anyone can recite a lot of words. 


Mr. Montgomery will answer _ the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 


sree 


MADE 12% GAIN IN 1933 


$9,330,000 Paid-for by Engelsman Agency; 
Ten Producers Went Over $250,000 
Mark; Phillips Did $1,500,000 
In closing 1933 with a paid-for produc- 


tion of $9,330,000 the Ralph G. Engels- 


man agency of the Penn Mutual in New 
York made more than 12% gain over 
the previous year’s record of $8,833,000 
Eight producers in the agency were 
among the first fifty Penn Mutual lead- 
ers, including, of course, Felix U. Levy, 
with $2,007,000, and Harry Phillips, Jr., 


with $1,500,000. Mr. Phillips’ score is all 
the more sig 


mnificant in that he has only 


finished his second calendar year in the 
business. He ran Mr. Levy a close sec- 
ond for agency supremacy and finished 
third on the company’s honor roll. 
The Engelsman 12% gain was_ pro- 
duced by thirty-three full time agents, 
ten of whom paid for $250,000 or more 
Little or no brokerage business was han- 
dled. This percentage of gain is con- 
sidered among the best in the country 
The agency is six years old this month 
and its general agent is observing his 


fifteenth saaeanbitht in the business. 


CARTER’S 40 YEARS WITH CO. 


Charles P. Carter, 
loans for the Connecticut 
celebrating his fortieth year 
company. 


supervisor of farm 
Mutual, is 
with that 





For People Returning to Work 
Salary Savings Insurance 


People long out of work, with savings used up, 
back bills to pay and many necessities to buy, need 
insurance protection more than others do. 


Salary savings insurance paid for out of cur- 
rent income is within their reach. 


It is worth while to consider the convenience 


of people who need protection most. 


A well 


selected salary savings case is a continuous source 


of new business. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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ie A competent Life Insurance 

ve . Representative can lay out a 

oa comprehensive program of insur- 

2 ance for his prospect in a com- 

oi paratively short time, but it may 

= be many years before the pro- 

- gram can be completed. 

en 

+ The modern Representative 
creates a business relationship 
which is strengthened as each 
link in the program chain is 


forged. 
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METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVENUE, NEW YORK, N. Y. 
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New Year and The New Deal 


By E. Paul Huttinger, 
Penn Mutual Life 


It is not all a question mark. Some 
things we know that were unknown 
when the old year was new. President 
Roosevelt is a man of action with the 
courage of his convictions. He is de- 
termined to establish a stable economic 
system. He has shown himself to be a 
political surgeon of rare ability in that 
he gives the patient time to rest and 
recover between each operation. Ap- 
parently he is without an economic creed. 
But he has made this statement of prin- 
ciple 

“Every man has a right to his own 
property; which means a right to be as- 
sured to the fullest extent attainable in 
the safety of his savings. By no other 
means can he carry the burdens of those 
parts of life which, in the nature of 
things, afford no chance of labor; child- 
hood, sickness and old age.” 

How can this spirit be carried out? 
Obviously, by institutions, for they are 
garments of the spirit. They are indis- 
pensable for the expression of ideas. 
When institutions become shabby or 
ideas outgrow them in stature the gar- 
ment must be altered or a new cloth 
cut to measure. 


Does the Garment Fit? 


Does life insurance, as an institution, 
clothe President Roosevelt’s idea of 
safety and means by which protection 
may be provided for childhood, sickness 
and old age? Had he been speaking to 
us personally he could not have given 
more adequate expression of our pur- 
pose, and what is more important, our 
actual accomplishment 

This discovery stimulates interest 
What more is there in life insurance 
which is elastic and durable. 

Legal Reserve life insurance is the 
most perfect existing social-economic or- 
ganization, and it is essentially a prac- 
tical American ideal. It is a means by 
which sensible people help themselves, 
instead of throwing the burden of their 
mistakes on government 

Life insurance is an institution founded 
on mutuality, a rule of human conduct, 
which encourages sound investment and 
discourages speculation. This it accom- 
nlishes irrespective of strict investment 
laws, for the management cannot shar¢ 
in speculative profits, the original sourc« 
of most financial errors. 

Life insurance payments may hav 
prevented the complete disintegration of 
our society and may have saved its po- 
litical structure by pouring billions of 
dollars into the economic breach made 
by the depression. That statement can- 
not be now proved, but when the tru 
story of our times is written each man 
can decide for himself whether, if the 
institution had failed, or if it had never 
existed, law, order and political structur« 
would have been preserved. 

These facts are sources of great con- 
fidence and assurance this year, when 
new economic forces will be shaking the 
foundations of other institutions 


We Thought We Were Good! 


The important question for us to de- 
cide is whether we shall ride on our 
reputation ticket, or pay our way with 
new adventure and new selling efforts 
Perhaps it would be a good idea to ap- 
praise our past selling power to ascer 
tain the quality of leadership already 
displayed. Did we do a commendable 
job between 1922 and 1929 when money 
was plentiful ? 

Yes, we did. But the personal lead- 
ership was far beneath the intrinsic 
merit of the institution. Let us be very 
modest in our leadership claims, for if 
the truth were known we might be em- 
barrassed. 

We could not have prevented the fi- 
nancial crisis but had we secured a 





E. PAUL HUTTINGER 


greater proportion of America’s profits 
between 1922 and 1929 we would have 
arrested its destructive force and soft- 
ened the shock when it came. And this 
is how. 

Had life insurance selling absorbed 
more billions of premium dollars they 
would have found a true investment use, 
instead of speculative ventures. Specu- 
lative prices would not have risen to 
such dizzy heights if the money had 
gone into premiums, for there would not 





INDEPENDENCE SQUARE 





THE HOME LIFE INSURANCE COMPANY OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Policies Are Issued from Birth to Sixty-Five Years Next 
Birthday 


A comparative statement of the Company’s progress during the last ten 
years shows a remarkable achievement. 
by 141.9%; the admitted assets have shown a gain of 492.2%. 
reserves for the protection of policyholders have expanded by 545.6%; and the 
insurance in force has increased by 152.6%. 

OVER ONE HUNDRED AND FOUR MILLIONS IN FORCE 


A Policy for Every Purse and Purpose 








The premium income has increased 
The policy 


PHILADELPHIA, PENNA. 














156 Fifth Avenue 
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ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


In the City of New York 


Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 
HOME OFFICE 





New York City 

















have been so much competition to buy 
paper equities. If speculative equities 
had not gone so high they would not 
now be so low. The law of the pendu- 
lum is as effective in economics as it is 
in physics. 

Therefore, commendable as sales lead- 
ership has been, it were better for the 
country if we had done a bigger job. 
So let us approach the new era with 
humility rather than pride of accomplish- 
ment. 

Elements of Leadership 
I realize it is easy to write about lead- 
(Continued on Page 37) 





1934 


and women. 


perity. 


America—now emerging from the painful yet 
purging economic punishment of the past four 
years, cleansing fires that literally drove business 
into more shrewdly calculating management that 
wrings the last penny of profit from every dollar 
invested, and a citizenry schooled to the wisdom 
of true thrift with the fruits of employment— 


what a land of opportunity for courageous men 


1934 extends a promise that, unlike the prophe- 
cies of other years, is pledged to sound progress 
and lasting profit because the foundations upon 
which workers will build is of the solidity of rock— 
not the treacherous sand of an ephemeral pros- 
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Indianapolis 


INSURANCE COMPANY 


Indiana 
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Paul Hommeyer Made 
Minneapolis Manager 


UNION CENT. TELLS OF CHANGE 





Succeeds C. M. Sullivan, Who Becomes 
Toledo Manager; S. Lloyd McAfee 


Continues as General Agent 





Paul Hommeyer, who has been assist- 
ant superintendent of agencies for the 
Union Central, in charge of the South- 
ern district, has gone to Minneapolis to 
become manager of that agency, suc- 
ceeding Claude M. Sullivan. Mr. Sulli- 
van is now manager of the Toledo 
agency, following the resignation of S 
Lloyd McAfee. The announcement of 
these appointments was made by Vice- 
President Jerome Clark. 

Mr. Hommeyer’s Career 

Mr. Hommeyer has been in the agency 
department of the home office for eight 
years. He was educated at Culver Mil- 
itary Academy and Dartmouth College, 
with his study centering upon the math- 
ematics of life insurance. He did grad- 
uate work and served at Dartmouth as 
an instructor before joining the Union 
Central in 1926. He was in charge of 
the sales research department for two 
years and then was appointed agency 
secretary. He entered field work in 1930 
as district supervisor. He was elected 
assistant superintendent last January. 

Mr. Sullivan, the new Toledo manager, 
has been with the Union Central for six- 
teen years, having served as manager of 
the Sioux City (Iowa) agency before go- 
ing to Minneapolis in 1931. His original 
association with the Union Central was 
in the capacity of personal producer. 


Mr. McAfee’s Career 


Mr. McAfee, who has been affiliated 
with the Union Central since January, 
1895, and has been head of the Toledo 
agency since 1908, will remain with the 
agency as general agent. He will de- 
vote his time to the service of his large 
personal clientele. 


H. H. ROEHRIG DEAD 
Herman H. Roehrig, age &2, member 
of the sales force of the Metropolitan 
Life in Buffalo from 1880 until the time 
of his retirement several years prior to 
his death, died last week in his home in 

Kenmore, a suburb ofthat city. 











F. W. GREEN DEAD 
Frederick W. Green, for twenty-six 
years general manager in Central Ameri- 
ca of the Confederation Life of Canada, 
died recently in Montreal at the age of 76. 
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THREE QUARTERS OF A CENTURY OF PROGRESS AND PUBLIC SERVICE 
BACKGROUND: Seventy-five Years of trusteeship and service to millions of policyholders and 
; beneficiaries. 
PERFORMANCE: Three Billions in policy benefits paid out since organization. 
ail PUBLIC CONFIDENCE: Six Billions of Insurance in force protecting about 1,900,000 lives. 
Upwards of 140,000 Annuity contracts providing income payments aggregating $75,000,000 annually. 
ver 
— OFFERINGS: Policies that meet every Life Insurance 
eis need and purpose. 
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Trend Toward Lower 
Cash Values, Says Laird 


POSTPONEMENT CLAUSE EXISTS 








Uniform Use of Present Provision, 
Which Has Not Been Invoked, Urged 
by Connecticut General Executive 

Today’s trend is toward somewhat 
lower surrender and loan values and a 
more general use of the postponement 
clause on these values, John M. Laird, 
vice-president of the Connecticut Gener- 
al, told the American Association of 
University Teachers of Insurance in 
Philadelphia last week. These changes 
were indicated even before the recent 
depression experience, he said. 

“The greatest safeguard, however, lies 
in the inherent strength of life insur- 
ance itself. After four years of world- 
wide depression it is the outstanding 
American financial institution,” Mr. 
Laird pointed out. 

“On new insurance, however, the trend 
is towards somewhat lower surrender 
and loan values. Several companies hay 
already made the reduction and others 
will soon take similar action. If you 
buy a new policy tomorrow or a few 
months hence the cash and loan values 
may average 10% less than under a sim- 
ilar contract issued before the change 

“Even before the depression this sliglit 
modification was fully justified, but the 
recent experience has accelerated the 
movement. Although the law properly 
permits a deduction from the reserve in 
case of surrender at any time, the recent 
changes have been largely confined to 
values in the first ten years. It is prob- 
able that even on new business many 
companies will continue to pay the full 
reserve after fifteen or twenty years. 

The Right to Postpone 

“Most policies now in force contain a 
provision, similar to that of savings 
banks, that the company may defer the 
payment of cash or loan values for a 
definite period varying from sixty days 
to six months but usually set at ninety 
days. 

“This safeguard, permitted by all 
states and required by at least three 
since long before the depression, has 
been incorporated in many contracts for 
over twenty years, but has never been 
exercised except in so far as it supported 
the emergency ruling of the commission- 
ers during the moratorium this year. 

“Many states specifically permit six 
months but cannot get the full benefit 
of this provision because others limit 
the period to ninety days. Every effort 
should be made to get uniform legisla- 

(Continued on Page 21) 





Continental, St. Louis, Is 


° P 
Restrained From Business 

The Continental Life of St. Louis was 
temporarily restrained from further op- 
eration by Circuit Judge Hamilton on 
Wednesday of this week, the action be- 
ing taken on a petition filed by Insurance 
Superintendent R. E. O'Malley alleging 
the company to be insolvent or so mis- 
managed as to become insolvent if it 
continues under present officers. 

Edward B. Toller, agent for the Insur- 
ance Department, was placed in charge 
of the company pending a court hearing 
on January 6. this Saturday. 

Superintendent O’Malley also seeks a 
permanent injunction and decree to dis- 
solve the company, which has about 
$100,000,000 of insurance in force 

The action of Superintendent O’Mal- 
ley followed a refusal of Fd Mavs, pres- 
ident, to divorce himself from the man- 
agement. Mays has vigorously denied 
mismanagement or insolvency, and 
claims that the Continental is in excellent 
condition. 

O’Malley’s action may delay the r 
opening of the Grand National Ban, 
in which the life company has $650,000 
on deposit. Ed Mays is also president 


of the bank. 
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89- YEAR RECORD 
OF 


PROTECTION TO 
POLICYHOLDERS 


Since it started business in 1845, this Company has paid 
to policyholders and beneficiaries over $3,910,000,000. 


Over one billion dollars of this amount was in dividends. 


The stability of this strong mutual company has been 
particularly demonstrated during the past four years of 
business depression. In every one of these years, income 


has exceeded disbursements. 


Throughout all the years—during every panic, every 
war and every epidemic down to the present hour—the 
New York Life Insurance Company has met every obliga- 
tion to its policyholders and beneficiaries; it is amply pre- 
pared to continue to do so throughout the life of every 


one of its insurance and annuity contracts. 


New York Life 


Insurance Company 
51 Madison Avenue 
New York, N. Y. 
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Massachusetts Mutual 
Dividends Statement 

DISTRIBUTION OF JUNE 1, 1934 

An Average Increase of Only 9% in Net 


Cost of Insurance; President 
Sargeant Stresses Security 





The Massachusetts Mutual this week 
announced its scale of dividend and in- 
terest distribution beginning June 1, 
1934. The change will reduce the dis- 
tribution of dividends beginning at the 
date mentioned by approximately 25% 
of the amount that would have been paid 
had the present dividend basis been con- 
tinued for another period. This repre- 
sents an average increase of only 9% in 
the net cost of insurance. The rate of 
interest allowed on dividends left to ac- 
cumulate will be 4% and the rate on 
funds left with the company under op- 
tional methods of settlement will be 
444% per annum. 

Statement by President Sargeant 

President William H. Sargeant made 
a statement to the field force, reading in 
part as follows: 

Our policyholders through their own experi 
ences must know that the present situation 
calls for a policy of conservatism on the part 
of all financial institutions. The steps taken 
by our company should give confidence to its 
members, assuring them that the intention of 
the management is to add to the financial 
strength of the company and to the safety of 
the contracts made by our institution, 

rhe concern of the policyholders is primarily 
in the security of the institution rather than 
in the net cost of insurance. We are ap- 
proaching the period of reconstruction which 
always follows such economic upheavals as we 
have been through, and there will be many 
problems to be faced which can only be satis 
factorily solved by the company maintaining 
a financial position that will enable it to adjust 
itself to the new conditions. 

No apologies or excuses need be made for 
the step which is being taken; and, as you 
know, we are not alone in this matter of 
dividend reduction. Practically all mutual life 
imsurance companies have reduced their divi 
dend schedules and rate of interest credits, and 
we believe such reductions will be approved by 
the policyholders. 

The dividend under a life insurance contract 
is simply a return to the policyholder of that 
part of the premium which has not been re 
quired to carry the current risk, to carry on 
the business, and to set up the necessary re- 
serves. The policyholder will continue to get 
his insurance at net cost, 

Failure to recognize the changed conditions 
that exist today would scarcely be the part 
of wisdom. In the immediate future your com 
pany, in common with others, has to expect 
lower interest earnings, probably a higher rate 
of mortality, and the necessity of holding larger 
cash balances and a greater proportion of se 
curities readily convertible into cash. All these 
factors necessarily limit the earning power of 
the company as compared with that of the 
years prior to 1932, when interest rates were 
unusually high, the rate of mortality very low, 
and the demand for loans and surrender values 
relatively insignificant. Sound conservatism, 
therefore, dictates a further strengthening of 
the position of your company, and we are quite 
sure that you will realize the wisdom of our 
action. 


$79,000,000 IN DIVIDENDS 


Prudential Scale Adopted Is Identical 
With That of a Year Ago; How 
Allocation Is Made 
The Prudential has announced the ap- 
portionment of dividends to policyhold- 
ers amounting to approximately $79,- 

000,000. 

Ordinary policyholders, whose  pre- 
miums are paid quarterly, semi-annually 
or annually, and Intermediate policy- 
holders, whose premiums are payable 
monthly, have been allotted $26,000,000 
in dividends, while Industrial policyhold- 
ers, whose premiums are payable week- 
ly, have been allotted approximately 
$53,000,000 in dividends. 

Tn all three departments the dividends 
allotted are based on a scale identical 
with that adopted a year ago. 
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Deep-rooted ~ 


STABILITY 


QTORMY years have passed—but the 
“tree stands firm, ‘because its roots go 
deep. 


N®¥NL calls attention to certain fac- 
cors which like the deep roots of the 
oak have contributed to its remarkable 
stability and growth: 


LIQUIDITY—N*®NL today has three 
times as much Cash and U. S. Govern- 
ment -bonds as it had at the close of 
1929. This factor of liquidity has in- 
creased steadily throughout the depres- 
sion until now 16.8 per cent of the Com- 
pany’s assets are in Cash and Govern- 
ment Bonds, as compared with 5.9 per 
cent, the average of all companies. This 
improvement in liquidity, in the face of 
unprecedented demands for cash, has 
been accomplished through the regular 
and normal operation of the Company's 
business. 


DIVERSIFICATION—Aside from U,. 
S. Government bonds, N* NL’*s largest 
single investment is in its Home Office 
building, which represents but 1.2. per 
cent of its total assets. More than 2.300 
separate items, ranging from $1,000 up, 
appear in its investment portfolio. 


QUALITY OF INVESTMENTS— 


Careful research guides the choice of 


each investment, and constant study of 
investment trends makes possible the 
proper disposal of any security whose 
desirability may be questioned in the 
light of existing or anticipated condi- 
tions. N®*®NL‘s assets, as always, repre- 
sent sound values. 


NY¥NL continues to follow the sound 
practice of valuing all its bonds in good 
standing on the amortized basis. The 
values of the few bonds on which in- 
terest is overdue or which are otherwise 
temporarily in default are adjusted to 
their actual market value as of Decem- 
ber 31, 1933 through an appropriate 
contingency reserve. 

QUALITY OF MANAGEMENT—The 
same care and discretion which char- 
acterize N¥NL’*s investment policy per- 
tain to the operation of all its depart- 
ments, with the result that the Com- 
pany is nationally recognized as one of 
the strongest and most progressive 
companies in the United States. This 
enviable position is not a matter of 
chance, but rather is due to the capable, 
conservative, and well-balanced man- 
agement which has consistently admin- 
istered the Company in the interest of 
its policyholders. 


N®¥NL invites close scrutiny of its 49th 
Annual Financial Statement. 
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FINANCIAL STATEMENT 
December 31, 1933 
RESOURCES 


Cash 270°7) $1,328.063.96 
(14.02©),.) 6,676,082.78 


125% 


U.S. Government Securities 
Canadian Governments 
Other Bonds 


State, County, and Municipal 6.667) 3,171,424.81 
Railroad Mortgage Bonds (9.10%) 4,333,760.18 
Railroad Equipments (6.54%) 3,113,047.70 
Public Utility (4.78%) 2,275,120.04 
Industrial (1.140) 541,753.36 
Miscellaneous ( 81%) 386,590.22 
First Mortgage Loans 
Farm Loans (8.59%) 4,087,944.14 
City Loans (10.75°%) §,117,707.31 
Policy Loans 21.05%) 10,020,195.54 
Real Estate (Incl. Home Office Bldg.) (5.60°7,) 2,668,654.98 
Real Estate Sold Under Contract ( 38%) 178.691.45 
Premiums, Due and Deferred 4$71%) 2,243,582.00 
Interest Due and Accrued and Other 
\ssets 1.83%) 873,543.22 


rOTAI (1007 )$47,611,681.42 


LIABILITIES 


Reserve on Policies $37,221,304.00 
Death Claims Due and Unpaid None 
Claims Reported but Proofs not Received 85,007.22 


Reserve for Claims Unreported 75,000.00 


Present Value of Death, Disability, and other 
Claims Payable in Instalments 2,310,316.50 
Premiums and Interest Paid in Advance 956,689.05 


285,693.59 
315,293.03 
766,206.59 
700,304.68 
000,000.00 


Reserve for Taxes Payable in 1934 
Other Reserves 
Profits for Distribution to Policvholders 


Miscellaneous Contingency Reserves 


General Contingency Reserve 
Surplus to Policevholders (Including 
$1,100,000.00 Paid-in Capital 2,895 ,866.76 


rOTAI §47,611,681,42 


Insurance in Force $357.062.108 








SERVICE 
Di RING four depression years N®NL has: 


Paid in Death Claims . & 8,700,000 


Paid Living Policyholders . . .. 17,900,000 
Loaned Policyholders on the 
Sole Security of Their Policies 12,800,000 


Since Organization in 1885, N*¥NL has Paid 
Policyholders and Beneficiaries over 
713 MILLION DOLLARS 
th year 
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Confident Roosevelt Will Resist 


Drastic Inflation, Says Linton 


Moral Support of Insurance Would Be Aid to Offset Pressure 
by Powerful Political Groups, Provident Mutual 
President Believes 


Expressing confidence that President 
Roosevelt fundamentally in favor of 
a sound currency, M Albert Linton, 
president of the Provident Mutual Life, 
urged that life insurance lend its moral 


support to the President to uphold his 


hands against the pressure for drastic 
inflation, a pressure which is_ bein 
brought by litically powerful groups 


Mr. Linton presented his views before 


the meeting of the American Associa- 
tion of University Teachers of Insur 
ance in its mecting in Philadelphia last 
Frida 
Discussing the stake of life insurancc 
in a sound currency Mr. Linton said in 
part 
There are some who say that we 
should keep silent about the effects of 
drastic inflation upon the 65,000,000 
policyholders wl have invested their 
hard-earned dollars in life insurance and 
whose families are counting upon its pro- 
tection. Th fear that these policy- 
holders may lose faith in life insurance 
The reply is that as life insurance goes 
s the nation. If the carefully man- 
aged, conservative institution of life in- 
surance which has weathered the depres- 


sion so magnificently, which has its roots 
deep in the economic life of the United 
States, 1s going to be severely damaged, 
the very foundations of our social order 


be undermined 


No, the answer is not suppression of 








facts but a wides ad_ knowlede« of 
them so that the at force of public 
ion will keep us from the precipic« 
Speaking personally, I am among thos« 
ho bel that th President would 
me the dissemination of knowledg¢ 

f the perils of drastic inflation. AIl- 
thouch fully aware of them, he is sub- 
ye eat pressure from those who 
i st that methine radical be done 
thout realizir the destructive forces 
that would be let jioos« Therefore he 
1 Is tl upport which will come when 
tl ns of voters understand what 

n ed 

Th particular type of inflationary 

1 hich has been occupying th 

nt f the sta has to do with the 
alu r the Id content of the 

I I encrally assumed that th 
1 purchasing plans of the government, 
put int ffect last October, will eventu- 
lly lead to a paper dollar stabilized with 


1 itor na basis different fr 

that hich has been in effect in thi 

un‘ry for nearly one hundred years 
Drastic Devaluation Not Needed 


In this country there is no need for 
devaluation so drastic as that adopted 
n France Kven the 1926 price level 
hich many hold out as the objective. i 
nl 50% al ) the pre-war level In 
ed thet al many who believe that 
blem could be solved without any 
at all Be that as it may, 
he | nt has in his hands thi 
ike the change and through 
th | ircha plan has already 
caused st al depreciation of the 
lollar n tert of other currencies 
Therefor tl conclusion enerally 
draw? that th pr ram will lead to 
for a n so that we do well to 
consider the effect upon the country, 
upon life insurance, of change in the 
Id content of the dollar involving a 
pa cu ney convertible into gold on 
iT ba 
Given confidence in the permanency 
of the new standard, the plan holds out 
easonable promise of being beneficial 


It meets in a practical way the wide- 


spread demand, backed up by powerful 
political forces, that something be done 
to change the basis upon which so much 
suffering was caused by the deflation of 
the last four years. 

In facing this problem political reali- 
ties can not be ignored. Fortunately, 
judging by the experience of countries 
which have devalued their currency, this 
is a kind of inflation which stands a 
good chance of remaining under control. 


Hence it offers a better basis for con- 
fidence than other forms of inflation. In 
saying that, however, one can not but 
realize that the greatest care must be 


taken to choose the right figure at which 
to revalue. The change will produce a 
number of repercussions both at home 
and in our foreign relationships, and 
these should have been foreseen and 
weighed in advance 
Devaluation and Life Insurance 

\ssuming, however, that we do achieve 
a currency upon a new gold basis in 
which the country has confidence, the 
chances are excellent that increased 
business activity and a healthy rise in 
prices will follow. A development of 











can he attached toa wide 
~ variety of company policies 








The Lincoln National Life Insurance 


Company fort Wayne, Indiana 





this kind would benefit life insurance 
policyholders. Their income would be 
increased and they would find it easier 
to pay premiums on outstanding insur- 
ance and to take new insurance to re- 
place the insurance they have had to let 
go. Defaults in interest and principal 
payments on bonds and mortgages held 
by the companies would be cleared up. 
Real estate acquired under foreclosure 
would become salable and the money 
thus tied up would again begin to pro- 
duce a fair return. 

In the realm of mortality there is rea- 
sonable hope that the relatively large 
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The primary duty of the management of this 
company is to assure the membership con- 
tinued enjoyment of the fundamental mutuality 
upon which the company was founded and 
under which it has functioned during the more 
than eighty-eight years of its existence . 


The Mutual Benefit Life Insurance Company, 


Home Office e 300 Broadway e Newark, N. J. 
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losses from suicide and heart trouble 
would subside as the financial pressure 
upon policyholders lessened. These va- 
rious factors, improving as they would 
the earning power of the companies, 
would be reflected in the net cost 
paid by the policyholders for their in- 
surance. 

On the other hand, a rise in the gen- 
eral level of prices would proportion- 
ately reduce the purchasing power of the 
dollars represented by insurance policies 
However, most of the vast sum of out- 
standing insurance was acquired with 
dollars having a purchasing power con- 
siderably lower than that of the present 
dollar. Hence a reasonable increase in 
the price level based upon sound recovy- 
ery could not be considered as working 
an injustice. Rather it could be looked 
upon as correcting a situation in which 
the beneficiaries of life insurance poli- 
cies have been receiving payment in dol- 
lars of abnormally high purchasing 
power. Taking everything into account 
a healthy increase in prices is desirable 

“It is important that emphasis bi 
placed upon the word “healthy.” The 
reason is that an unhealthy increase in 
prices brought about by currency manip- 
ulation would be exceedingly dangerous, 
not only to life insurance, but to the en- 
tire social fabric. A sure-fire method of 
achieving a rise in prices is to have peo- 
ple lose faith in their currency. When 
that happens there occurs what is known 
as a “flight from the dollar” in which 
prices rise rapidly because people prefer 
to own tangible property (or stock cer- 
tificates involving title to tangible prop- 
erty) rather than dollars. 

The Commodity Dollar 

In connection with the devaluation of 
the dollar, it has been suggested that 
the gold basis of the currency should 
automatically be altered periodically as 
the average price of a large number of 
commodities goes up or down. The ob- 
ject would be to have a dollar possessing 
a constant purchasing power from year 
to year. Here the element of confi- 
dence bulks large. It is not a long step 
from a gold basis that is to change auto- 
matically with a commodity index to a 
gold basis that changes with political 
parties or with the ascendancy of cer- 
tain political blocs. Moreover, a com- 
modity index is not sacred. Somebody 
has to decide what commodities shall be 
included in it and what relative weights 
shall be assigned to the various com- 
modities. It would not take long for 


political groups to discover that in a 
given situation a new combination of 


commodities would be of especial bene- 
fit to their particular constituencies. 
The dollar with which we shall fight 
our way out of the depression will be 
a dollar which the country can trust. 
It is exceedingly doubtful if the com- 
modity dollar can qualify. 
Fiat Money Possibilities 
The fear that is uppermost in the 
minds of people who are acquainted with 
the facts of history is that the govern- 
(Continued on Page 21) 
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ERSONAL EFFICIENCY IN SELLING 


By 


I propose in this series of articles to set 
forth in detail with many practical ex- 
amples the relationship that the principles 
of Personal Efficiency bear to success in 
selling life insurance as a major ideal, 
and success in life as an ultimate ideal, 
the one ideal naturally following from the 
other. 

In my previous series of the 
entire theme was on selling technique. In 


articles 


this new series my objective will be to 
think back from selling technique to the 
Self of the individual salesman, from the 
Self to his Personality, its understand- 
that to 

Efficiency, 


ing and development, from two 


divisions : Personal 


main 

Knowledge and Training. All of these 
factors function through Selling Tech- 
nique where the salesman becomes a 
speaker of words and a doer of deeds. 


\ll this is set forth clearly in Diagram 
No. 1. 

Now Efficiency is defined in the Stand- 
Acting or having 
power to act, effectually; competent; as, 


ard Dictionary as: 1, 
an efficient leader. 2, Productive of ef- 
fects; causative. In the same dictionary 


is found: A person may be said to be 
efficient in general character or action, as, 
an efficient business man; he may _ be 
called effective in some special relation, 
as, an effective speaker; the efficient per- 
son is habitually energetic, industrious, sa- 
and alert; a 


effective speaker on occasion who is not 


gacious man may be an 


efficient in ordinary life. Harrington Em- 
erson, the famous efficiency engineer, de- 
fined Personal Efficiency as Mental and 
Physical Ability to find and take the best, 
easiest and quickest ways to the desirable 
things of life. Its main factors are men- 
tal energy, mental alertness and _persist- 
ency. 

Just as there are eight notes in the mu- 
sical scale and from these notes are played 
the countless variations of tone, just as 
from the twenty-six letters of the alpha- 
bet come the hundreds of thousands of 
words in the English language, so from 
Effi- 
ciency as outlined by Harrington Emer- 
son come every factor making for suc- 
cess in selling and the business of life. 
hese thirteen principles can be separated 
tor the purpose of study and understand- 
ing but in a working program they act 
as one like the stones in an arch support- 
ing a bridge, keystone included. All thir- 
teen principles are needed for success in 
selling. All are needed in the building 
up of a sales presentation. All are need- 
ed before one can even develop the right 
mental attitude, basic and essential before 
selling begins. 

Any life insurance salesman who under- 
stands and applies these thirteen principles 
of Personal Efficiency in his selling tech- 
nique will write a million dollars a year 
easily. He will know how to make full 
use of his capital of Time, Knowledge 


the thirteen principles of Personal 


L. L. Montgomery 


and Energy. He will organize himself as 
a going concern to the highest possible 
degree of attainment. He will be a mas- 


ler of the art of life and of living. 
First of all, let us get a grasp of these 
Then we 
for 


thirteen principles as a whole. 


will proceed to break them up de- 


A New Series of Better Methods 


Of Selling Life Insurance 


he wrote and patd for over two hundred 
cases for approximately $1,000,000 in 
1933. His record is second in number 
of lives for the entire company. 

First of all, Mr. Swain asks himself 
under the efficiency principle of Ideals 
the question: 
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tailed analysis in the articles that follow, 
the analysis being upon the relation of the 
principles to success in selling. There are 
six ethical or moral principles and seven 
practical principles. The six ethical are: 
Ideals, Common Sense, Competent Coun- 
sel, Discipline, The Fair Deal, and Eff- 
ciency Reward. The seven practical are: 
Records, Planning, Schedules, Dispatch- 
ing, Standardized Conditions, Standard- 
ized Operations, and Written Standard 
Practice Instructions. 

In the beginning of these articles let us 
remember that Personal Efficiency is of 
the Mind. It begins in the Mind and 
Heart of the salesman, and works out- 
ward through behavior and focus. It de- 
mands of the salesman that he be a com- 
petent driver of his own machine. 

Experience of A. W. Swain 

To illustrate this let us take a con- 
crete example from an actual use of 
these thirteen principles of Personal Effi- 
ciency by a very successful life insur- 
ance salesman. Arthur W. Swain of the 
J. Elliot Hall Agency, Penn Mutual Life, 
New York City, has put these principles 
into such effect that though with only 
two years’ experience in life insurance 


Selling Technique 
Speaker of Words 
Doer of 


Deeds 








the life insurance 


A. Why am IT in 
business ? 

He answers Because of 

1. Present income ; 

2. Old age security; 

3. Freedom from organization pol- 
itics and worries; 

4. Can’t be fired or retired on ac- 
count of age; 

5. Social service rendered. 

Second, he asks himself: 

B. Do I want to excel? 

1. Do I want to be a leader in 
lives, or volume, or both? 

2. Do I value the prestige that 
comes from being a leader? 

In answering Yes to B 1 and 2 Mr 
Swain then has his ideals or goal set up 
and proceeds to carry through in accord- 
ance with the other twelve principles all 
of which he applies in detail. 

Self-Questions as Stimulus 

He has found in his experience that 
without clearly defined ideals he would 
be inclined to drift. He also found that 
it was necessary for him to keep con- 
stantly going over in his mind the an- 
swers he gave to his own questions, Why 


in the life insurance business? and 
ldo I want to excel? This constant repe- 
tition was the stimulating motive. It car- 
ried him through on schedule in spite of 
the inevitable depression periods, peak 
loads, bad weather, and all obstacles 
tending to weaken his morale. He 
this mental film of achieving his objec- 
tives continually before him 


am | 


kept 


Dispatching was a factor that gave him 
a good deal of thought. Dispatching is 
vetting things done and on time. He 
would therefore always plan for a suc- 
cessful interview first thing on Monday 
morning of each week, so as to warm up 
after the rest on Sunday and to get 
moving mentally and physically. He ran 
his records and time schedules in five 
minute units. He can account for every 
five minutes of each working day in 
terms of output He plans short 
periods in between his active drives. 

We can build on the experience of an 
othe | think that any article which 
attempts to interpret principles underly 
ing conduct and behavior should as fat 
as possible give examples of using these 
principles in actual practice. Too many 
times the critics say, “This is excellent 
theory but will it work out in practice ?” 
The thirteen principles of Efficiency fol 
low natural law. \pplying them will 
bring about whatever desirable things 
are set up as standards in each individ 
ual’s life. There are many ways of do 
ing things. To be efficient we have to 
find the best, easiest and quickest way 


rest 


T. A. Buckner Reviews Year; 


Sees Sales Increase Coming 


Thomas A. Buckner, president of the 
New York Life, in a statement to daily 
newspapers this week pointed out the 
fine record of insurance during the year 
and predicted a substantial increase in 
insurance sales for 1934. 

“The past year has tested and proved 
the stability of sound, legal reserve lit 


remarked Mr 
safe have1 


insurance companies,” 
Buckner 
of protection 

which led up to the bank holiday and 


ayvinents; an 1 al 


“They remained a 


hnancial panic 


during the { 


suspension of gold p 
though some states placed temporary 


strictions on policy loans, it is general 


avreed that such measures reflected the 


stress on the national financial structur 


rather than weakness on the part of th 
, 


institution of legal reserve life insurance 
Interest, rents, and premium inc 

were well-maintained; testifying to the 
conservative character of life insurances 
company investments as well as to th 


unimpaired and fully justified 


of many millions of policyholders 


Speaking for his own company, M1 
Buckner stated, “Our assets are larger 
at the end of 1933 than on any previot 
year-end in the company’s history \ 
a matter of fact, income has exceed 


disbursements during every year of 


de pre ssion.” 
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Grenville Howard to Retire 


(Continued 


lobby, he was told that Mr. Perkins 
would like him to call in New York so 
they could discuss with him the thought 
of entering the services of the New York 
Life. An Eastern man, homesick for 
the East, Mr. Howard was delighted with 
the invitation, and reaching New York, 





HOWARD 


GRENVILLE 


he had a talk with Mr. Perkins which 
resulted in his joining the New York 
Life. 

Mr. Perkins informed him that he was 
about to leave the company to become a 
member of J. P. Morgan & Co. and 
wanted him to edit the bulletin. After he 
joined the company Mr. Howard was 
editor of that publication until its final 
digcontinuance. In fact, it has only had 
two editors, Mr. Perkins for ten years 
and Mr. Howard for about thirty. 

The N. Y. Life Bulletin 

The New York Life Bulletin originated 
in Chicago when George W. Perkins was 
inspector of agents there. It was his 
method of making a weekly talk to all 
agents in his territory. Field men en- 
joyed reading it and quickly caught the 
Perkins enthusiasm. When he _ was 
transferred to New York as vice-presi- 
dent the company insisted the bulletin 
should accompany him. It was widely 
quoted and attracted attention not only 
by its contents but by the fact that it 
was printed in blue and red ink. In 
later years there were three times dur- 
ing the year when the bulletin came out 
in a number of colors and in bigger 
form and that was at Christmas, Thanks- 
giving and New Year’s. Two front page 
illustrations in colors which attracted 
great attention throughout the field were 
on a Thanksgiving and a Christmas num- 
ber. The former showed the great new 
home office of the New York Life, ap- 
pearing through the feathers of a gigan- 
tic turkey, and under and over the com- 
posite in large type were the letters, 
“Thanksgiving 1928.” The 193) Christ- 
mas cover depicted Santa Claus flying 
over a map of the U. S. in an aeroplane 
from which were being dropped insur- 
ance policies. Mr. Howard got the idea 
for this cover design while tossing about 
in bed following an operation for the 
removal of a cataract over each eye. 
He had been thinking of the Lindbergh 
flight in “The Spirit of St. Louis.” 

For many years in each issue of the 
Bulletin was a message from Thomas A. 
Buckner. The agency force of that com- 
pany, which holds him in affectionate re- 
gard, awaited the receipt of the Bulletin 
and the first thing they read was the 
Buckner message, always in good spirits 
and containing many a thoughtful sen- 
tence which had an application in the 
daily work of the field man. 

All through the early part of Mr. 
Howard’s life there were associations 
which had a New York Life bearing and 


from, Page 4) 


which made Mr. Howard think that 
joining that company was part of his 
destiny. His boyhood hero in Burling- 
ton was Darwin P. Kingsley, probably 
the best ball player on the U. of V. 
campus. His Sunday school teacher in 
Burlington was A. I. Goodhue, whose 
daughter, Grace, married Calvin Cool- 
idge, who was to become a director of 
the New York Life after he left the 
Presidency. Away back in 1902 W. H. 
Danforth, then as now president of the 
Purina Mills of St. Louis, invited Mr. 
Howard (when he was with the National 
Cash Register Co.) to work for him in 
St. Louis, but he did not accept the 
otter. Mr. Danforth became a director 
of the New York Life three years ago. 
Recommends Reading Xmas Carols 
During Holiday Period 


Mr. Howard was asked by The East- 
ern Underwriter if he would not give 
the fraternity his opinion as to what to 
read. As a man who has lived in the 
world’s literary atmosphere as a student 
and a writer for all these years he should 
be an authority on the subject. But he 
hesitated. 

“That is a most difficult question,” was 


his comment. “We can advise young 
people what to read and see that they 
read what we tell them, too, and of 
course that is easy during the school 
and college periods, but when they have 
grown up there is no course of reading 
that can be recommended as the best 
advice to them en masse. Tastes, char- 
acters and individualities differ too much. 
As far as insurance agents are con- 
cerned, however, I have one bit of ad- 
vice which I would like to give and 
that is to read and study the literature 
which the home office gets out. That 
literature is carefully prepared, is the 
result of experience, is created and writ- 
ten to benefit the men who get it. ! 
would also recommend that they read 
at least one trade paper in their busi- 
ness. If they read the company’s litera- 
ture and one paper at least then they 
will have knowledge which is essential 
in their every day work. 

“Any advice I would give on such a 
subject would be to remember that great 
works of literature of the past are still 
current and that they would not have 
continued all these years if they had not 
had the merit and the pull to captivate 
so many people over such a long stretch 
of time. Men whose reading reaches 
breadth and covers the field of good 
literature will find their minds matching 
the best mentalities whom they meet on 





their daily rounds. I think, for instance, 
that the Christmas carols warrant the 
attention of all life insurance agents at 
Xmas time. The story of old Scrooge 
and Bob Cratchit, his half-starved clerk, 
will furnish inspiration to any agent who 
reads it. Reading of classics in spare 
time, whether of philosophy, epigram or 
fiction, helps build up character, under- 
standing and contentment. Personally, I 
have found great satisfaction in the 
works of Dickens, Thackeray and other 
vriters of that school and the imagina- 
tion and adventure of the J. Fenimore 
Cooper series gave me _ pleasure for 
years. 

“From the time I left school I have 
kept a scrap book which contains not 
only letters and other memoranda having 
directly to do with my work and career, 
but literature which appealed to me on 
the initial reading. I began the news- 
paper clippings by pasting up many of 
the daily columns of the charming poetry 
and delightful prose written by the late 
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cessful one. 


ETHELBERT IDE LOW 
Chairman of the Board 





ESULTS are the measure of 
true worth —- and on this basis, 
the “Planned Estate” type of pre- 
sentation in use by the Home Life 
of New York is an eminently suc 


For instance, by the Standard Work 
Week formula, still a fair pattern 
by actual results of the normal kind, 
the average agent closes one $5000 
case in each 14 interviews. | 


Planned: setate of 


of $170.00 a 
your wife untit 
1#@ years of ag 


a age 65 you 
receive an ineone of 
357.50 @ month aw long 


ae you live 





On Agency Matters Address: 
CECIL C. FULTON, JR. 
| Superintendent of Agencies 





HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N.Y. 


Home Life men who are using the 
“Planned Estate” presentation are aver- 
aging, on these presentations, one case 
in each 4.5 charts presented-and the 
case average is $6500. 

The development of this very ef 
fective plan is but one of the many 
ways in which the agents and gen- 
eral agents of the Home Life have an 
unusual degree of help and cooper 
ation from their company. 


JAMES A. FULTON 
President 
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Eugene Field for the Chicago Daily 
News.” 

Among the clippings is the famous 
poem of Field’s, “Wynken, Blynken and 
Nodd,” which has delighted two genera- 
tions of children and grown-ups. Some 
of the George Ade stories which were 
published by the Chicago Record when 
Mr. Howard was in Chicago are also 
found in the scrap book as well as the 
John T. McCutcheon cartoons. 

Mementoes 

The walls of Mr. Howard’s office in 
the New York Life constitute an inter- 
esting gallery, his aim having been to 
include as memento photographs of 
men who have won fame in life insur- 
ance production with the New York Life 
field force. Many of the men in the 
pictures are now dead. There are also 
a number of autographed photographs, 
including some from the leading officers 
of the New York Life with personal in- 
scriptions which give Mr. Howard con- 
siderable pleasure. 

Mr. Howard is taking all of these pic- 
tures from their frames with him to re- 
tirement, and will have them bound in a 
book. “It means a lot to take these 
memories with me,” he said. 

Mr. and Mrs. Howard have two daugh- 
ters and two grandchildren. The daugh- 
ters are Mrs. K. Paynter, Jr., of 
Princeton and Miss Elizabeth Under- 
wood Howard, who has just been grad- 
uated from Pine Manor College, Welles- 
ley, Mass. 


Laird on Cash Values 


(Continued from Page 16) 
tion permitting six months but requiring 
at least ninety days. 

“In the meantime, every new policy 
should contain the maximum period per- 
mitted in every state, namely, ninety 
days. 

“This contractual right to defer certain 
payments is still untried and probably 
will not be invoked in this generation. 
In some future crisis, however, it may 
act as an emergency brake against sud- 
den and unreasonable demands for cash 
which, if unrestrained, might force the 
company to sacrifice ‘good assets in a 
poor market. If it is ever used it will 
benefit the solid policyholder who keeps 
his feet on the ground.” 








NEW LOUISVILLE MANAGER 

Edgar N. Taylor has been made man- 
ager of the Louisville office of the Actna 
Life and Affiliated Companies. 


Insurance Teachers 
Re-elect Huebner 


ASS’N MEETS IN PHILADELPHIA 








Organization Founded Last Year Has 
Sixty-one Members; Thirty-one 
Colleges Represented 





The American Association of Univer- 
sity Teachers, which met in Philadel- 
phia last Friday, re-elected all its offi- 
cers with the exception of Corliss L. 
Parry, Englewood, N. J., who was un- 
able to continue as an executive com- 
mittee member. Robert Riegel, profes- 
sor of insurance at the University of 
Buffalo, was re-elected to succeed Parry. 

The re-elected officers are: 

Dr. S. S. Huebner, University of Penn- 
sylvania, president; Ralph H. Blanchard, 
Columbia University, vice-president ; 
Frank G. Dickinson, secretary-treasurer, 
and A. H. Mowbray, University of Cali- 
fornia, and S. H. Nerlove, University of 
Chicago, as members of the executive 
committee. 

Dr. Huebner was presented with an 
electric clock and barometer. 

The convention voted to hold its next 
meeting in Chicago in December, 1934, 
during the same week. Next year’s ac- 
tivities will stress co-operation with sim- 
ilar organizations in foreign countries 
and take in outstanding foreign teachers 
as members. 

The association, founded last year at 


the insurance round table of the Ameri- 
can Economic Association, has a mem- 
bership of sixty-one, including thirty- 


one universities and colleges. 


ZIMMERMAN SALES CONGRESS 

On Tuesday of this week the Charles 
J. Zimmerman agency of the Connecti- 
cut Mutual Life in Newark held a sales 
congress at the Newark Athletic Club, 
the speaker being George F. B. Smith, 
assistant superintendent of agencies of 
the company. 

TO REDUCE CAPITAL 

The Volunteer State Life will reduce 
its capital stock from $1,250,000 to 
$500,000 and transfer $750,000 to surplus 
account. 


HUEBNER NEXT. N. YY. ‘SPEAKER 
Dr. S. S. Huebner, dean of the Amer- 
ican College of Life Underwriters, will 
be the sole speaker at the next dinner 
mecting of the Life Underwriters Asso- 
ciation of New York City Thursday. 


Linton Confident for Future 


(Continued from Page 18) 


ment may get itself into a position where 
it will be difficult to avoid issuing print- 
ing press or fiat money. 

This is a matter of prime importance 
to life insurance policyholders because 
of the danger that the money which 
would be paid under their policies would 
be greatly depreciated in value. Be- 
cause of the stake which the 65,000,000 
policyholders have in the nearly $100,000,- 
000,000 of outstanding life insurance, it 
is most important that they understand 
the menace of a serious inflation of the 
currency. There are powerful groups 
which believe that currency inflation 
provides the way out of the depression. 
It is quite likely that within the next 
few months the President will need 
strong backing for a stabilized dollar. 
When that time comes the influence of 
the millions of families protected by life 
insurance should be thrown decisively 
behind him. 

Silver Purchase Plan 

Time only will tell what the ultimate 
effect of the new silver purchase plan 
will be. It will of course increase the 
income of the silver mining companies, 
stimulate the mining of silver and pre- 
sumably increase the purchasing power 
of those sections of the country where 
silver is mined. Therefore it may help 
to ease the pressure from those quar- 
ters for dangerous silver legislation. 

On the other hand, it is necessary to 


be on guard lest the move encourage 
agitation for the coinage of silver on a 
much larger scale, including the plan of 
making silver convertible into gold on a 
fixed basis. This would lead directly to- 
ward the kind of inflation that would 
be dangerous to life insurance. The 
issue was settled right in 1896 and should 
be settled in the same way now. 


Government Credit the Keystone 


As we draw to a conclusion we come 
to the keystone of the whole structure, 
namely government credit. We may dis- 
cuss inflation and its possibilities, and 
in the end we discover that the crux 
of the problem is maintaining the credit 
of the government. This means that the 
government shall not load itself up with 
a debt which will be too heavy for it to 
meet. 


Large sums are being spent—and 
properly—for relief, public works, and 
making loans on numerous projects. 
These extraordinary sums are being 


raised by borrowing. The objective of 
course is a recovery which will bring 
about increased incomes for the masses 
of the people so that the regular reve- 
nues of the government will increase and 
the spending of money for. these ex- 
traordinary purposes’ will no longer be 
necessary. It is a sound theory provided 
we do the things that are necessary to 
produce a recovery. 


Felix U. Levy Goes 
Over $2,000,000 Mark 


PENN MUTUAL’S STAR PRODUCER 


Last Minute 1933 Sale Won Desired 
Goal for Engelsman Agent; His 
Average Policy Was $33,000 

Felix U. Levy, who led the Engelsman 
agency of the Penn Mutual in produc- 
tion throughout 1933, closed the year 
with $2,007,000 paid-for, an astonishingly 
good record in the face of general busi- 
ness conditions and one which put him at 





FELIX U. LEVY 
the top of the Penn Mutual honor roll 
country-wide. His best 1933 month was 
in June when close to a million was 


paid for. 

Up to the very last minute of Decem- 
ber 30, Mr. Levy had his admirers in 
suspense as to whether he would go over 
the $2,000,000 mark. Even the home of- 
fice held its books open. Then 12:30 p.m. 
Mr. Levy nonchalantly walked in and 
handed the Engelsman cashier a check 
for $1,000 in payment of a $33,333 con- 
tract. That very welcome business, 
written on a_ policyholder who _ had 
bought a $10,000 annual annuity in June, 
put him well over the top. It was a last 
minute call, too; for Mr. Levy had 


reached the point where he was going 
over his client lists with a fine tooth 
comb. 


Mr. Levy’s 1933 production, $1,858,000 
of which was placed in the Penn Mu- 
tual, was on more than sixty lives with 
the average policy being $33,000. His 
lapse ratio is among the best; consistent- 
ly and successfully he has worked to 
hold onto old policyholders. In addi- 
tion to his fine production Mr. Levy 
made a number of out-of-town platform 
appearances during 1933, the most no- 
table being before the Baltimore life un- 
derwriters. He made good at that meet- 
ing as a stunt in convincing an agent 
from the audience that he should buy 
more life insurance. 


E. A. WOODS XMAS PARTY 





Singing of Carols by Office Choir One 
Feature; Gifts For Children of 
Agents and Office Staff 


The employes and agents of the Ed- 


ward A. Woods Co., general agents, 
Equitable Life Assurance Society, occu- 
pying the entire second floor of the 


Frick Building, held a Christmas party 
amid beautiful holiday decorations. An 
interesting program was given consist- 
ing of Christmas carols by the office 
choir and greetings by William M. Duff, 
president. After the program, gifts were 
presented to children of office employes 
and agents who were in attendance. 

The agency reports a steady increase 
and that their business is on the upward 
trend. 


M. R. Pesquera, Puerto Rican 
Star, Passes Million Mark 


Mariano R. Pes- 
quera, general 
agent, Bankers Na- 
tional Life in 
Puerto Rico, a na- 
tive of the island 
who is a graduate 
of two American 
universities, closed 
1933 with a_ per- 
sonal produc- 


tion well over the 
million mark, thus 
achieving the goal 





set for himself ear- 
lier in the year 
when, on a home 
he announced that he would 
Million Dollar Round 
He never lost sight 
was made possible 


M. R. Pesquera 
office visit, 
qualify for the 
Table select group. 
of this goal which 
by habits of careful planning, prepara- 
tion and organization. 


For Mr. Pesquera to have achieved 
this splendid record during a decidedly 
lean year and with Puerto Rican condi- 
tions in an unsettled state, is a tribute 
to his ability. The best feature of his 
1933 record was the signing of 64 apps 
in one day, every one of them being 
prepaid. His policies range from $25,000 
to $100,000 in size; never lower than 
$25,000. His clientele is small and select. 

Mr. Pesquera has a picturesque back- 
ground. He is of a well-known Puerto 
Rican family; was educated in the 
United States, and is an alumnus of the 
University of Michigan and New York 
University. During the war he was a 
captain in the 75th Infantry. 

Besides his life insurance activities he 


is vice-president of the Puerto Rican 
American Insurance Co., which writes 
fire and casualty lines. 





STEBBINS, LETERMAN & GATES 
The New York Insurance Department 
has revoked the licenses of Albert W. 
Gates, Arthur W. Stebbins, Elmer G 
Leterman and Herbert R. Ebenstein, all 
of whom were members of the old gen- 
eral insurance firm of Stebbins, Leter- 
man & Gates, New York City. 





AGENTS HEAR “BETTY” 
Elizabeth Love, “Betty” in “Roses and 
Drums,” the Union Central’s broadcast- 
ing feature, addressed guests of the 
Charles B. Knight Agency here at its 
big party, December 30. 


Equitable’s 75 Years 


(Continued from Page 1) 
Chernich, assistant auditor at the home 





office; and Thomas H. Cuming, William 
J. Slingerland and James Hassen, re- 
serve force. 


Sound Movies 


About three weeks ago the Equitable 
Society started making some sound pic- 
tures which will introduce on the screen 
some leading Equitable personalities and 
which will tell of interesting events in 
the Society’s history as well as present 
a picture of Equitable events of today. 
For instance, William Alexander will tell 
some outstanding periods in Equitable 
development, and will also discuss edu- 
cational matters. President Parkinson 
and some other senior officers will make 
short talks. One of the sound movies 
made in December was a talk by R. C. 
Rocquet, secretary general for Europe 
who told of the Equitable’s former Eu- 
ropean business. Many of the policies 
written when the Equitable did business 
in Europe are naturally still on the 
books. One of the employes’ activities 
will be a sound movie of the Christmas 


carol singing at the home office. That 
has also been finished 
Following the big convention there 


will be a trip to Halifax and back on 
the Berengaria. Among those who will 
take the trip are those who produced 
$250,000 or more in the present campaign. 
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AVIATION 


The Wall Street Journal’s review of 


the aviation Tuesday 
shows that both 
transportation 


this 


industry printed 


week 


and 


morning of this 
manufacturing 

companies look for 
year, and this despite the fact that dol- 
lar values of commercial planes and en- 
vines to be produced in 1934 may pos- 
sibly fall below the 1933 mark. That 
mark was high because of ambitious pro- 
rams, but a percentage drop will be off- 


the 
improvement 


g1 
set by the government program 
$15,000,000 of 
The 
delivered dur- 


recent 
calling for purchases of 
military service. 


will be 
months 


equipment for 
bulk of this order 
ing the 

The transport 
lower payments by the Government for 
with the cut in 
$19,000,000 to 
ending 


coming twelve 


operators, while facing 


carriage of mail, in line 


mail appropriations from 
$14,000,000 for the 
June 30, 1931, 


other increase in passenger volume which 


fiscal year, 


will, nevertheless, see an- 
is expected to set a new high for 194 
Total 


planes and engines in 1933 surpassed the 


production and deliveries of 


previous year in value by comfortable 
margins. While 
shipments in 1933 declined from the 
there a 150% 
and a 121% 


commercial planes and en- 


military output and 
pre- 
was increase 


ceding year 


in production increase in 
deliveries of 
gines 

The 


ym activities was due 


increase in commercial produc- 
principally to the 
large transport planes by 


The unit production of 


purchase of 
major airlines. 


commercial planes the first ten months 
of 1933 totaled 528, compared with 482 
in a similar 1932 period. The value of 


amounted to 
197% over 1932. 


commercial engines 


the planes produced 
$5,865,564, an 
Unit 
in the 
51.8% 
The 


ceding 


increase of 
production of 
first ten months of 1933 increased 


over the similar 1932 period 
year 1933 also surpassed the 


dollar 


shipment of planes, 


pre- 
months in volume 


total 


twelve 
The 


and 


of exports 
(excluding tires) in 
1933 


importer of 


engines 
the first ten months of 
to $7,840,000 The 
United States aeronautical products was 


parts 
amounted 


chief 


China. Brazil, formerly the leading im- 
porter, was second Colombia was 
third. Prospects for importing continue 
good. 

The Wall Street Journal calls the year 
1933 the most successful year in air 


transport to date. It set new high rec- 
and plane 


Most 


ords for passengers carried 


and passenger miles flown. en- 


April 1, 1907, at 


New York under the act 


City 


couraging from the viewpoint of the fu- 


ture of the air transport in- 
the 
miles 


passenger 
34.7% 
flown in 


increase in 
the 
months, compared with the like 1932 pe- 


dustry was pas- 


senger first ten 


riod, against an increase in passengers 
carried of 2.3% and of 74% in plane 
miles flown. Indicating that the aver- 


age trip of each air passenger is steadily 
lengthening, this is taken by the 
tors as proof that their new-type equip- 
ment, installed in the 


opera- 


spring and sum- 


mer of 1933, has met with popular favor 
and is a decided step toward placing the 
it will be- 


industry in a position where 


come less dependent upon mail pay to 
break even. 
One of the highlights of the year was 


the entrance of the General Motors 
transport field to occupy 
of United Aircraft and 
interests. Motors, 
Avia- 


Aviation, 


Corp. into the 
a place alongside 
the Cord 

through its 


General 
holdings in General 
tion and North 


controls 


American 
Eastern Air 
continental & Western 
\ir Express. 


now 
Trans- 
Air and Western 


Transport, 


ON COMPETITION 
was the subject of an 
the New Year 

Courant by 

Howard P. 
between the 

insurance 


DUNHAM 
“Competition” 
article 
of the 


for 
Hartford 
sioner of 


written issue 
Commis- 
Dunham. 
bank- 


business and 


Insurance 
He sees a corallary 


ing and the 


Says 
that insurance can profit by recent ex- 
periences in the banking world. Too 
much competition in the banking field 
brought about practices and conditions 
which undermined the institution and 
the commissioner feels that too much 
competition may produce similar results 
in the insurance field if steps are not 
taken to remove the element of excess 
competition. 

In the opinion of Colonel Dunham 


there are too many insurance companies 
Healthy competition but he 
that if the for volume is 


too intense the overcrowding will prove 


is desirable, 


finds struggle 


injurious. The number of companies, 
however, has been reduced, and along 
that line he said: 

There has been sizeable reduction in 
the number of insurance companies in 
the last four years. Many companies 
have gone out of business through 


mergers, consolidations and liquidations 
and it is to be expected that many more 
will go the same way in the next few 
years Some companies were li- 
censed to do business in Connecticut 
four year ago; today there are about 
170 licensed companies. 

The problem is to prevent the launch- 
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STEPHEN A. SWISHER 


Stephen A. Swisher, assistant superin- 
cendent of agencies of the Equitable of 
lowa, and Mrs. Swisher will sail for 
Panama Canal and through there to 
California on January 6 on the SS. 
California.” A month ago while attend- 
ing a conference at Hartford of the Life 
Insurance Sales Research Bureau Mr. 


Swisher became ill, was taken to the 
Hotel Pennsylvania here where it was 
found he had lobar pneumonia. Mrs. 


Swisher immediately left Des Moines for 


New York and has been here ever since. 
In the last week or so Mr. Swisher re- 
ceived many callers in the insurance 


fraternity. 
* * * 

Gerald Copeman, five-year-old son of 

Carl Copeman of the Be rkley, Mich., fire 
ye ano was presented recently with 
a medal awarded by the Hero Commis- 
sion of St. Louis as a tribute to his pres- 
ence of mind and courage in the face of 
danger. When the dress of his three- 
year-old sister became ignited by sparks 
from a bon-fire several months ago 
Gerald threw her to the ground and 
rolled her over, extinguishing the flames 
and saving the little girl’s life. The boy’s 
heroic act was due to the training of 
his father who believes children should 
be taught to face emergencies from boy- 


hood. 


* * * 


Francis X. Shields, who is considered 
the leading tennis player in United 
States amateur play, was the leading pro- 
ducer of the A. V. Ott agency, Equitable 
Life Society, New York City, in Novem- 
ber production. He has paid for thirty- 
two cases since joining the agency about 
a year ago. 


ing of companies by the score as was 
done during the years from 1926 to 1929. 
The authoritics in the various states 
should discourage efforts to organize in- 


surance companies when the public need 
of them is not demonstrated, just as 
supervising officials can prevent the 
opening of banks by refusing charters 
to promoters seeking to start banks in 
communities that are already well-served 
by existing competition. 


IOWA COMPANIES 
Moines 
life insurance 
tions in the life 
Moines 
The 


than 


Des continues to grow as a 

organiza- 
insurance Des 
executives take a leading part. 


there more 


center. In all 
businéss 
have 


companies now 


insurance in force 
Their assets in ten years have 
from $140,000,000 to $400,000,000. 


two billions of 
grown 


Charles L. Taylor, president and treas- 
urer, Taylor & Fenn Co., Hartford, was 
last week elected a director of the Trav- 
elers, the Travelers an and the 
Travelers Fire, succeeding the late Elijah 

. Johnson, chairman of the board, First 
sate Bank of Hartford. 

Mr. Taylor, native of Hartford, ha 
been prominently identified with manu- 
facturing, banking, public utilities and 
welfare organizations. In addition to 
being head of the Taylor & Fenn Co., 
with which he has been associated fo- 
thirty-nine years, he is also president of 
the Collins Co. of Collinsville and the 
Farmington River Water Power Co. He 
is also a director of a large number of 
corporations, 

* * x 


C. W. Brandon, president emeritus of 
the Columbus Mutual Life, Columbus, 
Ohio, and E. W. Randall, chairman of 
the board of the Minnesota Mutual Life, 
should be sending each other congratula- 
tions this month, for both are celebrat- 
ing their seventy-fifth birthdays and 
also their twenty-fifth anniversaries of 
ascending to the presidency of their re- 
spective companies. Mr. Randall passed 
his twenty-fifth anniversary as head of 
the company on December 1, and also 
celebrated his seventy-fifth birthday Jan- 


uary 1. Field men are making a dia- 
mond jubilee of the affair by having five 
cases sold during the month count as 
one “diamond.” Mr. Randall retired as 
president January 1, 1929. He managed 
the Minnesota State Fair for twelve 
years and has served as dean and di- 
rector, department of agriculture, Uni- 
versity of Minnesota. 

Mr. Brandon, who was born in Indiana 


and edutaned in Ohio, 
the field for twenty 
five years ago, he formed the Columbus 
Mutual and became its first president, 
He retired as active president in 1930. 
Mr. Brandon was seventy-five years 
old last month, and his birthday was ob- 
served in a number of ways by the com- 
pany field force. For every application 
written on that day the agent sent a 
candle to Mr. Brandon. For the past 
three months the company has_ been 
holding a silver jubilee campaign leading 
up to the birthday. Two days before the 
birthday an agents’ rally and dinner was 
held at Jackson, Mich., attended by 
President Danforth E. Ball and Assis- 
tant to the President Forrest Bradon. 
“Cheerio” of radio fame in his address 
over the National Broadcasting Co. chain 
spoke about Mr. Brandon's birthday. 


* * * 


was an 
years until, 


agent in 
twenty- 


Samuel R. Feller, first deputy super- 
intendent of New York, is recovering at 
Mount Sinai Hospital from an operation 
he had for appendicitis. 

* * * 


Milton Acker, manager, compensation 
and liability department of the National 
3ureau of Casualty & Surety Under- 
writers, will give a series of evening lec- 
tures on casualty insurance at Columbia 
University during the Spring session be- 
ginning February 7, 1934. The courses 
are in connection with the University 
Extension, Department of Business. Mr. 
Acker has been a member of the Colum- 
bia University Extension faculty for sev- 
eral years. The lectures this year will 
discuss the principles and practices of 
casualty insurance, and their application 
in the more important fields of that 
business 

‘ 2 * 


William Macgregor Morris, who has 
been a vice-president of Atlantic Life 
since October, 1929, left that  posi- 
tion at the close of the year. The ap- 
pointment of a successor not antici- 
pated. Prior to coming with Atlantic 
Life Mr. Morris was with the Guardian 


Life of New York. 
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A Vacant Legal Position 


The position of counsel of the Massa- 
chusetts Insurance Department, vacated 
through the resignation of Harold J. 
Taylor this fall to become an associate 
counsel of the John Hancock, remains 
open, although many a longing eye has 
been cast on it. This is a state civil ser- 
vice job for which applicants are required 
to pass an examination. No date has 
been fixed for an examination by the 
Civil Service authorities, although it is 
understood that there have been a num- 
ber of applications. 

Originally established under the admin- 
istration of Insurance Commissioner 
Frank H. Hardison, primarily to handle 
complaints of policyholders, agents and 
brokers, the duties performed of late by 
the department counsel, or up to the 
time of Mr. Taylor’s resignation, relieve 
the commissioner of a large proportion 
of the major responsibilities of the of- 
fice, otherwise directly shouldered by 
him. 

Not only in hearing and investigating 
complaints, but as representative of the 
department on the Board of Appeal in 
automobile acc‘dents and on all cases of 
a legal nature involving the commission- 
er in his official capacity, the attendance 
of the department counsel is required. 
He has also to give his assistance in the 
preparation of legal documents, proposed 
legislation as well as having a verbatim 
knowledge of the Massachusetts insur- 
ance laws and a familiarity with those 
of other states. 

Mr. Taylor was the first to hold the 
position being appointed under a _ non- 
competitive examination. 

* * * 


Not To Repeat Insurance Exhibit At 
Chicago Fair 

The insurance exhibit at the Century 
of Progress Exposition was a_ success, 
but I am informed that it will not be a 
feature of the Exposition when it re- 
opens later this year. 

* * * 


Health and the Chicago Fair 


Herman N. Bundesen, president of the 
Board of Health, Chicago, has written 
a long list of representative people who 
visited Chicago during the fair and have 
asked them to tell what they think of 
the health protection given them at the 
exposition. The questionnaire follows: 

1. Were you courteously received and 
treated by all officials with whom you 
came in contact while in Chicago and at 
the Century of Progress Exposition ? 

2. Have you any suggestions for bet- 
ter future control that will add to the 
comfort and convenience of visitors to 
the Century of Progress Exposition in 
1934? 

3. We have taken unusual precautions 
to have all food prepared and served with 
utmost cleanliness. Do you think there 
Is anything we could improve in this 
regard for the Fair next year? 

4. Did you or any of your family de- 





























sickness while in Chicago, or 


velop any 
after you returned home? 
5. If any illness did develop, please 
state below the exact nature of your sick- 
ness, and date of first symptoms. 
* 


* * 
The Rothschild Company 

The Alliance Assurance of London, 
sometimes called the Rothschild com- 
pany, and which is said to write the most 
fire premiums in the British metropolis, 
now has a new home which ts the latest 
thing in modern office buildings. This 
new building is located vis-a-vis with the 
Bank of England and is in Bartholomew 
Lane. Its exterior is of British Portland 
stone. 

The company was founded in 1824 as 
the Alliance British & Foreign Life & 
Fire Assurance Co. Nathan Rothschild 
and Moses Montefiore were mainly re- 
sponsible for the formation of the com- 
pany which through its history has had 
an influential board. Its first chief of- 
ficial was Benjamin Gompertz, a brilliant 
actuary. 

The new building has three floors be- 
low the street level. There was trouble 
struck in 


in construction as water was 

the excavation and it was necessary to 
drive sheet piling around the exterior 
party walls and tank the whole site in 
asphalt. 


On the lower ground floor is a private 
dining room for the senior officers, with 
stone walls plastered and decorated to 
represent fine pine paneling. There is 
also a staff luncheon room which runs 
for a block. 

Y= © 
English or Australian Pounds 

\ judgement delivered in the House of 
Lords, Britain’s highest legal appellate 
body, has finally decided the question 
whether owners of preference stocks in 
the Adelaide Electric Supply Co., regis- 
tered in Britain, are entitled to have 
their dividends paid in English pounds 
and not Australian pounds. 

Justice Farwell previously decided in 
the Chancery Court that they were en- 
titled to be paid in English pounds. The 
Court of Appeal upheld this decision. 
The company accordingly appealed to 
the House of Lords. The respondents 
to the appeal were the Prudential As- 


surance Co., Ltd., which controls the 
company’s “A” and “C” stocks. 
* * x 


Maiden Lane “Dead Line” Abolished 
By LaGuardia 


Mayor LaGuardia got off to a good 


start on New Year’s Day and imme- 
diately showed that he was a man of 
action. He made a number of prom- 
ises. The promises were most optimistic 
as he served notice on the Police De- 
partment that politics in the Depart- 


ment was dead; that racketeering would 
have to stop; that if there were racket- 
eering it would be the fault of the police 
or the courts; that members of the po- 
lice department who permitted racketeer- 
ing, and the magistrates who are gentle 
with gangsters and racketeers, will find 
themselves in hot water. 

It is the practice of most public men 





to promise the millennium but it is 
hoped that Mayor LaGuardia will have 
more success than is generally the case. 
His optimism that racketeering is now 
finished 100% is rather discounted by 
the fact that one of the inspectors dur- 
ing Mayor LaGuardia’s talk to the po- 
lice heads turned around, according to 
The New York Times, and whispered, 
“This means we can cut racketeering 
50%.” That is a cut of 50% in Mayor 
LaGuardia’s millennium right there. 
However, there is no doubt that 
LaGuardia means business and _ there 
will be a decided improvement in di- 
vorcing the police courts and _ politics 
from racketeering in the next four years. 

One decision made by the Mayor of 
interest to insurance people is the elimi- 
nation of the deadline at Fulton Street 
and Maiden Lane. For many years there 
have been detectives in pairs stationed 
cither in Fulton Street or in Maiden 
Lane whose job it has been to keep all 
known crooks from appearing below 
these two thoroughfares; in other 
words, keeping them from entering the 
financial district. As soon as a man 
with a police record has been seen any- 
where in the Wall Street sector he has 
been told to get out of the environment 
or be arrested. For a great many years 
Maiden Lane was the jewelry center of 
New York City and there are still a 
great many diamond merchants in the 
office buildings there. Despite the pres- 
ence of detectives in the jewelry and 
financial district there have been many 
holdups and robberies in the jewelry dis- 
trict. Some of the best known detec- 
tives have been stationed on the Fulton 


Street and Maiden Lane deadline dur- 
ing various times. 
* * x 
Cleaning Up Chicago’s Auto Thief 
Situation 


Chicago starts 1934 under a new deal 
in the control and prosecution of auto- 
mobile thievery. 

This came about as a result of sev- 
eral important developments during the 
last week which automobile insurance 
underwriters confidently believe will soon 
result in a sharp reduction in the un- 
precedented number of automobiles 
stolen in that city the most unpleasant 
distinction of having the highest auto 
theft premium rates in the country. 

It is needless to point out that with 
rates in excess of $10 per hundred for 
full coverage theft on Fords, and not 
much lower rates on other light cars, 
the automobile insurance salesmen have 
met a tremendous selling resistance 
which has not only resulted in the line 
reaching the point of diminishing return 
but has played havoc with the compa- 
nies’ loss ratios. 

Most important insofar as its lasting 
benefit will be is the new law requiring 
certificates of title for all automobiles 
registered in the state, which law went 
into effect January 1, but of immediate 
interest was the welcome announcement 
of the formation of a new court in Chi- 
cago to devote itself exclusively to the 
trial of automobile theft cases. 

At last the automobile insurance men 
believe that proper punishment will be 
meted out to the thousands of auto- 
mobile thieves in the city, a great ma- 
jority of whom are boys who are gen- 
erally reputed to be employed by un- 
scrupulous junk dealers, repairmen and 
automobile parts firms. The extent to 
which the auto theft racket in Chicago 
has grown is shown by the report of 
the National Automobile Underwriters 
\ssociation that thefts in the city dur- 
ing the twelve-month ended July 1, had 
exceeded 32,000 cars for a valuation in 
excess of $20,000,000. 

Formation of the new court resulted 
from the vigorous criticisms on the part 
of the Chicago Crime Commission and 
insurance men of Judge Gutknecht in 
Boy’s Court for his leniency in trials 
of boys charged and convicted of auto- 
mobile theft. In many instances he per- 
mitted the boys to plead to lesser of- 
fenses so that they could be paroled or 
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sent to jail for short terms, as con 
trasted with the state’s one and only 
penalty for automobile theft, one to 


twenty years in the penitentiary. 
Municipal Judge Joseph A. Graber has 
been assigned to the new auto theft 
court which got underway Tuesday. For- 
mation of the court caused an outburst 
of resentment from Judge Gutknecht be- 
cause it is the intention of the state’s 
attorney to transfer all cases involving 
auto theft to the new court regardless 
of the age of the defendants. Judge 
Gutknecht asserted that this would re- 
sult in the “emasculation” of the boy’s 
court because of the large number of 
boys charged with automobile theft and 
asked Chief Justice John J. Sonsteby of 
Municipal Court to reassignment to the 


civil division of the municipal court 
Judge Sonsteby had _ previously  an- 
nounced that Judge Gutknecht would 


continue in Boy’s Court for another 
month but changed his assignment at 
the insistence of Judge Gutknecht. 
Judge Gutknecht had started a cam- 
paign of his own against the fences re- 
ceiving the stolen automobiles in ans er 
to the criticisms of his leniency policy 
and in his charges had asserted that the 
insurance companies had been lax in per- 
mitting recovered and wrecked automo- 
biles to pass into the hands of the fences. 
He asserted that during the last year 
2,000 boys had been brought before him 


for automobile theft but only four 
fences, which he said, indicated laxity 
on the part of the police. He further 


pointed out that the purchase by fences 
of the wrecked and stripped automobiles 
resulted in the employment of additional 
boys to steal cars in order to provide 
parts needed for rebuilding. 

On the other hand the insurance men 
asserted that it is virtually impossible 
to obtain evidence against fences ade- 
quate for conviction and that boys will 
continue to steal cars so long as they 
have no fear of speedy and adequate 
punishment. In this connec‘ion the new 
state law is expected to effect its great- 
est good because it not only licenses re- 
pair men, car rebuilders, parts dealers 
and accessory dealers, but permits the 
police to examine their records in the 
search of stolen parts and cars. Further 
the law requires a junk dealer to get 
a permit before a car can be dismantled 
for its parts, that the certificate of title 
be then cancelled, which prevents the 
resale of the car by the dealer 

> * 2 


Tax Advisor of U. S. Treasury 
Department 

Roswell Foster Magill, the nation’s 
top tax expert, has the title of special 
assistant to the Secretary of the Treas- 
ury, and he came to the post from 
Columbia University where he was pro- 
fessor of law. His career is summarized 


as follows by the United States News: 
Professor Magill was born at Auburn, 
Ill., on November 20, 1895 He was 


graduated from Dartmouth College with 
the degree of bachelor of arts, and the 
University of Chicago conferred on him 
the degree of doctor of jurisprudence. 
When the United States went into the 
World War he entered the Army and 
emerged as captain of infantry 

His law Chicago in 


career began at 
1920 when he was admitted to the IIli- 
nois bar. Meantime, he had joined the 


Chicago as 
1921-23. Then 
has been 
University 


faculty of the University of 
an instructor in law in 


he went to New York and 


teaching law at Columbia 


since 1924. He has practiced law at New 
York since 1928. He was special attor- 
ney and chief attorney of the Treasury 
Department in 1923-4. He served as an 
adviser to the Tax Commissioner of 
Porto Rico in 1928-29. He belongs to 
the American Bar Association as well as 
the bar associations of New York and 
Chicago 

When Secretary of the Treasury Mor- 
genthau made his first appearance b« 
fore the House Ways and Means Con 
mittee recently on the subcommittee’ 
recommendations for changes in the ad 


ministrative provisions of the incon 
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Insurance Mourns 
Passing of R. B. Ives 


CHAIRMAN OF AETNA (FIRE) 
Distinguished Bassstive Retired as Pres- 
ident Last September to Con- 
serve Health 


Funeral services were held yesterday 
afternoon at the Asylum Hill Congrega- 
tional Church in Hartford for Ralph 
Burkett Ives, chairman of the board of 
the Aetna (Fire), who died Tuesday 
morning at his home in Bloomfield, Conn 
He had been ill for many months and 
on the demand of his physicians gave up 
the presidency of the Aetna last Sep- 
tember to become chairman of the board 
so that he might be relieved of executive 





B. IVES 


RALPH 


responsibilities and thus have an oppor- 
tunity to regain his health. His untimely 
passing removes from the fire insurance 
field one of its most beloved and brilliant 
leaders, and company executives, em- 
ployes and agents of the Aetna group 
throughout the country and hundreds of 
others are truly saddened by his death. 

Richard M. Bissell, president of the 
Hartford Fire; Bulkley, pres- 
ident of the Springfield Fire & Marine; 
Frank D. Layton, president of the Na- 
tional Fire of Hartford; Victor Roth, 
president of the Security of New Haven, 
and Bernard M. Culver, president of the 
America Fore companies, officially rep- 
resented the National Board of Fire Un- 
derwriters at the funeral. Likewise pres- 
ent were many other leaders from insur- 
ance and other businesses in Hartford, 
New York and elsewhere. The National 
3oard planned to accord the presidency 
of that organization, one of the highest 
honors in fire insurance, to Mr. Ives last 
May when he was completing his term 
as vice-president, but on account of his 
health he was unable to accept. 

Was Only 60 Years of Age 

Although only 60 years of age at the 
time of his death Mr. Ives had contrib- 
uted much to the advancement of fire 
insurance in this country. A man of 
keen vision and unusual intelligence, he 
frequently expressed his views on the 
future responsibilities of the insurance 
business and these thoughts were widely 
studied by insurance company executives 
and leaders in other fields of activity 
Mr. Ives’ services were constantly in de- 
mand by insurance organizations and he 
responded generously to these calls 
Aside from serving on various commit- 
tees of the National Board he was a 

(Continued on Page 28) 
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Companies to Continue 
Co-operative Efforts 


NOT ENDED BY CODE FILING 


Negotiations For Reforms Will Go On 
as Before; Bennett Presents 
Agents’ Views 

Even though the National Association 
of Insurance Agents has filed its pro- 
posed code for fair competition in insur- 
ance practices with the N.R.A. in Wash- 
ington, the joint committee of fire, ma- 
rine and casualty company representa- 
tives appointed to seek means for co- 
operating with the local agents for the 
removal of unfair competitive practices 
will continue its negotiations. The re- 
cent statement made by the company 
committee to this effect was issued prior 
to the actual filing of the code by Walter 
H. Bennett, secretary-counsel of the 
agents’ organization, and this caused 
some to believe that the company com- 
mittee might consider it useless to con- 
tinue with its work of promoting self- 
regulation of the insurance business. 

Rk. M. Bissell, president of the Hart- 
ford Fire and chairman of the company 
committee, informs The Eastern Under- 
writer that it was the clear intention of 
the company representatives that nego- 
tiations with the National Association 
should continue. That was the real 
meaning of the resolution recently adopt 
ed by the company committee, which 
knew at the time that the agents’ code 
was about to be filed unless the com- 
pany executives could announce definite 
results to the preliminary conferences 

Mr. Bissell says that despite the filing 
of the code by the agents “the attempt 
to put the insurance business on a better 
basis ought to be proceeded with. The 
code matter is an entirely different issue 
and because there is a difference of opin- 
ion between companies and agents on 
the subject of the code is no reason why 
the two interests should not endeavor to 
bring about all possible reforms in the 
methods of conducting the business.” 

Bennett Gives Agents’ Views 

Now that the agents’ code has been 
filed, the National Association is doing 
nothing further until word is received 
from Washington setting a date for a 
public hearing on the suggestions con- 
tained in the agents’ proposal. In ex- 
plaining the filing of this code Mr. Ben- 
nett gives the views of the National As- 
sociation as follows: 

“In filing a ‘Proposed Code of Fair 
Competition and Trade Practice for the 
Production Subdivision of the Insurance 
Industry’ with the National Recovery 
Administration in Washington, the Na- 
tional Association is doing that which it 
believes to be a distinct and valuable 
service to the insurance business and the 
insuring public. 

“It has labored many 
bring forth and have 


weary years to 
established fair 
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practices in the business with only partial 
success. We can see no disadvantages in 
the present endeavor to have fairness and 
integrity made universal, but on the con- 
trary, a great opportunity to bring har- 
mony out of discord through obliging the 
recalcitrant minority to conform to the 
practices of the willing majority. 

“This appears to me to be sound doc- 
trine—economically, financially and mor- 
ally. As expressed by the editor of 
‘Commerce’: ‘Cold logic applied to the 
N.R.A. tells me only one thing: I must 
support this opportunity for a co-opera- 
tive, unified drive out of the Slough of 
Despond.’ 

“In any event, an opportunity is prom- 
ised soon to determine whether there can 
be a new deal in insurance, or whether 
the old order is so intrenched that it can- 
not be dislodged.” 

DEATH OF W. J. FEARMAN 

William J. Fearman, Hamilton, Ont., 
insurance broker for the past twenty- 
five years, died last week end in his 
home in that city. He was prominent in 
Ontario Masonic circles for many years. 
The widow survives. 
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TO HONOR ROOSEVELT HERE 

Insurance Men to Give Ball at Hotel 
Astor on January 30 on Occasion 
of President’s Birthday 

Insurance men in New York are plan- 
ning to honor President Roosevelt, once 
an insurance company executive himself, 
by joining the nation-wide movement 
for a series of balls on January 30, the 
President’s birthday. These parties will 
be given in 5,000 towns and cities for the 
benefit of the cndowment fund of the 
Warm Springs Foundation for Infantile 
Paralysis. The New York Insurance 
Men’s Birthday Ball will be held at the 
Hotel Astor and thousands of persons 
are expected to be present. John A 
Griffin, vice-president of the Fidelity & 
Deposit, is chairman of the insurance 
division of the national committee. 

Honorary chairmen for the insurance 
ball will be George S. Van Schaick, Su- 
perintendent of Insurance; Congressman 
Theodore A. Peyser, Northwestern Mu- 
tual Life; Col. Francis R. Stoddard, for- 
mer Superintendent of Insurance; Keith 
Morgan, trustee of the Warm Springs 
Foundation; Duncan T. O’Brien of the 
insurance committee of the State Sen- 
ate, and James J. Hoey, Collector of In- 
ternal Revenue. 

In addition to Mr. Griffin, the officers 
of the ball will be John S. Turn, Aetna 
Casualty & Surety, co-chairman; Nathan 
Greenbaum, General Brokers’ Associa- 
tion, treasurer and chairman of the din- 
ner committee; Francis J. Hughes, Nor- 
wich Union Indemnity, executive secre- 
tary, and Herman A. Bayern, General 
Brokers’ Association, director of the din- 
ner dance. 

The executive committee officers are: 
Frank J. Mulligan, president of the Life 
Underwriters’ Association of New York, 
chairman; Theodore M. Riehle, past 
president of the Life Underwriters’ As- 
sociation, associate chairman; S. N. 


Eben, secretary. 


Janua 


Pres 


The 
nivers 
cantil 
ter hi 
dimin 
old cc 
insure 
and t 
lic cx 
curity 
the 1 
synol 
stand 

Alt 
tablis 
not U 
consi 
Unite 
the | 
with 
New 
Unit 

er 
mane 

1919, 
the 
mess 
verse 
as a 
execi 
finan 
bran 


good 
F 


In 
Chic 
bran 
in th 
$1,34 
ot 4 
soon 
cable 
pape 
pre De 
Sub: 
New 
Dec 
that 
ing 
in p 

Or 
volv 
agal 
The 
the 
pay! 


put 
prei 
ed ' 
qua 
a lo 
$35 
abo 
stri 
in t 
tile 
fun 
pay 
hol 
the 
the 
Sta 
cor 
its 
pla: 
ces 








™ 





January 5, 1934 









THE STEN A= 
UNDERWRITE R 

















North British & Winnie To 
Mark 125th Anniversary In 1934 


Present Strong World-Wide Organization Began Business as 
Small Company in Edinburgh, Scotland, 
in November, 1809 


The current year marks the 125th an- 
North British & Mer- 


cantile which for a century and a quar- 


niversary of the 


ter has weathered many trials with u 

Along with other fine 
with the 
industry 


diminished vigor. 
old companies it has kept pace 
needs of 


insurance commerce, 


and the home, and afforded to the pub- 
indemnity ensuring se- 
curity and protection. Through the years 


“North British” has 


lic contracts of 


the name become 


synonymous world-wide with all that 
stands for stability and enterprise. 
Although the North British was es- 


1809, it was 


not until carly in 1860 that the dir ctors 


tablished at Edinburgh in 


considered the question of entering the 
United States. In August of that 
the United States branch was cstablishcd 
with headquarters at 74 Wall Stre-t, 
New York, Ezra White being the 
United States manager. 

Cecil F. Shallcross, now United States 
manager has held this post sincs Ap.il, 
1919, and during recent days has been 
the recipient of many congratulatory 
messages regarding the company’s anni- 
versary. Mr. Shallcross is widely known 
as an astute underwriter and capable 
executive; and the present excellent 
financial condition of the United States 
branch is a tribute to his ability and 
good management. 


First Great Test in United States 


In October, 1871, occurred the great 
Chicago fire which put the United States 
branch to its first great test. With assets 
in the United States at that time of only 
$1,540,000 it was involved to the extent 
of $2,330,000. The London board no 
sooner heard of the disaster than they 
cabled, as published in the American 
papers at the time: “Settle losses 
promptly. Draw at three days’ sight. 
Subscribe $5,000 for sufferers.” In the 
New York office there is a circular dated 
December 5, 1871, giving a list of claims 
that had been paid to that date amount- 
ing to over $1,500,000 with other claims 
in process of settlement. 

One year later the company was in- 
volved for $742,000 in the Boston fire and 
again prompt settlements were made. 
The fire at Baltimore in 1904 added to 
the company’s reputation with a total 
payment of $857,000. 

However, it was the year 1906 that 
put insurance companies here to the su- 
preme test. In a conflagration that last- 
ed three days resulting from an earth- 
quake, the city of San Francisco suffered 
a loss of which the lowest estimate was 
$350,000,000. Insurance companies paid 
about $225,000,000, thus enabling the 
stricken city to make a new start. As 
in the past, the North British & Mercan- 
tile promptly settled all claims with 
funds from the head office in London, 
paying out about $4,000,000 to its policy- 
holders and giving a liberal sum toward 
the relief of sufferers, without impairing 
the strength and stability of the United 
States branch. That this policy has been 
correct is evidenced by the support of 
its agents, whose ability and loyalty have 
played a most important part in the suc- 
cess of the company. 


year 


first 


Writes Many Forms 


In addition to fire, windstorm, automo- 
bile and other staple lines, the United 
States branch of the North British & 
Mercantile writes aircraft property dam- 
age, sprinkler leakage, mail package, ex- 
plosion, riot and civil commotion, jewelry 
and furs, transportation floater, rain, reg- 





SHALLCROSS 


rental val 


istered mail, renis and ia 
inland marin« 


well as a host of other 
and specialty lines. 

\s to the early history of the com 
pany, a century and a quarter ago (April 
17, 1809) an advertisement in the Edin- 
burgh papers announced the proposal to 
form an insurance company under the 
name of the North British Insurance 
Company. An encouraging amount of 
support was given to the project and on 
October 19, 1809, a meeting of the sub- 
scribers was held and a contract of co- 
partnery was submitted. It was resolved 
that the company be constituted and that 
business should begin November 11, 1809 

That year found Europe in a life and 
death struggle. Napoleon was then at 
the zenith of his power Almost the 
whole of Europe lay prostrate at his 
feet. But the tiny sapling planted in 
such stormy times was of hardy stock 
and weathered that and subsequent tem- 
pests. In fact, the tiny sapling of 1809 
has now grown into a mighty tree, with 
branches all over the world. 


Union with “The Mercantile” 


If the year 1809 was of first import 
ance in the history of the North British 
as being the date of its birth, the year 


1862 was only second to it in importance, 
for in that year the North British be- 
came the North British and Mercantile, 
and entered upon a career of wide ex- 
pansion. 

The Mercantile was a new fire insur- 
ance company formed by a number of 
eminent merchants. Business had just 
been commenced when circumstances oc- 
curred in the affairs of the North British 
which brought the two companies into 
communication. The negotiations result- 
ed in their coming to the conclusion that 
the business objectives of each party 
would be best attained if, instead of the 


new company being kept on foot as a 
separate undertaking, the capital of the 
North British should be doubled, the 


shares of their additional capital taken 
by the shareholders of the new com- 
pany, and the business of the new com- 
pany transferred to the North British. 
The North British‘and the new com- 
pany agreed on a union of their respec- 
tive interests accordingly. It was also 
agreed that the original name of the 
company should be changed to the North 
British & Mercantile Insurance Co. Ef- 
fect was given to the agreement by an 
Act of Parliament obtained on the ap- 


plication of the North British and the 
corporation under its new name started 
on a larger scale. The North British 
provided the fruits of a long and suc- 
cessful experience and a solidly estab- 
lished organization... The Mercantile 
brought in a large accession of business 
and the influence of many well-known 
men. 


World-Wide Organization 


So much for the early history of the 
company which today does business in 
every state in the United States, and in 
every Province in Canada, as well as in 
Hawaii and Alaska. In fact it has agents 
in all the principal cities on the Conti- 
nent and throughout the world. Its 
branch offices or representatives abroad 
are located, for example, in Australia, 
New Zealand, India, South \frica, Ar- 
centine, Belgium,  ¢ “ L, Germany, 
Siraits Setil ments, etc s chief offic 
are located at London pr Edinbureh 
On the threshold of its 125th anniy 


sary this organization looks forward v ith 


confidence to the future, resolved to 
maintain the traditions of the past and 
the prestige of the present. 


Canadian Superintendents 
Will Use U. S. Valuations 


B. Arthur Dugal of the Province of 
Quebec and R. Leighton Foster of On- 
tario, members of a special committee of 
th \ssociation of Superintendents of 
Insurance of the Provinces of Canada 
to decide on a formula for security val- 
uations, have announced that the same 
basis for the valuation of securities for 
the 1933 annual statements of insurance 
companies as approved by the National 
Convention of Insurance Commissioners 
for companies in the United States will 
be used for companies operating in Can- 
ada, with only minor vz iriations. Messrs 
Dugal and Foster were given full power 
to act on the matter by the Canadian 
\ssociation. 


UNDERWRITERS. ASSN. TO MEET 


meeting of the Under- 
York State 


The annual 
writers’ Association of New 


will be held at the Hotel Onondaga in 
Syracuse on next Tuesday. January 9. It 
will begin at 9 a. m. and will be preceded 


by a mecting of the executive committee 


on Monday afternoon. 


Rhode Island And 


Merchants Promotions 
Kichard P. Ketcham, vice-president 
of the Rhode Island and the Mer- 
chants of Providence, R. I., has re- 
signed and last week the directors 
made four promotions in the official 
staff. Clifford E. Pieper and Jesse 
B. White, both secretaries heretofore, 
now are vice-presidents and secre- 
taries and J. Paul Rutter and Robert 
C. Weigel have been made assistant 
secretaries. 


Fireman’s Fund Employes 


Receive Handsome Bonus 


The directors of the Fireman’s Fund 
last week voted to give as a bonus one 
month’s salary to all employes who have 
been with the company more than one 
year and a proportionate amount to 
those who have been with the company 
less than a year. This was done, ac- 
cording to President J. B. Levison, “in 
view of the excellent results of our oper- 
ations during the year 1933 and in recog- 
nition of the splendid loyalty of the 
members of the Fireman’s Fund family.” 


Demand for New Value 


Risks Grows in Germany 


The committee on insurance of Ger- 
man industry recently held a meeting at 
which new value insurance was discussed 
and it was stated that the demand for 
this kind of coverage is growing and 
must be met by the companies. 





N. B. & M. GENERAL AGENTS 

McCants & Riley, with headquarters 
in the Hook Building, Columbia, S. ( 
are now general agents of the companies 


in the North British & Mercantile group 
for South Carolina. They have the 
North British, the Commonwealth, the 


Pennsylvania, the Mercantile and the 
Homeland. This new general agency 
consists of R. M. McCants and G. O 
Riley, both experienced special agents 
Mr. McCants represented the North 
British companies for about eighteen 
months and Mr. Riley has acted for 
other companies for several years 


Chicago To Set Up Court ‘To 
Try Automobile Thefts Exclusively 


Strong efforts to reduce the automo- 
bile theft racket in Chicago, one of the 


worst spots in the country, were prom- 
ised last week. Plans were made for 
the establishment of a court for trying 


cases exclusively at a 
conference Attorney Courtney 
with chief justices of the municipal and 
criminal courts. Police Commissioner 
\llman and Daniel Gilbert, head of the 


theft 
of State’s 


automobile 


state’s attorney’s investigators. Com- 
missioner Allman promised to aid Judge 
John Gutknecht of the Boy’s Court in 


his automobile 
“fences” along 
who actually steal the cars 

The judge evidently answering the 
critics of his policy of leniency to boys 
arrested for automobile theft, asserted 
that he could send 2,000 boys a year 
to the penitentiary and not stop the 
racket because the boys are the em- 
ployes and tools of the fences, princi- 
pally garage repairmen and junk dealers 

He is especially curious to find out if 
insurance companies keep records which 
show the ultimate disposition of wrecked 
and recovered automobiles with a view 
to determining if they know that they 
are bought up by the fences. He ex- 
pressly denied however that he was in- 
timating that there was collusion be- 
tween the companies and the fences 

90 Cars a Day Stolen 


Chicago’s amazing auto theft 
was revealed at a conference last 


theft drive by arresting 
with the boys and others 


recc rd 


week 


chairman of the west- 
of the National 
Association, 


\. Henne, 


committee 


by E. 
ern advisory 

\utomobile Underwriters 
in a statement showing that for the 
twelve-month period ended July 1, 1933, 
a total of 32,492 automobiles were stolen 
in Chicago, an average of ninety per 
day, for a total valuation of $23,000,000 
The principal offenders are boys who 
are revealed to have been paid $10 for 
each car stolen, according to confessions 
in the hands of Judge Gutknecht. 

The judge was especially derisive of 
the automobile theft squad of the Chi- 
cago police numbering more than seven- 
ty men because during the last year they 


have arrested 2,000 boys for theft but 
only four men for receiving the stolen 
goods. It is shown that cars have been 
stolen “on order” so that the repairmen 


could obtain parts to rebuild wrecks and 
cars that had been previously stripped 
and recovered by the police. 

Mr. Henne, his statement, 
that the theft record would be 
ally reduced if the city should 
its ordinance against all night 
parking 

The January Grand Jury also launched 


asserted 
materi- 
enforce 

street 


an investigation both into larceny of 
automobiles and the activities of fences, 
at the specific request of Chief Justice 


Finnegan of Criminal Court. The new 
court had twenty cases on its first docket 
and the first defendant was remanded 
the Grand Jury 








Frequent Checking of Assured’s 


Policies Most Essential Now 
By Clarence T. Hubbard 


Scarcely does a month pass without 
witnessing some important changes re- 
lating to the subject of fire insurance 
changes which affect the policyholder’s 
interests, at times, most vitally 

These changes are not due to existing 
business conditions, or brought about be- 
cause fire insurance companies have been 
losing too much money or making too 
little, but because the fire insurance busi- 
ness is of such magnitude and so com- 
plicated and extensive in its operations, 
and subject to so many different legisla- 
tive requirements, that vital and constant 
changes are quite natural. 

Business conditions and ( 
change so rapidly in this era that fire 
insurance must keep up with these com- 
mercial transformations. The response 
of fire insurance in meeting these re- 
volving conditions is not usually rapid 
but rather a slow process, sometimes a 
bit dragging. It can hardly be other- 
wise because there are so many legal 
angles and state supervision obstacles to 
be met. ; 

The perplexing state of affairs requires 
that the agent and broker who sells fire 
insurance be more than a salesman: he 
must be a “service man” and a technician, 
and a dependable one at that. A lot of 
fire insurance is still parcelled out to 
agent friends, friend - of - the - family 
agents, political agents and Mr. So and 
So who is selling insurance on the side 
and for whom’ we feel sorry. But creep- 
ing into this set-up is the well-trained 
fire insurance technician. He’s needed. 
He upsets the control of a great number 
of fire insurance policies, but that’s a 
penalty to the unprogressive. 

Check With Assured Frequently 

Every fire insurance policyholder own- 
ing or controlling insured property of 
any sizeable amount should make it a 
part of his regular activities to have an 
interview every thirty days or at least 
every sixty days with his insurance agent 
at which he would review any changes 
which have occurred, and make certain 
how those changes may or may not affect 
the particular policyholder. 

This is particularly important because 
of the fact that fire insurance and allied 
fire insurance is becoming more and 
more important as a credit factor. One 
national credit association has already 
extensively circulated questionnaires 
which its members use with their cred- 
itors in ascertaining what insurance their 
borrowers carry. 

There is a concerted effort among 
bankers and credit men to demand writ- 
ten evidence from their borrowers as to 
the various kinds of insurance they carry 
and particularly fire insurance, not nec- 
essarily only property damage fire insur- 
ance, but especially business interruption 
fire insurance, explosion insurance, wind- 
storm, sprinkler leakage and other al- 
lied fire insurance coverage and casualty 
lines. 

The periodical check-up of fire insur- 
ance policies is found valuable because 
sO many insurance buyers, instead of 
having their fire insurance placed by spe- 
cialists who know their business, still 
distribute their policies, and particularly 
fire insurance, among friends who have 
gone into the insurance business as a 
makeshift until they can find something 
else. Their contribution to these people 
in this manner is intended as a bit of 
constructive charity, but it often proves 
very expensive because the fire insurance 
end of the insurance business is extreme- 
ly technical, and it pays the fire policy- 
holder particularly to get hold of the 
best possible informed insurance agent 

In arranging fire insurance one should 
know whether he is complying with the 
conditions of the co-insurance clause, the 


practices 


average distribution clause, mortgagee 
clause and so on. 

The buyer should know, through your 
skill as an agent, whether his fire insur- 
ance policies have the “bridging the gap” 
clauses, the inherent explosion clause, 
possibly the combined endorsement 
whereby various auxiliary coverages are 
assumed under the fire insurance policy, 
such as riot insurance, sprinkler leakage, 
explosion, and so on. 

Example of Wrong Advice 
One buyer of fire insurance informed 





CLARENCE T. 


HUBBARD 


his agency that he still had in force con- 
siderable “use and occupancy,” or busi- 
ness interruption insurance, which had 
been purchased two and a half years 
ago when conditions were much better. 
It was a three-year policy. He informed 
his insurance agent that, as a manufac- 
turer, he was no longer making any 
profit but that he was still continuing 
his plant and running it at a loss and 
wanted to know how that would affect 
his business interruption fire insurance 
policy. The agent replied that such con- 
ditions voided the fire insurance policy 
and that it should be cancelled. 

This was wrong, because if a policy- 
holder is not making a profit he still has 
an interest in a business interruption pol- 
icy, although that policy should be re- 
duced in its amount because otherwise 
the policyholder is paying for protection 
under which he could not collect. If the 
policyholder is not making any profit but 
is earning sufficient income to pay his 
fixed expenses, or a portion of those fixed 
expenses, a fire business interruption, or 
“U. & O.,” policy will reimburse him for 
such fixed expenses up to the portion 
which he is earning. This should be am- 
plified a bit further in explanation by 
stating that we are referring to fixed 
expenses which could not be discontin- 
ucd in the event of a fire. 

For instance, if a manufacturer had 
earnings of $50,000 a month and an out- 
go of $60,000 a month and he had in 
force sufficient use and occupancy fire 
insurance, and he suffered a total loss, 
he could not collect $60,000 a month. He 
could collect up to his earnings, namely, 
$50,000, less any expense which could be 
discontinued. There would be expenses 
which would be stopped at the time of 
the fire—possibly the salaries of some 
cmployes, heating and lighting expense 
outside of minimum meter charges, and 
other items 

Agent’s Aid Proves Profitable 

\ business interruption fire insurance 

policy covers net profits and fixed ex- 





penses which cannot be discontinued. 
When the holder of such a policy is not 
producing any profit but continues to 
operate his business at a loss, he nat- 
urally does not colleect for any profit, as 
there is none. He does collect for the 
amount of his fixed expenses which can- 
not be discontinued if he is earning those 
fixed expenses, and if not he can only 
collect up to the portion which he does 
earn. Anyone carrying U. & O. insur- 
ance today should review his contract 
with a capable fire insurance agent. It 
may mean a “check check” here which 
will, by return premiums, or more impor- 
tant still correctly written insurance, 
bring a “check check” there. 

Then there are agents and brokers’ 
customers who have “sprinklered” prop- 
erty where, due to change in the F.LA. 
contract which offers the advantages ex- 
tended by mutual competitors, and where 
the changes in the liability assumed are 
frequent. For instance, in the F.I.A. 
policy on a qualifying sprinklered risk in 
addition the fire endorsement now at- 
tached to the contract also assumes 
without additional charge windstorm, 
hail, sprinkler leakage and explosion— 
also fire sprinkler leakage and water 
damage losses the result of riot. Some 
policyholders have therefore cancelled 
their riot insurance policies. This may 
or may not be all right. 

It is true that the F.I.A. policy as- 
sumes fire, sprinkler leakage and water 
damage losses the result of a riot, but 
it does not assume mob violence losses. 
Furthermore, in the explosion portion of 
the F.I.A. endorsement all “pressure 
container” losses are excluded. There- 
fore some assureds have cancelled their 
riot policies, being satisfied with this pro- 
tection described which is obtained with 
the F.I.A. fire policy without extra 
charge, but other property owners have 
ordered a pick-up policy which assumes 
the mob violence riot liability and also 
the explosion of pressure containers. The 
many fine points today in the insuring of 
fire and allied fire hazards, which are 
constantly changing, demand frequent 
check-ups and discussion of the situation 
between assured and agent or broker. 


Questions Asked by Assured 


Following are eight questions which 
any properly informed agent or broker 
can encourage his clients to ask—eight 
questions which every buyer of insurance 
should ask, and which every agent and 
broker should be able to answer: 

(1) Have there been any changes in 
the fire insurance policy in my state 
within the last six months? (2) What 
recent important changes have taken 
place in the insuring forms which are 
attached to my fire insurance policies? 
(3) What changes have occurred in the 
fire insurance rules applying to my ter- 
ritory within the last six months? (4) 
Have there been any rate changes the 
benefit of which I have not received? 
(5) Are my explosion hazards covered 
under some form or other? (6) Are 
there any “after changes” in my rate 
make-up which can be eliminated— 
changes due to poor housekeeping, ac- 
cumulation of oily rags or the like which 
do not call for any outlay of money to 
correct? (7) What allied fire hazards 
are not covered in the policies in force 
on the risk? (8) What is the general 
experience on the class of which my risk 
is a part? 

Malicious mischief is not a hazard for 
fire insurance companies, but a casualty 
cover, according to the recent interpre- 
tation of what is the difference between 
fire insurance, marine insurance and cas- 
ualty insurance. When sprinklers are 
shut off, as many are, there is no further 
need for sprinkler leakage insurance. If 
you are converting a specifically insured 
risk into a reporting cover, and you have 
specific insurance expiring nine. months 
or over, it can have an affect on the first 
year’s average rate. 

With all of these ramifications, and 
many more—and still more to come—it 
should be obvious to both the seller and 
buyer of fire insurance. (it isn’t, though) 
that periodical conferences are necessary 
in order to service the situation. A 
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DECISION ON “OUT-BUILDING” 
Michigan Supreme Court Holds Contents 
Policy Does Not Extend to 
Summer Cottage 
The Michigan Supreme Court, in a 
current opinion, holds that a summer cot- 
tage erected for rental purposes on the 
same property as that occupied by the 
owner’s home cannot be construed as an 
“out-building” whose contents are in part 
covered by a household furniture fire 

policy written on the main dwelling. 
The case, that of Sarah Gerston v. 
Western Assurance, arose out of a fire 
which destroyed a cottage built by Mrs. 
Gerston about fifty yards from her resi- 
dence at South Haven, Mich. The cot- 
tage had been occupied during the sum- 
mer resort season but had been closed 
about a week when the fire started. It 
contained the usual furniture for sum- 
mer occupancy. Mrs. Gerston sought to 
collect for part of her loss by raising the 
claim that the cottage was legally mere- 
ly an “out-building” and that its contents 
vere therefore covered under the con- 
tract terms of the policy insuring con- 
tents of her own home. A clause in the 
Michigan standard fire policy states that 
coverage up to 10% of the face of the 
policy is granted for furniture stored in 
out-buildings on the premises. , 
Justice Howard Wiest, in writing the 
opinion reversing the lower court deci- 
sion granting Mrs. Gerston’s claim, 
found that the intent of the contract 
was much narrower than the interpreta- 
tion given it by the lower court jury. 


HARTFORD BOARD NOMINEES 

The Hartford Board of Fire Under- 
writers will hold its annual meeting and 
dinner at the Hotel Bond on January 
9. Those nominated for officers during 
1934 and who will be voted on at this 
meeting include the following: for presi- 
dent, T. W. Brown of Geo. B. Fisher 
Co.; vice-president, Paul B. Godard of 
Rice & Co.; secretary-treasurer, Edwin 
S. Cowles, Jr., of E. S. Cowles & Son. 
Executive committee: W. H. Wiley of 
Tuller, Wiley Agency; Paul S. Avery of 
Robert J. Farrell Agency; Victor Hell- 
man; Thomas Oakes of Allen, Russell & 
\llen, and Edward M. Denniston of 
Denniston & Son. 


DEATH OF ARTHUR A. LAWSON 

Arthur A. Lawson, for years a part- 
ner in the well-known Boston agency of 
John C. Paige & Co., died suddenly at 
his home in Arlington, Mass., on De- 
cember 26. He was 67 years of age. 
Although not in the best of health for 
some time he was at the office Saturday 
aad his passing was wholly unexpected. 
He became associated with the agency in 
1994 and was made a general partner in 
1912. Outside of insurance he was a 
Masen and prominent in the civic and 
club life of Boston and Arlington. He 
is survived by a widow, a son and a 
daughter. 


NAMED N. Y. SUBURBAN SPECIAL 

John B. McMillan has been appointed 
special agent of the Providence Wash- 
ington in the New York suburban terri- 
tory. He succeeds C. N. Wilkinson, who 
has been recalled to New England due 
to the incapacity of another field man. 
Mr. McMillan is a trained engineer and 
has a thorough knowledge of rating 
methods. 


JOINS UNION OF CANTON 
J. W. Binnie, formerly Canadian man- 
ager of the Globe & Rutgers, jo‘ned 
the Canadian executive staff of the 
Union of Canton group on January 1. 
He has the title of associate man- 
ager and will assist in the general de- 
velopment of the Union’s interests in 
Canada. His headquarters are in the 
Lewis building, Montreal. C. E. Sword 

is Canadian manager of the Union. 


“check check” here will save a “check 
check” there and earn for the agent and 
broker, if he can qualify—and it’s para- 
mount today that he should—a “check 
check” everywhere. 
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arsiN THE threshold of its one hundred and 
twenty-fifth year the North British & Mer- 
cantile Insurance Company, Ltd. looks 
forward with confidence to the future, 
resolved to maintain the traditions of the past 
and the prestige of the present, secure in the 
loyalty and support of its agents who have made 
this anniversary possible. 

During a century and a quarter it has weathered 
conflagrations, panics, and lean years without wav- 
ering, at all times pursuing a policy of sound un- 
derwriting and conservative investment, as well as 
maintaining its reputation for paying just claims 
promptly and cheerfully. 

The development between its beginning and the 
height now reached tells its own tale of enterprise 
and good management. 


a 
North British & Mercantile 


Insurance Company, Ltd. 


C. F. SHALLCROSS, U. S. Manager 
150 WILLIAM STREET NEW YORK 
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Knickerbocker Will 
Absorb Cosmopolitan 


DIRECTORS APPROVE PROPOSAL 





Knickerbocker a Member of Corroon & 
Reynolds Group; In Business 
More Than 20 Years 

Stockholders of the Knickerbocker of 
New York and the Cosmopolitan Fire of 
New York will meet later this month to 
act on recommendations of the boards 
of directors that the two companies be 
merged as of December 31, 1933, with the 
Knickerbocker absorbing the Cosmo- 


politan. After the stockholders hav 
voted then the plan must be submitted 
to the New York Insurance Department 


for approval before it can become ef- 
fective. 

Capital of the merged company will 
be $1,000,000, consisting of 200,000 shares 
of the par value of $5 each, and the 
shares will be divided between the stock 
holders of the respective companies on 
the basis of net worth as ascertained ac- 
cording to the merger agreement. All 
assets of the company in excess of its 
liabilities and capital will be passed to 
the surplus of the merged company. 

The Knickerbocker was organized 
more than twenty vears ago and is one 
of the Corroon & Reynolds group of in- 
surance companies. The Cosmopolitan 
Fire was organized in 1928 and reinsured 
all of its business in 1931, at which time 
it discontinued active operations. 


NEW YORK DEPT. HONORS HOEY 


Members of the staff and alumni of 
the New York Insurance Department 
gave a testimonial dinner for James J 
Hoey of Hoey & Ellison and newly ap- 
pointed Collector of Revenue for the 
Second District of New York last Fri 
day night at the Planters Restaurant on 
Greenwich Street. About sixty were 


present and Judge Joseph Keller of th« 


Municipal Court, former counsel of the 
Department, was toastmaster Other 
speakers included Alfred Hurrell, vice- 
president and general counsel of th« 


Prudential of Newark; William H 
Hotchkiss and Jesse S. Phillips, both 
former New York Superintendents, and 
Mr. Hoey, who at one time was Second 
Deputy Superintendent. 


HASELTINE SMITH DIES 
Haseltine Smith, 
brokerage firm of 


insuranc< 


Phila 


head of an 
that name in 


delphia, died suddenly Tuesday. He was 
58 years of age and had been in insur 
ance for more than thirty years. Hasel- 
tine Smith & Co., of which he was presi 
dent, was founded in 1930. Funeral 
services were held yesterday at the Sec- 


ond Presbyterian Church. 


PLAN CHANGES IN VA. LAWS 

A committee on recodification of the 
insurance laws of Virginia is putting thi 
finishing touches on a report which it 
plans to submit to the general assembly 


when it meets this month in biennial 
session It has been at work on the 
report for several months. It is under- 
stood that some important changes in 
the present laws are to be recommended 


GRACEY HEADS LOSS BUREAU 
in complete 


Hartford 


Gracey is now 
manager at 


3urton B. 
charge as branch 


for the Eastern department of the Fire 
Companies’ Adjustment Bureau. This 
office was opened in Aucust, 1932, with 
Frank W. Tuttle and Mr. Grac« in 
charge. Mr. Tuttle is likewise bureau 
manager at Springfield, Mass., and has 
been dividing his 7 mee between the two 
fields. With the close of 1933 he relin 
quished supervision of the Hartford 
field. 


FIREMAN’S FUND DIVIDEND 
Fireman’s Fund of 
week declared the 


Directors of the 
San Francisco last 


egular quarterly dividend of 75 cents a 
share. pavable January 15 to stockhold 
ers of record January 5 





Kenneth Cole President 
Of Western N. Y. Club 


The Western New York Field Club 
elected the following officers at its an- 
nual mecting in Rochester last Saturday: 
president, Kenneth Cole; vice-president, 
Edward Spaulding; secretary-treasurer, 


Arthur Jahnsen; executive committee, 
Robert Forrester, William Porter, How- 
ard Fetter, John Forbes and John 
Marvin 

Robert S. Garvie, formerly state agent 
and recently clected assistant secretary 
of the Aetna (Fire), was presented with 
a wrist watch and Charles B. Cleaves, 
recently placed in charge of the sprin- 
klered risk department of the Schedule 
Rating Office of New Jersey, was pre- 
sented with a traveling bag. Both were 
members of the Western New York 
Field Club prior to their promotions. 


C. McC. Clarke, Pressincnt 
Agent in Buffalo, Dies 


Charles McClellan Clarke, 78, widely 
known Buffalo insurance agent, passed 
away December 28 in his home in 
Wanakah, a suburb of that city. Mr 
Clarke served as a partner in the Arm 
strong, Roth, Cady Co., operating one 
of the larg lotal agencies in Buf- 
falo, up to August 1, when he re- 
tired because of ill health. He enjoyed a 
wide acquaintance in insurance circles as 
the result of his long and broad 
knowledge of the business 

For 40 years Mr. Clarke served as 
senior warden in St. Andrew’s Episcopal 


est 
1933, 


SCTVICé 


Church, Buffalo. The widow and a son 
survive. 

AN INSURANCE CHRISTENING 

Daniel Langhorne Coulbourn, Jr., was 
christened last week with G. Gordon 
Long, Virginia state agent for the Aetna 
(Fire) group, as his godfather. His 
father is state agent with Richmond 
headquarters for the National of Hart 
ford. The ceremony took place in the 
home of his grandfather, Thomas H 
Bigger, chief clerk in the Virginia In- 
surance Department. The youngster is 
a great-nephew of Colonel Joseph But 
ton, former Virginia commissioner, now 


president of the Union Life of Richmond 


MISS EDNA B. LEWIS DIES 


Miss Edna B. Lewis, an insuranc« 
broker for many vears and one of the 
pioneer women in this branch of the 
business, died at her home in New York 
on Christmas night. She was 51 years 
of age. A native of Poughkeepsie, N 
Y., she was graduated from the Normal 
School in Detroit and held various 
teaching positions before entering insur- 


ance. Miss Lewis was head of the Wo- 
man’s Bureau at 12 East Forty-third 
Street 


GREENWICH BOARD OFFICERS 

. F. Whalen was re-elected president 
of the nwich Insurance Board of 
Greenwich, Conn., recently. The other 
officers are: Vice-president, C. J. Wold, 
and secretary-treasurer, T. J. Glines. 
Members of the executive board include 
\. M. Boles, C. W. Carvette, E. L. 
Tracy, C. H Dayton and W. W. Louden. 


Gres 


ALLEN V. B. MYERS WEDS 


Allen V. B. Myers of the firm of My- 
ers & Stell, insurance agents of Newark, 
N. J., was married on Wednesday, De- 
cember 27, at East Orange, N. J., to Miss 


\nne Law. They left immediately after 
the ceremony for a wedding tour of the 
South. Thev will reside in East Or 
ance 


SUBURBAN FIELD DIVIDED 

Edward C. Ryan, special agent for the 
Hanover in the New York suburban field 
for several vears, has had his field di 
vided. He will henceforth have all of 
Long Island and_ possibly Richmond 
County. J. R. Thompson, a home office 
man, will take over the field work in 
other counties formerly under Mr. Ryan 


Ralph B. Ives Dead 
24) 
former vice-president of the Eastern Un- 
derwriters Association and chairman of 
its executive committee; also he served 
with distinction on committees of other 
insurance bodies. Because of his remark- 
able understanding of fire insurance 
problems, his administrative ability, his 
definite ideas on how the business could 
be improved to mect public needs and 
his fine character he will be deeply 
missed in these difficult times. 
Born in Hartford on January 17, 
a son of the late John S. and Annie 
Chapin Ives, he attended the public 
schools. After being graduated from the 
Hartford High School he came to New 
York and entered the construction busi- 
ness. Returning to Hartford in 1904 he 
entered the employ of the Aetna (Fire) 
as a clerk. Three years later he was 
made special agent and adjuster for Con- 
necticut, Vermont and western Massa- 
chusetts. In 1910 and 1911 he was elected 
chairman of the New England Insurance 
Exchange executive committec. 


(Continued from Page 


1883, 


Became President in 1923 


Mr. Ives was elected assistant secre- 
tary of the Actna Fire in 1912 and in 
June, 1915, was sent to Chicago as man- 
ager of the company’s western depart- 
ment. Mr. Ives became one of the in- 


surance leaders of Chicago, exerting a 
powerful influence by reason of his force- 
ful leadership. In 1919 Mr. Ives was 
elected vice-president of the company as 
further recognition of his service. After 
the death of William B. Clark, president, 
Mr. Ives was elected to fill the vacancy 
in January, 1923. He also was elected a 
director 

Hiaving proved while serving in the 
field that he was an organizer of ability, 
Mr. Ives was well qualified to undertake 
the work in connection with plans for 
the expansion of the Actna Fire. 

The World Fire & Marine was organ- 
ized with Mr. Ives as president and wrote 
its first risk January 4, 1924. The com- 
pany was launched with capital of $1, 
000,000. Today its assets aggregate ap 
proximately $4,400,000. The Century In- 


demnity was organized under the direc 
tion of Mr. Ives, its president. Char- 
tered under another name in 1917 the 
\etna Fire acquired it and received a 


license to begin business in December, 
1925, under the name of the Century In- 
demnity. The initial capital was $500,- 
000. The Century has expanded under 
the sponsorship of the Aetna Fire. Its 
capital has been increased from time to 


time and now aggregates $800,000. Total 
assets are $6,600,000. 

The Piedmont Fire of Charlotte, N.C 
was acquired by the Actna Fire interests 
in May, 1930, Mr. Ives becoming presi- 


dent. This company has capital of $200,- 
000 and assets of about $1,000,000. 

During the presidency of Mr. Ives the 
capital of the Aetna (Fire) was increased 
from $5,000,000 to $7,500,000 and assets 
grew from $40,000,000 to more than $50,- 
000,000 


Director of Several Banks 


Mr. Ives, in addition to serving as an 
executive of the insurance companies 
mentioned, was president and director of 


the Mayflower Securities Company, the 
investment holding company of the Aet- 
na Fire. He was a director of the Hart- 


ford National Bank & 
and was a trustee of the Society for Sav- 
ings. He was one of the organizers of 
the Bankers Trust Company and a mem- 
ber of the board of directors. 

Mr. 


Trust Company 


Ives was a member of the Drug 
& Chemical Club of New York, the Hart- 
ford Club, the Hartford Golf Club and 
the Wampanoag Golf Club 

the former Miss Edith 
leaves a son, Louis King Ives; 
Mrs. Nettie Ives Miner of 
two sisters, Mrs. Thomas 
Booth of Boston, and Mrs. William UI- 
rich of Glastonbury, and two grandchil- 
dren, John and Barbara Ives. 


Besides his wife 
King, he 
a daughter, 
Hartford; 


North America Makes 
Field Changes in West 


Two appointments, three transfers and 
two resignations in the Western depart- 
ment field staff of the North America 
group are announced by C. R. Tuttle, 
Western manager. H. C. Barry and 
Alex. R. Graham were named special 
agents at Cleveland and South Bend, re- 
spectively. Don M. Berlin and Paul R. 
Ingles, special agent and state agent, re- 
spectively, at Oklahoma City, resigned. 
T. F. McMahon, marine special agent at 
Cleveland, was transferred to Minneap- 
olis; Walter R. Millar, marine special at 
Minneapolis, was transferred to the Chi- 
cago underwriting department, and F. A 


Williams, special agent at South Bend, 
went to Oklahoma City for the North 
America and Philadelphia Fire & 


Marine. 


Seek to Recover Funds 
From German Companies 


Stockholders of the Iduna Insurance 
Co. of Germany have agreed to request 
criminal proceedings and to enter civil 
suits against officers responsible for what 
was described as the loss of more than 
$4,000,000 invested in the company by 
American interests, according to Asso- 
ciated Press reports. This move fol- 
lowed an appeal by Charles Denby, a 
lawyer of Philadelphia, to the stockhold- 
ers for fairness to American investors 
and for recovery of at least a part of the 
American investment with the Iduna 
companies which it is charged has been 
practically confiscated. 

Carl F. Sturhahn, president of the Ros- 
sia International Corp., which as a hold- 
ing company held large stock interests 
in the Iduna companies, says that the 
collateral in Germany to cover a loan to 
the Rossia International is worth several 
times the amount of the loan and that 
repayment was made virtually impossible 
because of technical difficulties. Ameri- 
can interests are incensed because the 
collateral worth nearly 18,000.000 marks 
has been taken to satisfy a debt of less 
than 5,000,000 marks. 


W. B. Brandt Enlarges 
Pacific Coast Agency 


W. B. Brandt & Co., Inc., well-known 
San Francisco office, has been appointed 
Pacific Coast general agent for the all 
risks and marine departments for five 
fire companies and as general agent for 
the National Casualty for all casualty 
and surety lines. The fire companies 
include the Sun of Lendon, Patriotic, 
Atlas Assurance, Providence Washing- 
ton and the Anchor. The Brandt office 
has headquarters in the Mills Building 


on Bush Street in San Francisco and 
will continue to maintain its contacts 
with the London market. Branch of- 
fices are located in Los Angeles, Chi- 
cago and New York. the last named at 
111 John Street. Wm. H. McGee & 
Co. of New York named the Brandt 


office as general agents for the Sun and 


Patriotic. 


JAMES L. CASE SERIOUSLY ILL 

James L. Case, of Norwich, Conn., past 
president of the National Association of 
Insurance Agents and one of the best 
known agents in the country, is reported 
as seriously ill with double pneumonia. 
He was to have presided at a meeting 
in Boston today of the New England 
Advisory Board of which he is chairman. 
The meeting will still be held, however, 
despite Mr. Case’s absence. 


FEDERAL WRITING FIRE RISKS 

The Federal of New Jersey, under the 
management of Chubb & Son, is now 
prepared to write fire insurance and al- 
lied lines in the New York City area but 
is not yet in a position to consider agen- 
cy appointments. A. H. Witthohn, form- 
er vice-president of the Globe & Rutgers, 
is in charge of the Federal’s new fire 
insurance department. 
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No GAMBLER 


would even take 
such a chance. But many 
careful people risk their 
homes and money by 
underinsuring or buying 
cut rate policies. 
The responsible agent 
sells adequate insurance 
up to a standard — not 
down toa price. 


MMA W\PROVED BY \ THE ACID TEST/OF TIME /J /f . : 


of Insurance Companies 


NIAGARA FIRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM. Chairman of the Boords 
BERNARD M. CULVER. President 


The AMERICA FORE GROUP 


THE CONTINENTAL |NSURANCE COMPANY 
AMERICAN EAGié FiRE INSURANCE COMPANY - 
FIDELITY-PHENIX FIRE INSURANCE COMPANY 
First AMERICAN FirRE INSURANCE COMPANY 


Eighty Maiden i oe New York,N.Y 
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Tribute to George Berry 

1 admire the spirit of a very good 
friend who wrote me a nice letter com- 
menting upon mv column, though he is 
lame in legs and feet. He says with re- 
spect to his illness: “In the twenty-five 
months of sickness I have escaped a 
doctor’s bill for only three months. I 
am doing my share, N.R.A.?” 

He is George Berry of Brooklyn, N. Y., 


a veteran field man who has traveled 
with me over 35 years. The man who 
can make a joke about his own illness 


or misfortune or trouble is truly a man,— 
and it requires more mental and physical 
fortitude to exercise a sense of humor 
under such trying circumstances than 
any military or public hero displays. It 


is true heroism. 
George Berry was successively and 
successfully special agent of the old 


Hamburg-Bremen, the Thuringia, general 
agent for various companies and now a 
gveneral agent in metropolitan and su- 
burban districts. In all these years he 
always maintained a high code of ethics 
in his business and personal relations 
with his competitors. A square shooter 
and fine gentleman of sterling qualities, 
one of the salt of the earth and I have 
been proud to number him among my 


friends. The old homely verses that end 
with: 
“But the man with a smile 
Is the man worth while 
When anything goes dead wrong.” 
x + k 


A Good Fieldman Keeps Smiling 


It may have never occurred to the av- 
erage agent that when he tells his trou- 
bles to a visiting special agent, the spe- 
cial agent who listens to him with a 
smile may be heartbroken about some 
misfortune or sorrow from a_ business 


and or personal and family point of view, 
but he keeps smiling and doesn’t re- 
taliate by telling his agent his troubles. 
In times gone by the special agent was 
the father confessor and personal and 
business and family friend and helper. 
This is still true to an extent but not, 
I think, as general as formerly, more’s 
the pity, and I think the business has 
suffered accordingly. 

Newspapers, especially 
writers, enlarge on the heroism of avi- 
ators who in the mail service have slo- 
gans about “Nor weather, nor misfortune, 
etc., stops the service.” Also sea cap- 
tains who save life (in the line of their 
duty) are put on pedestals to be heroized 
for performing their duty. Theatrical 
people say: “The show must go on.” 
Also the special agent who gives solace 
and comfort to his agent friends, though 
his heart may be breaking, and keeps 
smiling no matter how poorly he feels 
physically and mentally, and says to him- 
self “The show must go on.” He ex- 
pects no praise or hero worship and is 
not given publicity, but is a hero in his 
way nevertheless, with no ulterior mo- 
tives or hope of reward. It is part of 
the game, with us 

* * * 


the sob-story 


Comment of a Company Executive 

\ company executive at Hartford, 
where there is quite a colony of old New 
York State “boys” among the fire in- 
surance officers writes in part as follows: 

“While it is, of course, some time since 
I have had the pleasure of meeting and 
visiting with you, you are one of the few 
old friends in the New York State field 
that I have not entirely lost contact with 
through my removal from it, because I 


TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








meet you face to face everv week when 
[ read your column in The Eastern Un- 
derwriter, and I assure you that I enjoy 
your writings and have been for some 
time going to drop you a line and tell 
you how much I appreciate them. I 
hope you will keep them up because I 
know that they are a source of pleasure 
to many of us ex-fieldmen. 

“With best wishes, and trusting that 
you will have a Merry Christmas and 
everything that goes with it, and that I 
may have the pleasure of running across 
you sometime when I am in the New 
York State field on a periodical trip.” 

e 2 & 


A Good Story From James A. Hays 


The following contribution came to me 
from james A. Hays, member of a well- 
known agency at Amsterdam, N. Y. The 
incident happened when Mr. Hays was a 
clerk in the agency he now heads: 

In the early eighties when I was a 
clerk in the insurance office of Munson 
& Birch at Amsterdam, N. Y., the Rev. 
D. W. Dayton was the popular pastor 
of the Methodist Church and frequently 
called at the office as Mr. Birch was a 
prominent member and trustee of the 
church. Mr. Munson who was fond of a 
joke irrespective of who might be the 
victim, said to the minister one day, 
“Dominie, I am afraid we are going to 
have trouble with that policy of yours 
which will soon come up for renewal.” 

“Why, why, what’s the matter,” said 
the dominie in a manner indicating as- 
tonishment tinged with resentment. 

“Well,” said Munson, “the company 
finds that it covers $1,000 on your furni- 
ture and $300 on your manuscript ser- 
mons and it feels the sermons are now 
so old and dry that they might cause 
spontaneous combustion and result in a 
total loss.” 

The minister was noted for his excel- 
lent sermons and was at first inclined to 
be miffed but soon saw the joke and all 
hands had a good laugh over Munson’s 
joke on the minister. 


I hope Tom Gallagher who knew 
George Munson quite well may enjoy 
this story. 
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Tribute to J. A. Brown of Albany 

Among the efficient employes of the 
rating bureau, J. A. Brown, Albany dis- 
trict secretary, stands out. It is not an 
easy job to face companies’ and agents’ 
criticisms and fault-finding when trying 
to serve both fairly and honestly, mixing 
downright good horse-sense and knowl- 
edge of the business with urbanity and 
good will, and maintaining the rules the 
companies themselves have laid down, 
without making agents sore. It takes a 
lot of tact to carry on an office like this. 

* * a 


Wanted—Ideas For Good Stories 

After running this column for nearly 
four years I think every time I send in 
an instalment that it is the last. Some 
of my good friends are coming to my 
rescue, however, and send in or tell me 
quite a lot of “tales.” Many of the 
things I have written about are from my 
own experience of over forty years on 
the road and in home offices, but re- 
cently I have had to rely more and more 
on what my friends tell me, and I wish 
they would help me more. I cannot con- 
tinue indefinitely without their help, but 
have to keep on going for a while yet, 
anyway. Recently my friend, Tom Mar- 
son, at Hollywood, wrote me referring 
to an incident that happened at the re- 
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cent fifticth anniversary of the Under- 
writers Association of New York State. 
He asked me whether any assistance was 
needed from the undertakers (who were 
having their banquet the same evening 
we had ours) by the underwriters after 
our banquet. I can assure him that no 
help was needed. 
x x 


A Fieldman’s Woes 

In our large insurance companies it is 
inevitable that there should be duplica- 
tions at times in requests and instruc- 
tions to fieldmen. There are matters 
which may relate to several departments, 
or be on the border line, and each de- 
partment naturally follows the matter up 
as a department, feeling the responsi- 
bility and not always being able to co- 
operate with other departments. So it 
happened that a fieldman I knew told 
me he had received three letters on the 
same subject within three days from 
three different departments of his com- 
pany. He replied to each one dutifully, 
adding that he now knew what was 
wanted fully, and assuring each posi- 
tively that he was giving the matter his 
attention. In all six letters were writ- 
ten. I told him that a sense of humor 
would help him considerably in his daily 
duties as a fieldman. 

* * * 


Success Can Be Achieved Honestly 

I have met men who would size up a 
man who was unfailingly honest and 
square, because they could not under- 
stand that anybody could be so and suc- 
cessful as a “sly fox” or “old fox.” There 
will always be men who impute sordid 
motives to their honest competitors, be- 
cause they have been crooked at heart 
themselves and gotten away with it, for 
a time at least. A capable man does 
not have to stoop to little tricks and dis- 
honesties to get what he is after. Trick- 
ery, subterfuge and minor dishonesties 
are used only by men who haven’t the 
ability to achieve results otherwise. 


ERIE COUNTY INSURANCE 
After a long squabble the Erie County 
Board of Supervisors at Buffalo, N. Y., 
has voted to allow each member cf the 
board to dole out to an insurance agent 


of his choosing business amounting to 
$140 in premiums for fire coverage on 


county buildings. Efforts to have a 
blanket policy cover all the property as 
a means of economy failed in favor of 
the action taken. 
ESSEX COUNTY MEETING 

The regular meeting of the Essex 
County (N. J.) Board of Underwriters 
was omitted for the month of Decem- 
ber, due to the fact that the mecting 
would have been held the day after 
Christmas, but a meeting will be held 
early in January in Newark. 
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DECISION ON CANCELATION 


New Jersey Supreme Court Holds In- 
sured Can’t Arbitrarily Cancel With- 
out Mortgagee’s Consent 

An insured under fire policies contain- 
ing a loss payable clause cannot arbi- 
cancel the policies without the 
consent, the New Jersey 
Court holds in an action by 
Schellhorn Brothers Real Estate Agency 
against the National Liberty for un- 
earned premiums on the policies. 

The policies contained a provision au- 
thorizing the insured to cancel them at 
any time, or the company to do so on 
five days’ notice, but they also contained 
a provision that if, with the insurer's 
consent, an interest under the policy 
should exist in favor of a mortgagee, the 
conditions in the policy should apply in 
the manner expressed in such provisions 
and conditions of insurance relating to 
such interest as should be written upon, 
attached, or appended thereto. A rider 
attached to the policies reserved right 
to the company to cancel the policies at 
any time as provided by their terms, but 
in such case the policies to continue in 
force for the benefit of the mortgagee 
for ten days after notice to the mort- 
gagee of such cancellation. 

The right of cancellation as given in 
the first provision, the court said, is sub- 
ject to the condition that if there is a 
mortgagee clause that brings the mort- 
gagee in as a party in interest without 
whose consent the policy cannot be can- 
celed. Judgment for the plaintiff was 
reversed. 

The New York Appellate Division has 
construed a similar provision in the New 
York statute in the same way, in Lewis 
v. Lancashire Fire, 78 Misc. 176, 137 N.} 
¥. 5. oe. 
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AGENCY 40 YEARS OLD 

H. E. Colwell & Sons, New Rochelle, f 
N. Y., are celebrating the agency’s for- | 
ticth anniversary. It has represented the | 
Northern Assurance for three decades. | 
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Firebug’s Match Held 
To Be Unfriendly Fire 


MICHIGAN COURT DECISION 


Insurer Held Liable for Explosion Loss, 
Too, Because Match Flame Pre- 
ceded Explosion 

A match used by an incendiary in an 
effort to fire a building may not be con- 
strued as a “friendly fire” as is the case 
with ordinary matches or lamps and the 
fact that the match sets off an explosion 
of gases rather than simple combustion 
does not prevent the ensuing blast and 
blaze from coming under provisions of 
a fire policy according to the Michigan 
Supreme Court in Earl R. Cole and Inez 
M. Cole vs. U. S. Fire and North River. 

The defendant companies contended 
that they were responsible only for the 
damage by actual fire and not for explo- 
sion damage when Thomas N. Sickrey, 
purchaser of certain Grand Rapids prop- 
erty on contract, destroyed the dwelling 
in an effort to cash in on the fire policy 
which had been issued to him rather than 
to the sellers who still held a heavy in- 
terest in the property. Sickrey pleaded 
guilty to an arson charge and was sen- 
tenced to prison, giving a quit claim deed 
to the property to the Coles, with whom 
he had contracted to purchase it. 

Explosion Came Immediately 

It was shown that the Coles applied 
for the insurance themselves but that 
the policy was issued to Sickrey with a 
mortgage clause attached. Sickrey, being 
unable to continue payments, sprinkled 
gasoline throughout the basement and 
threw a match in the window. An ex- 
plosion, rather than a fire, ensued im- 
mediately, Sickrey’s own clothing being 
ignited and fire later destroying the 
dwelling. 

The Supreme Court found no merit in 
the defendants’ denial of liability for 
damage due directly to the explosion. 
The explosion, it was found, was an ac- 
cident occurring in the course of an at- 
tempt to burn the property and did not 
take the loss out of the fire category. 
Both the gas, which caused the blast, 
and the incendiary’s match were found 
to have been unfriendly agencies and 
the flame of the match must therefore 
be construed as a fire preceding the ex- 
plosion, thus bringing the loss wholly 
within provisions of a fire contract. 
There was a minority opinion signed by 
two justices in which it was held that 
circumstances of the procuring of cover- 
age warranted reversal of the lower 
court decree for the plaintiffs. 





LEGION DINNER JANUARY 24 


In honor of former Commander James 
H. Russell, who is still at home with a 
broken knee- cap, Insurance Post No. 
1081 of the American Legion will hold a 
dinner party in New York on January 
24. In less than six months the mem- 
bership of this post has increased from 
under 150 to over 200. A membership 
drive is now being conducted under the 
leadership of “Larry” Kane of Frenkel 
& Co., chairman of the membership com- 
mittee. In the future the post will hold 
its meetings on the second Tuesday of 
every month. As a result of the charity 
ball in November the post has over 
$3,000 to use for the new free insurance 
employment bureau. 





CHARLES E. MONROE DIES 

Charles E. Monroe, former Ohio state 
agent for the New York Underwriters 
Insurance Co., died recently at the 
age of 66 years at his winter home in 
Miami, Fla. He had been retired sinc« 
1926 after serving the company for 
about thirty years. His father, Col. Wil- 
liam M. Monroe, was state agent for the 
New York Underwriters Agency in Ohio 
for many years 

Nearly 500 brokers, agents, company 
officers and others attended the New 
Year’s party given last Friday afternoon 
by the C. R. Rikel Agency of Brooklyn. 
Music, dancing and cards were on the 
entertainment program 
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GOOD FOOD .. GOOD SERVICE .. GOOD CHEER 


you'll find them all 


at 


Golden Hill 


at Fulton and William Streets 





Coitas Golden Hill was just made for you folks 
of the downtown insurance district who want a 


cozy, friendly eating place where you can relax and 
hobnob with your friends ..and where good food and 


good drinks are in keeping with your surroundings. 


You'll especially like the Colonial Room for small 
informal gatherings. And there are semi- private 
.. there’s 
the Lunch Counter. Drop into Childs Golden Hill 


at Fulton and William Streets, today! 


rooms, as well. And, if you’re in a hurry 


THE NATION’S HOST FROM COAST TO COAST 
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New Rates in West 
On Whisky Warehouses 


A new schedule for rating whisky 
warehouses, including barreling houses 
and cistern rooms, for use in Western 
Union territory, has become effective in 
Kentucky, and probably will be extended 
to other states in the territory, and per- 
haps also to the East. It is in the form 
of a seven page pamphlet. There are 
a number of features to the new rating 
schedule, but the real outstanding fea- 
ture is the fact that large warehouses 
will be penalized. Minimum or basic 
rates apply to warehouses of less than 
20,000 barrels capacity; from 20,000 to 
30,000 the rate is five cents higher; to 
40,000 barrels ten cents higher; to 50,000 
barrels fifteen cents added; and more 
than 50,000 barrels capacity, the rate is 
twenty cents per $100 of value. 

Also, new published rates on every ac- 
tive distillery property in the state have 
become effective, or and including all 
concentration storage plants whether ac- 
tive or not. 


Lazard Publishes New 


Books of Marine Forms 


Two new catalogues of marine insur- 
ance forms have just been published in 
loose-leaf form by Joseph Lazard, 237 
Lafayette Street, New York City, and 
will be ready for delivery _ today. 
The books are up to date and complete 
in all details and contain the official pol- 
icy forms, attachments and clauses in 
use in the United States up to January 1, 
1934. 

One book comprises ocean hull and 
cargo, river hull and cargo, lake hull and 
cargo, fire on vessels forms, ete. The 
other is made up of all of the inland ma- 
rine insurance forms used in the United 
States. Arrangements have been made 
with the various underwriters’ commit- 
tees so that the publishers will be able 
to keep the catalogues of forms up to 
date and all changes in forms and new 
forms. A service list is being prepared 
for that purpose. 


German Children Must 


Visit Protection Museum 


Visits to the newly opened Museum 
for Fire Protection in Berlin have been 
made compulsory for pupils of the high- 
er classes in Berlin’s schools. About 400 
of these pupils visit the museum every 
weekday under the guidance of an ex- 
pert, who lectures on the devices for 
fire prevention and fire fighting. This 
knowledge is considered as essential to 
every German as fire waste is to a large 
extent preventable by proper care and 
education. 





AGRICULTURAL DIVIDEND 

A dividend of 55c a share, payable on 
ance 2, to stockholders of record on 
December 27, 1933. was declared bv the 
directors of the Agricultural of Water- 


town, N. Y. This ac‘ion continues the 
policy of protecting full dividends to 
shareholders. The additional 5c over the 


customary 50c dividend is ordered to 
more than provide for the 5% excise tax 
required under the National Industriai 
Recovery Act of June 16 last. 





RE-ENTERS SALVAGE BUSINESS 


Leopold Gans, who was in the salvage 
business here several years ago with his 
father, has just opened an office at 135 
William Street under the name of the 
Leopold Gans Salvage Co. Mr. Gans 
and his father, Samuel Gans, handled 
salvage for fire companies in New York 
from 1903 to 1915, with another office in 
Chicago. 


OGSTON REA RETIRES 
Ogston Rea, general adjuster of the 
Pacific Coast department of the Royal 
group since 1923, retired December 
31. A native of Brooklyn, N. Y., he 
joined the Royal in 1887 and went to 
California in 1905 in the loss department. 
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S. Nelken, Insurance Sherlock, 





Moves Laboratory to Paris 


S Nelken, criminologist, 
known as one 
insurance investigators and who has un- 


European 
of the most successful of 
insurance fraud 


covered a number of 


rings on that continent, has recently set 
up his crime laboratory in Paris, and in- 





Keystone View Co. 


S. NELKEN 


tends to make that city his headquarters 


instead of Berlin, where he had formerly 


been. 
Mr. Nelken is often called the Sher- 
lock Holmes of insurance for two rea- 


sons, one that he looks like the popular 
impression of that fictional detective, and 


the other that stories of the cases he 
has solved sound like adventures of 
Holmes. He is an engineer by profes- 
sion, and his technical studies have 


greatly helped him in his criminological 
work, both in the field of preventing 
theft or such crimes, and in the solution 
of others. 

For although his specialty is the pre- 
vention of theft by technical means, he is 
equally at home in crime detection and 
in the causes of fires. He is an expert 
in insurance matters and a criminologist 
experienced in police methods, questions 
and social importance and psychology 
Personal taste and preference made him 
capable of dealing with these questions, 


some of which are rarely studied by 


either the practical man or the theo- 
retician. ; 
A number of books have come from 


Mr. Nelken’s pen, including “Fire, Crime 


BOSTON BOARD SLATE NAMED 

The Boston Board of Fire Underwrit- 
ers will hold its annual meeting next 
Tuesday, January 9, and at that time will 
vote upon the following slate of officers: 
President, Herbert G. Fairfield of Rus- 
sell, Fairfield & Ellis; vice-president, 
John J. Cornish of Field & Cowles; 
retary-treasurer, James Davis; manager, 
William H. Winkley; assistant manager, 
Isaac Osgood: executive committee, 
Frederick C. Church, Jr., Frank A. De- 
wick, Harry W. Gilman, William Gil 
mour and Harold C. Read; advisory 
committee, Northern Assurance, Security 
of New Haven. and Herbert A. Knee- 
land of John C. Paige & Co. 


sec 


N. Y. FIELD CLUB TO MEET 
The Suburban New York Field Club 
will hold its January luncheon meeting 
on next Monday at 12:15 p. m. at the 
Block Hall Luncheon Club on South 
William Street. No announcement has 

been made with regard to a speaker. 


and Insurance,” “The Public and Crime,” 
and “Technique and Criminology.” 

In one of Mr. Nelken’s recent cases 
he broke up an arson family in a small 
village in East Prussia. The actual fire- 
setter was caught by Mr. Nelken when, 
claiming to have been at a moving pic- 
ture at the time of the blaze, the arson- 
ist could not describe the picture in the 
least correctly. 

The exposure of a gigantic claim ring, 
the Robertz group, which had been oper- 
ating successfully for twenty years, was 
another of Mr. Nelken’s exploits. 


ANGUS HEADS ACCOUNTANTS 
Other Officers wai Meniines of Execu- 


tive Committee Also Named at 
Meeting in New York 

At a meeting of the Insurance Ac- 
countants Association held recently the 
following officers were elected to serve 
during 1934: president, Robert C. Angus, 
Northern Assurance; first vice-president, 
F. R. Scott, New York Underwriters 
Insurance Co.; second vice-president, E. 
F. Coffil, Hanover Fire ; 
Maasen, Assurance; 
Edward H Yorkshire. 

J. Koenig, secretary of the Royal Ex- 
and A. R. Matthews, assistant 
the 


treasurer, F. W. 
London secretary, 


Bigee, 


change, 


secretary of Pacific Fire, were 


We 


clected to serve on the executive com 
mittee for the term of three years; 
while W. H. Talcott of the Scottish 


Union & National, replaced Miles Walsh, 
who has retired, for the unexpired term 
of two years 

The executive committee is now made 
up of the following: George W. Swal- 
low, New Hampshire Fire; W. H. Tal- 
cott, Scottish Union & National; 
ard P. Smith, Norwich Union Fire; C. L. 
Henry, Tokio Marine & Fire; J. Koenig, 
Royal Exchange, and A. R. Matthews, 
Pacific Fire. 


EQUITABLE FIRE DIVIDEND 

Directors of the Equitable Fire of 
Charleston, S. C., have declared a semi- 
annual dividend of 5% and an extra divi- 
dend of 1%, payable to stockholders of 
record December 31 


Mways Wort far 


WAS 
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When MisfortuneStrikes 


Ecouracep by sounder hopes of business improvement, agents 
and companies may step forward during 1934 with old-time courage 


and confidence. 


The Agent, most valuable to his community, realizes the assured 
relies upon him to arrange necessary protection and, more important, 
to place his insurance in companies of proven strength and character. 


The Strength, Permanence and Stability inherent in the character 
and financial structure of Fireman’s Fund companies are agency 


assets of real value. 


The agent who represents a company of the Fireman's Fund 
Group can sell with unbounded confidence and assurance, knowing 
that the policies of any of these companies are always worth par 
when misfortune strikes. 


Tire Automobile Marine : Casualty : Fidelity: Surety 


IREMANS FUND GROU 


Firemans Fund Insurance Company ~ Occidental Insurance Company 
| Home Fire & Marine Insurance Company 
Firemans Fund Indemnity Company ~ Occidental Indemnity Company 


New York 


Chicago 


* SAN FRANCISCO — : 


Boston Atlanta 
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Engineering Dep't. Services 


(Continued 


Usually around fifty of these 
completed annually but for 
year ending May 1, 1934, about 
twenty such reports will be made. How- 
ever, this work will be augmented large- 
ly by the preparation of supplementary 
many 


reports are 
the 
only 


fiscal 


reports covering other cities. 
Whereas the full reports supersede those 
made in previous years, 
tary reports bring up-to-date those made 
before and include only such changes as 
have occurred in the meanwhile. By this 
system more cities can be covered by the 
National Board during the 
course of a single year. 
Upholding Fire Dep’t Efficiency 

In the large majority of cities through- 

local governmental au- 


the supplemen- 


engineers 


out the country 
thorities, with 
have had to economize and naturally ap- 
propriations for the maintenance of fire 
have suffered. The Na- 


faced decreased income, 


departments 


tional Board engineering department is 
being asked constantly to give advice to 


mayors, fire department heads and 
others as to how cuts in expenses may 
be made with the least effect on the ef- 
ficiency of the fire departments. Credit 
goes both to these local governments 
and to the fire insurance engineers for 
the success that has been achieved in the 
last few years in preventing an increase 
in fires. No serious conflagration has 
occurred for many months. 

With the total effectiveness of local 
fire departments reduced somewhat, 
nevertheless, through financial difficulties 
of municipalities, the National Board en- 
gineering department is placing special 
emphasis now on the importance of in- 
spections and control of hazards by fire 
department members. This includes not 
only efforts to remove accumulations of 
rubbish but likewise control of industrial 
processes involving fire hazards. At- 
tacking the fundamental causes of fires 
is having a valuable effect today, Mr. 
Booth says. 

During the early part of 1933 the com- 
mittee published a comprehensive report 
on the southern California carthquake 
and this has met with an unusually heavy 
demand from seismological authorities, 
libraries and others. Requests for copies 
of this report are still being received and 
it is said that no other report of the 
committee has had wider distribution. 

At the present time the National 
Board committee is working on several 
other special reports. One of these has 


from Page 1) 

to do with the drawing of regulations 
for piping of anesthetic gases and the 
construction of oxygen chambers in hos- 
pitals. The committee has the coopera- 
tion of the industries involved, hospital 
authorities, and the National Fire Pro- 
tection Association. 


Special Reports in Preparation 


In a few months a report will be is- 
sued covering good practice require- 
ments for the transportation of liquified 
petroleum gas, commonly known as cas- 
inghead gasoline, by automobile trucks. 
This type of gas is being used more in 


industry today than heretofore and as 
there are numerous fire hazards in- 
volved, the National Board believes that 


proper regulations for controlling these 
dangers should be adopted generally and 


pre ymptly. 
The committee is also about to start 
revising existing regulations to cover 


hazards of tailoring and clothes pressing 
establishments. In an effort to reduce 
expenses many such shops are installing 
oil-burning devices to replace heat 
for boilers supplying steam to pressing 
machines. Although the cost of the oil 
heat is about half that of the gas heat, 
the use of oil creates serious dangers to 
health by increasing the amount of car- 
bon monoxide as well as adding to the 
likelihood of fire. 

As all who have ever 
loads of bananas en route from a south- 
ern steamer to warehouses know, this 
tropical fruit is brought into the country 
green. Bananas are ripened by the ap- 
plication of artificial heat, plus moisture 
in the atmosphere, and it is customary 
to use city gas for heating purposes. 
However, in order to speed up the proc- 
ess of ripening the use of ethylene is not 
uncommon. This gas is far more in- 
flammable than ordinary gas and so the 
installation of equipment must be cor- 
rect in order to avoid a serious increase 
in fire hazard. The National Board en- 
gineering department is now engaged in 
preparing regulations to minimize this 
danger. 

Thus one 
sification of 
members of 
vention and 


as 


watched truck- 


diver- 
the 


secures an idea of the 
the problems facing 
the committee on fire pre- 
engineering standards and 
the department. By constant watchful- 
ness, by close contact with inspection 
bureaus in all parts of the country and 
by offering full cooperation to all scek- 


ing knowledge as to fire prevention 
methods, this division of the National 
Board is able to maintain its high de- 
gree of usefulness to both the nation 


and the fire insurance business 


National Board Issues Report 
On Passaic River Oil Hazards 


Conditions along the Passaic River in 
New Jersey with respect to the fire haz- 
ard from oil distributing stations are 
dealt with in a report issued a few days 
ago by the committee on fire prevention 
and engineering standards of the Na- 
tional Board of Fire Underwriters. Ex- 
cerpts from this report follow: 


distrib- 
New 


involving oil 
Passaic River, 


Two recent fires 
uting plants on the 
Jersey, have focused attention on the 
hazard to properties along the river aris- 
ing from fires or accidents at such plants 
The readiness with which oils float on 
the water, the swiftness and reversal of 
direction of current in the river, and the 
number of closely grouped communities 
situated on either side make the possi- 
bility of oil getting on the river a matter 
of considerable importance and concern. 

The Passaic River is navigable from 
Newark Bay to Passaic, a distance of 
about fifteen miles. The cities and towns 
on the west side of the navigable por- 
tion are Newark, Belleville, Nutley, Clif- 


ton and Passaic; on the east side Kear- 
ny, Harrison, East Newark, North Ar- 
lington, Lyndhurst, Rutherford and East 
Rutherford. Of these communities New- 
ark, Harrison, East Newark and Passaic 
are closely built along the river front. 
The other communities mentioned have 
factory, storage or residential buildings 


at scattered locations along the river. 
On the Passaic River there are twen- 

ty-three oil distributing stations, with 

facilities for receiving oil from barges, 


and 
automobile 


with aboveground tanks for storage, 
with facilities for loading 
tank trucks. 
Over 1,000,000 Tons of Products 
Handled 
Some of these plants handle chiefly 
gasoline, others only fuel oil of various 
grades, but the majority handle both gas- 
oline and fuel oils. Naphtha and kero- 
sene are other products handled in quan- 
tity besides motor oils and heavier pe- 
troleum products. An indication of the 
amount of petroleum products handled 





on the Passaic River is given the 
report of the chief engineers of the U.S. 
Army (1932) which shows that in 1931 
freight traffic on the Passaic River in 
petroleum products amounted to over 
one million tons, including over 378,000 
tons (135,000,000 gallons) of gasoline. 
The conditions at each of these plants 


as regards fire 
reference to the 


hazard, particularly with 
hazard from oil getting 


onto the river, and the factors affecting 
the probability of such occurrences, are 
briefly noted. * * 

Conclusions 


Conditions are generally good in some 


of the oil distributing stations on the 
Passaic River but are only fair or poor 
in others. At three of the plants the 


conditions present a serious hazard which 
cannot be readily corrected except by 
removing the plants. 


\t a number of plants there is a dis- 
tinct hazard from the possibility of oil 
vetting onto the river as a result of the 


rupture of tanks which are not properly 
diked or from oil piping which is not 
adequately protected against mechanical 
injury or is not properly valved. The 
extent of the hazard to other properties 
on the river from such occurrences would 
depend on such factors as the stage of 
the tide, the width of the river, and the 
velocity and direction of the wind. Ex- 
perience indicates that large spillages of 
almost always ig- 


oil onto the watcr are 
nited in some way. 
Because of the fire hazard of unload- 


as evidenced by two fires 
at plants on the Passaic River during 
1933, some form of fire protection suit- 
able for use on oil fires is needed at each 


ing operations, 


dock where oil tankers or barges are 
unloaded. The type of fire protection 
most suited for such situations is foam. 
As a fair-amount of water at moderate 
pressure is available at most of the oil 
plants, the only additional equipment 


aaa d is a port ible foam generator and 
a supply of foam powder. A number of 
the plants are now equipped with such 
protection or its equivalent. 


Unprotected Steel Supports 


At several plants elevated horizontal 
tanks on unprotected steel supports and 
located close to truck loading racks 
present a serious hazard. Any spillage 
of oil at these plants would endanger the 
stability of the tank supports, for burn- 
ing oil near such unprotected steel may 


cause it to buckle and could easily result 
in breaking a pipe connection and al- 
lowing the contents to flow to the 


ground, greatly increasing the serious- 
ness of the fire. 

The fact that conditions at the 
in Newark, where there are fairly good 
municipal regulations, are generally good 
and that in other towns where there are 
practically no governing ordinances, 
there are conditions presenting serious 


plants 


fire hazards, clearly indicates the value 
of laws or regulations establishing min- 
imum requirements for protection at 
such plants. 

The city of Clifton adopted an ordi- 
nance on October 3, 1933, which should 
serve to considerably reduce the dan- 
gerous conditions existing at the oil 


plants in that city. 


HARRINGTON COTTON PROTEST 

W. Eugene Harrington, well-known 
local agent of — Ga., and a past 
president of the National Association of 
Insurance Agents, has written to the 
United States Senators and Congress- 
men from his state holding that the 
action of the Commodity Credit Corp. in 
naming three brokers to handle the cot- 
ton on which the CCC makes loans of 
10 cents a pound runs contrary to the 
theory of the recovery movement. In- 
surance of corn covered by loans of the 
CCC is also being handled by these same 
three brokers with the addition of Rol- 
lins, Burdick, Hunter Co. of Chicago. 
Local agents in the South had asked the 
CCC to name Mr. Harrington as one 
of the brokers on the cotton insurance 
so that the agents’ interests would be 
protected. 


MASSACHUSETTS PROPOSALS 


Commissioner Brown Recommends Cer- 
tain Changes in Fire Policy in 
Report to Legislature 


the Massachusetts 





Changes in stand- 


ard or legal form of fire insurance pol- 
icy have been proposed in the recom- 
mendations of Merton L. Brown, Insur- 


ance Commissioner, just made to the 
legislature. This is the form of policy 
on which all Massachusetts property has 


to be written. The proposed changes 
have to do with cancellation and rights 
of mortgagees, and are remedial rather 


than nullifying amendments to the pro 
visions or clauses in the standard form. 

The eliminating or modifying of the 
provision relative to cancelling the pol- 
icy which the law now permits by rider 
or endorsement, the Commissioner be- 
lieves should he prohibited. His reasons 
are based on the fact that ‘it is now 
impossible to reduce the number of 
days’ notice to less than ten specified 
in the form and to substitute a so-called 
“mortgage clause” used in other states 
for that prescribed in the Massachusetts 
form. It is also impossible to eliminate 
the requirements that the insurance 
company pay a return lage an and that 
notice of cancellation be given a mort- 
gage ‘ 

The Commissioner also recommends 
that the same requirements that are ap- 
plicable to proofs of loss by fire as set 
forth in the standard Massachusetts 
form be made to apply to all other haz- 
ards included in the same provision of 


the law, such as lightning, tornado, ex- 
plosion, ete. considered as analogous 
risks. 


New Jersey Survey of 
School Buildings Made 


_The McCarter School Survey Commis- 
sion has completed its examination of the 


school building insurance situation in 
New Jersey and has made several rec- 
ommendations, among them being the 


following: 

Fire policies.should be written so that 
annual school budgets will carry on ap- 
proximately equal share of premium pay- 
ments; some form of appraisal should be 
made of the individual school buildings 
to determine their true values for insur- 
ance purposes with proper consideration 
of depreciation; responsible school offi- 
cials should be required to maintain a 
complete and continuing record of all in- 
surance policies. 

The survey was made with the hope of 
reducing the cost of insurance on school 
buildings. Many of them have been 
standing for years and in the opinion of 
some municipal officers should be reap- 
praised. 


Aetna (Fire) Extends 
Field of Wm. T. Lepper 


The Aetna (Fire) has appointed Wil- 
liam T. Lepper state agent for New 
Hampshire for both the Aetna and the 
World Fire & Marine, succeeding John 
W. Armstrong, resigned. Mr. Lepper 
will also continue his duties as_ state 
agent for Vermont. He joined the 
Aetna as a mail clerk in 1914 and 
through a succession of promotions be- 
came clerk in the loss department. In 
January, 1929, he became adjuster for the 
Aetna and the World and two years later 
was appointed state agent for Vermont 
for those two companies. His headquar- 
ters are at 139 St. Paul Street, Burling- 
ton, Vt. 





NO ROCHESTER CITY FUND 

The finance committee of the Buffalo 
City Council has recommended to that 
body that blanket policies on municipal 
fire and police department buildings be 
continued, instead of setting up a self- 
insurance fund for the city as has been 
proposed. The committee recommended 
purchase of a_ policy with $1,800,000 


blanket coverage at a premium of $11,- 
700 for three years. 
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Stamp Collectors Are Receptive 


Prospects For Special Coverage 


By Francis B. Wreaks, 
Aetna (Fire) 


Francis B. Wreaks, superintendent of 
the Western marine department of the 
Aetna (Fire) and the lVorld Fire & Ma- 
rine, wrote this short sales story on the 
broad coverage inland marine policy in- 
suring stamp collections for The Messen- 
ger, publication of the Aetna (Fire) 
group. It is reproduced herewith. 


If one who is not familiar with stamp 
collections will take the time to observe 
the interest shown by others in collect- 
ing stamps, he may be surprised to learn 
that some of his friends or acquaintances 
are interested in collecting stamps not 
only as a hobby, but as a business. In 
the past few years the value of works 
of art and collections have depreciated 
in price, but it is surprising to the lay- 
man to learn that stamp collections have 
maintained their relative position. This 
is due to the fact that many collectors 
will not part with their stamp collec- 
tions until it is absolutely necessary. 
However, there have been occasions 
where it has been necessary for a col- 
lector to raise money and the collection 
has been sold. The writer knows of a 
case where a part of a valuable collection 
brought $50,000 and provided the neces- 
sary cash to save the seller’s business. 

With every new 
brought out by the 


issue of stamps 
Government there is 


a sign of great activity among collectors. 
There is a rush to purchase — single 
stamps or various sized blocks. On spe- 


cial issues commemorating an historical 
event, such as A Century of Progress, 
self-addressed envelopes with the partic- 
ular stamp attached are sent to the local 
postoffice to be mailed on the first day 
the stamp is released because this has 
not only historical value but also mone- 
tary value to collectors. 
Widespread Interest in Stamps 

Recently a new N.R.A. stamp was re- 
leased and the little town of Nira, Towa. 
whose population consists of a handful 
of people, sold over 22,000 stamps, but 
their allotment had been only 20,000. 
During the month of August a special 
stamp was put on sale in the Medinah 
Athletic Club, Michigan Avenue, Chi- 
cago, and collectors came from all over 
and stood in line for hours, the line ex- 
tending from the Medinah Athletic Club 
Building south across the Michigan Ave- 
nue Bridge. 

Philatelic societies are active all over 
the United States. Whenever a stamp 
auction is held, they are alwavs well at- 
tended. If there is such an interest in 
collecting stamps, surelv the owner of a 
valuable collection would want to protect 
it by the proper form of insurance. 

We have a special stamp collector's 
floater form covering stamps includine 
due, envelope, official, revenue, match 
and medicine stamps, covers, locals, re- 
prints, essavs, proofs and other philatelic 
property. The value or amount is given 
beforehand. In the event that an item 
cannot be listed or scheduled as to its 
proper value. the limit of liabilitv is $100 
for anv stamp not exceeding 50% of the 
price listed in The Standard Postage 
Stamp Catalocue issued by the Scott 
Stamp & Coin Co., Ltd., New York. 

What Policy Covers 

The policy covers against all risks of 
damage, but not against fadine, 
creasing, tearing. thinning, etc.; infidelity 
of persons to whom the property is en- 
trusted; loss while in anv aircraft un- 
less otherwise endorsed; mysterious dis- 
appearance of individual stamps unless 


loss or 


specifically scheduled with a _ definite 
value; loss or damage to the property in 
the custody of transportation companies 
unless shipped under receipt. 

In consideration of the all risks pro- 
tection, the rates are not high. Taking 
the fire contents rate of the premises 
where the collection is customarily kept, 
allowing credit for the highest co-insur- 
ance, to this rate are applied loadings 
for different valuable collections. For 
instance, if a dwelling rate is 25 cents, a 
collection valued at $5,000 would be rated 
at 1% per $100—that is, 25 cents plus 
75 cents for loading. As the value in- 
creases the loading rate decreases and 
collections valued over $75,000 are given 
special rating. The minimum premium 
is $10 a year. 

We suggest that you investigate this 
coverage further as we are sure there 
are several prospects in your neighbor- 
hood who would be interested in it. 
— CHIEF SURVEYOR DIES 

Dr. T. J. Milton, an eminent engincer- 
ing  ieies in his day and for several 
years chief surveyor to Lloyd’s Register, 
died in his sleep at his home at Ems- 
worth, England, recently, a few hours be- 
fore the funeral of his brother, Rear- 
Admiral William Milton. Dr. Milton was 
83, and was a prominent speaker at so- 
cieties, such as the Institute of Naval En- 
gineers. Dr. Milton is survived by three 
sons, two of them in the medical pro- 
fession, and three daughters. 

NEW AUTOMOBILE DEPARTMENT 

John Moffat, who was with the New 
York City automobile department of the 
Importers & Exporters, has joined the 
New York office of the Birmingham Fir« 
and will establish an automobile depart- 
ment. This company is affiliated with 
the National Union Fire and W. A. Rat 
tleman is manager of the New York met- 
ropolitan district and the brokerage d« 
partment. 


PASS HAGUE RULES BILL 

The French Senate has passed the bill 
on the carriage of goods by sea, the 
Hague Rules. The adopted wording is 
essentially the same as in the draft bill 
recommended by the Senate’s committee. 
The maximum liability per parcel has 
been made 8,000 francs and will be re- 
vised periodically by decree according to 
monetary fluctuations. 


London Underwriters 
Amend Bailee Clause 


NEW PARAGRAPH IS INCLUDED 


Provides for Payment to Assured in 
Form of Loan Until Liability of 
Bailee Is Determined 
The Institute of London Underwriters 
has amended the Institute Bailee Clause, 
effective January 1, and the clause is now 
incorporated in the Institute Cargo 
Clauses, both F. P. A. and W. A. The 

amended clause reads as follows: 

“Warranted free from liability for loss 
of or damage to the goods whilst in the 
custody or care of any carrier or other 
bailee who may be liable for such loss or 
damage, but only to the extent of such 
carrier’s or bailee’s liability. 

“Warranted free of any claim in re- 
spect of goods shipped under a bill of 
lading or contract of carriage stipulating 
that the carrier or other bailee shall have 
the benefit of any insurance on such 
goods, but this warranty shall apply only 
to claims for which the carrier or other 
bailee is liable under the bill of lading 
or contract of carriage. 


New Paragraph Included 


“Notwithstanding the warranties con- 
tained in this clause, it is agreed that, 
in the event of loss of or damage to the 
goods by a peril or perils insured against 
by this policy for which the carrier or 
bailee denies or fails to meet his liability, 
the underwriters shall advance to the 
assured as a loan, without interest, a sum 
equal to the amount they would have 
been liable to pay under this policy but 
for the above warranties, the repayment 
thereof to be conditional upon and only 


to the extent of any recovery which the 
assured may receive from the carrier or 
bailee 


“It is further agreed that the assured 
shall with all diligence bring and prose- 
cute under the direction and control of 
the underwriters such suit or other pro- 
ceedings to enforce the liability of the 


carrier or bailee as the underwriters 
shall require, and the underwriters agree 
to pay such proportion of the costs and 
expenses of any such suit or proceedings 
as attach to the amount advanced under 
the policy.” 

The principal change in the clause is 
the inclusion of the third paragraph. This 
paragraph embodies the principle of a 
letter which it has become customary to 
give the assured in connection with in- 
surances in which the bailee clause 1s 
embodied. With the clause in the Insti- 
tute Cargo Clauses, it is essential to 
make permanent provision for placing 
the assured in an unprejudiced position 
and the new paragraph does this. It is 
held to be desirable in so far as coun- 
trices which have not enacted legislation 
based on the Hague Rules are concerned 
but it will be inoperative so far as goods 
shipped under British law are involved 
because the Carriage of Goods by Sea 
Act, 1924, and the various Dominion Acts 
provide, in accordance with the Hague 
Rules that any clause, and s% forth, re 
lieving the carrier from liability, except 
as provided in the act, shall be null and 
void and of no effect and it is specifi- 
cally provided that “A benefit of insur- 
ance or similar clause shall be deemed to 
be a clause relieving the carrier from 
liability.” 


TO RESUME ATLANTIQUE SUIT 


The report of the experts who recently 
examined the burnt-out liner L’Atlan 
tique has been received by the Commer 


cial Tribunal of the Seine, and it is un 


derstood ihat the Tribunal will shortly 
resume the hearing of the suit brought 
by the owners of the liner, the Com 


paynie Sud Atlantique, against the un 
dorwriters. 


WM. A. PAGE ADVANCED 


William A 
igent of the 


Page, for years special 
Phoenix Assurance group 
in the New York suburban field, has 
been made general agent of the broker 
age Prema at the home office at 150 
William Street. 


Title Laws and Police Activity 
Help Cut Auto Thefts on Coast 


The annual report of the Pacific Coast 


division of the National Automobile 
Theft Bureau, covering the fiscal year 
ending August 31 last, shows 2,292 thefts 


reported with 2,264 cars recovered. Com- 
menting upon the theft situation W. E. 
Schoppe, head of the Coast division, says 
in part: 

“Since 1926 theft premiums have de- 
creased 50%. The operating cost of the 
Bureau has decreased 31.5%. Theft pre- 
vention and investigation are general 
problems and commercial theft rings 
must be attacked without regard to the 
specific car which may have been stolen. 
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Consequently the uninsured car owner 
and the non-member company benefit 
ereatly from Bureau operations, an un- 
avoidable condition due to the nature of 
the problem confronting us. 


Theft Rings Less Active 


developments during the 
past two years of economic depression 
were the decrease in automobile thefts 
and the reduced activity of the commer 
cial theft ring. The large theft rings 
have not stolen local cars and have not 
operated successfully in this territory 
primarily due to the existence of titl 
laws and the theft bureau and _ police 
activity. Lack of buying power was also 
an obstacle. 

“This territory, however, continues to 
suffer from the operations of several 
large commercial rings operating out of 
Chicago and contiguous territory. In- 
numerable cars are being transported to 
the Coast with the original identities 
completely destroyed but with various 
Eastern motor vehicle department clear- 
ances ample for transfer. These cars 
now find a ready sale to the second- 
hand dealer.” 

The report 
the National 
stolen, recovered and _ the 


“Interesting 


for the various branches of 
Theft Bureau showing cars 
percentage 





thereof for the twelve months follows: 
Cars Cars Per- 
Branch Stolen Recovered centage 
Eastern . 6,073 5,176 85 
Western 11,862 10,112 85 
Southern 2,690 2,407 go 
Coast 2,292 2,264 990 
Texas 1,451 1,563 107 
Total .. 24,%8 21,522 Ss 
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‘CASUALTY AND SURETY 





Behrens Tells Agents 
Of 1933 Progress 


IN CASH POSITION 
Continental Cuan Net Premiums 
Slightly Ahead of 1932; Continental 
Assurance In Force Increased 


BIG GAIN 


Herman A. Behrens, president Conti- 
nental Casualty and Continental Assur- 
ance, and who is one of the keenest ex- 
ecutives in the business, took considera- 
ble pride a few days ago in advising the 
field forces of the 1933 
by both organizations 
letter follows: 


progress made 


Mr 


3ehrens’ 


“The financial statement of the Con- 
tinental Casualty as of the close of this 
year will show a substantial increase in 
cash on hand, as well as in United States 
Government obligations and other public 
bonds owned. Roughly speaking, be- 
tween 20% and 25% of the entire assets 
of the company will be in cash and Gov- 
ernment obligations, making a more 
liquid statement than ever before. In 
other respects the distribution of securi- 
ties in the portfolio will be about the 
same as of the end of last year. In the 
financial statement, as in the previous 
year, a contingency reserve for security 
fluctuations will be set up sufficient to 
write down to market quotations all 
bonds ineligible for amortization and all 
stocks. 

“The net premium writings of the 
Continental Casualty will show a slight 
increase as compared with 1932, being in 
this respect contrary to the trend of the 
industry. This result is in line with a 
statement made to you in my letter of 
October 29, 1932, reading as follows: 

“‘The management of the Continental 
is taking advantage of it believes 
the development of 


com 
panies what 
to be the 
business recovery by aggressive action now be- 


second stage in 


fore the other fellow sees what the manage- 
ment believes it sees now. This implies, among 
other obvious things, a more aggressive push- 


ing for business, a more aggressive presentation 


of the financial strength of the Continental in- 
stitutions, and a more aggressive fitting of plans 
and ways and means to present day conditions. 
The field asso- 


ciate 


management invites you as its 


to do likewise.’ 
Continental Assurance Position 


“The Continental Assurance in its com- 
ing financial statement likewise will show 
an increase in cash, in United States 
Government obligations and in other 
public bonds. It will show an increase 
in. paid-for insurance in force, thereby 
also running contrary to the trend in the 
industry for the same reason as applies 
to the Continental Casualty. It will, 
therefore, show the largest amount of 
insurance in force in its entire history and 
the greatest degree of liquidity as respects 
its invested assets. In its financial state- 
ment it will follow the Continental pol- 
icy of setting up a contingency reserve 
for security fluctuations sufficient to 
write to market quotations all bonds in- 
eligible for amortization and all stocks. 
Stocks as respects the Continental As- 
surance has reference only to preferred 
and guaranteed stocks since the company 
owns no common stocks of any kind 

“In view of the foregoing it is hardly 
necessary to add that neither Continen- 
tal company has ever borrowed any 
money from the Reconstruction Finance 
Corporation or from any other source. 

“IT know that the foregoing picture will 
be as pleasing to you as it is to the 
management. It represents conservative 
building and planning of many years, 
supplemented in the year now closing by 
increased aggressiveness without the 
lowering of either underwriting or in- 
vestment standards. 


We are following 


1933 Total Income Of 
Travelers $189,334,000 


6 LINES SHOWED PREMIUM GAINS 





President Zacher Sees Improvement; 
General P. L., Burglary, Steam Boiler, 
P. G. and Group Life All Ahead 


The total income of the three Travelers 
insurance companies for the year 1933 
was $189,334,000, of which amount $159,- 
415,000 came from premiums on policies 
sold and continued during 1933, accord- 
ing to preliminary annual figures an- 
nounced Tuesday. The insurance 
transactions came within 414% of those 
of 1932 and increases were registered on 


on 


six classes of business—group life insur- 
ance, general public liability, burglary, 
fire and tornado, steam boiler and plate 


glass. In commenting on these results 
L. Edmund Zacher, president, said: “A 
very satisfactory improvement in the 


character of the companies’ business has 
been made during the past year and we 
enter the new year with the organiza- 
tion as a whole better equipped than ever 
before to serve our agents and policy- 
holders.” 

Further purchases of Government se- 
curities were made during the year and 
these holdings now amount to $112,200,- 
000, an increase for the year of $27,400,- 
000. The item of cash on hand stands 
above $18,000,000 and is slightly more 
than a year ago. 

$10,821,000 in Compensation Premiums 

In transmitting the encouraging figures 
to representatives throughout the United 
States and Canada, Mr. Zacher said: 
“Let us look forward to 1934 with confi- 
dence and be prepared to prosecute our 
opportunities with diligence and suc- 
cess.” 

The premiums collected in cash during 


the year were over the following 
amounts: Life insurance, $99,182,000 ; ac- 
cident and health, $11,021,000; liability 


insurance, $4.979,000; automobile casualty 
insurance, $20,204,000 ; compensation. $10,- 
821,000; burglary insurance, $2,153,000; 
automobile fire, theft, and tornado, $1,- 
418,000; fire. tornado and miscellaneous 
fire lines, $7,809,000; boiler insurance, 
$841,000; machinery, flywheel and mis 
cellaneous lines, $330,000, and plate glass 
insurance, $652,000. 

New life business put on the books 
during the year aggregated more than 
$453,000,000. 


RESIGN OFFICIAL POSITIONS 


Young E. Allison, Jr.. Was President and 
John J. Jasper a Director of The Insur- 
ance Field; To Remain With Paper 

Young E. Allison, Jr., and John J. Jas- 
per have resigned as officers of The In- 
surance Field of Louisville. Mr. Allison 
retires as president and director; Mr. 
Jasper as managing editor and a direc- 
tor. Both will remain with The Insur- 
ance Field in editorial capacities pending 
rearrangement of the staff. 

Mr. Allison has been with The Insur- 
ance Field since 1914 when he joined it 
at Chicago. Mr. Jasper went with the 
paper in the same city in 1925. Both had 
experience in the New York office of 
The Insurance Field. 


the plan at this office of confining our- 
selves to concentrating all of our ener- 
gies on the upbuilding of our own busi- 
ness. We still think the old-fashioned 
plan that ‘for business to be better, the 
thing to do is to make it better,’ is a 
pretty good one. To those of you who 
have not already adopted it, we heartily 
commend it as being worthy of an earn- 
est trial.” 
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Beha On Va. 


Commissions 


Acquisition Cost Chairman Frank In Telling Agents There 
That Companies Are Powerless To Fight State’s 


Order Reducing 


Virginia newspapers on January 2 car- 
ried a New York dispatch quoting a 
statement from James A. Beha in ref- 
erence to reduced automobile insurance 
commissions. It was as follows: 


New York, January 2. 
York Insurance 


Former New 
Superintendent James 
\. Beha, now general manager and 
counsel! of the National Bureau of Cas- 
ualty & Surety Underwriters as well as 
chairman of the Conference on Acquisi 
tion and Field Supervision Cost for Cas- 
ualty Insurance, in a statement issued 
today notified Virginia agents that stock 
casualty companies are powerless to aid 
them in their fight against reduced auto- 
mobile insurance commissions. The State 
Corporation Commission of Virgina has 
directed a 5% decrease in acquisition cost 
as part of a 10% reduction in rates for 
the state. The Acquisition Conference 
has decided upon the method by which 
the cut should be applied. The stock 
companies, therefore, have nothing to do 
but to obey orders. Since the order of 
the commission, issued on December 6, 
and the action of the Acquisition Con- 
ference on December 12 some agents 
have been protesting against the reduced 
commissions, 


Companies Powerless to Act 


“The companies have no control over 
the situation as respects commissions on 
Virginia automobile business,” says the 
scha statement. “That is a matter un- 
der the jurisdiction of the Virginia State 
Corporation Commission which has suf- 
ficient authority to approve the premium 
rates, including loading for production 
cost. 

“Some time ago the commission re- 
quired all companies operating in Vir- 
ginia to submit complete data on their 
automobile business over a_ period of 
years prepared in such a way as to show 
losses and expenses divided into the va- 
rious items. Using that data as a basis 
the commission decided that the rates 
should be reduced 10% and that in or- 
der to bring about that reduction the 
production cost should be reduced 5% 

“The companies are, of course, greatly 
concerned when state authorities not only 
decline to give them adequate rates but 
insist that reduced commissions be paid 
to the agents. The Massachusetts au- 
thorities and now Virginia come along 
declining to give us rates which we be- 


lieve our experience calls for, pointing 
out that our loadings for expenses are 
excessive and that the commissions to 


agents are to be reduced. Georgia, Iowa 
and Minnesota have done the same thing 
in connection with compensation rates 
and commissions. Perhaps it is just as 
well for the companies to recognize that 


Acquisition Costs 


if they are to continue doing business 
in certain states they may be compelled 
to reduce commissions and other ex 
penses as far as, possible whenever they 
ask for increased rates 

“The Virginia authorities have pointed 
out that rates in that state have been 
increased on several occasions within th¢ 


past few years. Each advance has re 
sulted in the agent receiving more in 
dollars of commission on each car in 
sured. It has been said that the rates 


now approved in Virginia even with low- 
er commissions will produce more in dol- 
lars for the agent for each policy sold 
than he was getting, for example, in 1931 
when the rates were much lower than 
they will be after January 1. 

“There is no doubt that 
is regrettable but there seems to b« 
nothing else to be done at this time. 
Statistics show that the companies have 
suffered underwriting losses in automo- 
bile business as a whole. It is also true 
that whenever an attempt is made to 
obtain adequate rates strong opposition 


the situation 


comes from the agents themselves who 
sympathize with the assured. 
“Representatives of the National Bu 


reau appearing before state regulatory 
bodies have been instructed to press in 
the most forceful way possible the ne- 
cessity not only for securing adequate 
rates but securing adequate agents’ com- 
missions. We have done this but th« 
decision thereon is beyond our control.” 


London Lloyds Underwriters 
Make Illinois Deposit 


The $250,000 cash deposit ordered to 
be set up in Illinois by Underwriters at 
Lloyds, London, as a guarantee for the 
payment of claims, has been established, 
according to John S. Lord, attorney-in- 
fact for Illinois. The deposit was or- 
dered by Director of Insurance Ernest 
Palmer to be made by December 31. Mr. 
Lord said that virtually every non-ma- 
rine underwriter in the London organi- 
zation is represented in the deposit. 


13 Jurists Face Charges 

Thirteen men, seven of them lawyers, 
will face charges growing out of the Pas- 
saic County, New Jersey, grand jury in- 
vestigation of jury fixing some time this 
month. The trials will follow closely on 
the heels of those which convicted five 
men for tampering with juries Decem- 
ber 21. 

Two of the lawyers, Aaron and Irving 
Simon, who were convicted of embracery 
in the previous trial, will be tried on ad- 
ditional indictments of conspiracy to ob- 
struct justice by intimidation. 
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Royal-Liverpool 1933 Lecture — 
Attracted Average Attendance of 225 


The recently completed series of nine 
lecture meetings on casualty, fire and 
inland marine insurance held under the 
auspices of the Eagle and Royal Indem- 
nity companies and the fire and marine 
companies of the Royal-Liverpool Group 
attracted an average attendance of 225 
including metropolitan brokers, agents 
and company employes. Warmly sup- 
ported by Harold Warner, United States 
manager of the Group, and Frank J. 
O'Neill president, Royal and Eagle In- 
demnity, this lecture course which has 
now completed its second season, has 
been the direct source of new business 
and has built up considerable good will 
for the organization. A new series is 
being planned for 1934, the dates for 
which will be announced later. Sugges- 
tions as to lecture topics are invited by 
the committee in charge which includes 


Messrs. Beams, Clancy, Houlihan, 
O'Loughlin and Thistle of the casualty 
companies and Messrs. Erhardt, Mayer 


companies. 
chairman at cach mecting 
has been Mr. Beams, a lecturer of ability 
on liability and compensation subjects, 
who some years ago started a program 
of informal lecture meetings in his own 
department which idea spread until the 
decision was made launch the formal 
series of open meetings 

At one of the 
mental lectures 
pened to drop in one 
favorably impressed 
conceived the idea of holding 


and Neiley of the fire 


The lecture 


Beams depart- 
President O’Neill hap- 
evening and was 
because he then 
the meet- 


early 


SCHACKNO ACT HELD LEGAL 


Its Constitutionality Upheld by White 
Plains Supreme Court Judge in 
Mortgage Guaranty Suit 
constitutionality of the Schackno 
1933, under which Superintendent 
S. Van Schaick of 


York has been proceeding in reor- 


The 
act of 
Insurance George 
New 
ganization of certificate 
nection with mortgage guaranty rehabil- 
itations, was upheld on December 30 by 
Supreme Court Justice Morschauser of 
White Plains, N. Y. 

The decision was made in a_ suit 
brought by Mrs. Mary F. Schmaling, of 
White Plains, against her brother, John 
Burling, president of the Citizens’ Bank 
of White Plains, as trustee of the 
tate of George T. Burling, their father. 

Mrs. Schmaling sought to restrain Mr. 
Burling from exchanging $15,000 in mort- 
gage certificates for stock in a corpora- 
tion to be formed for certificate holders 
under the Schackno law. The certifi- 
cates had been purchased by the trustee 
from the Lawyers’ Westchester Title & 


issues in con- 


es- 


Mortgage Co., which is now under re- 
habilitacion. 
The court in the decision said that 


serious emer- 
affirmative ac- 


“under existing conditions, 
gencies exist that require 
tion on the part of various fiduciary 
holders of investment securities, and the 
provisions of the Schackno act are nec- 
essary in the exercise of the police pow- 
ers of the state to safeguard and protect 
the interests of the many against those 
of the few.” 


EDWIN T. GUINAN DEAD 


Automobile Superintendent in U. S. F. & 
G. New York Office More Than 
20 Years in Business 

Edwin T. Guinan, superintendent, au- 
tomobile department in the New York 
office of the United States F. & G. for 
the past ten years, died at his home in 
Brooklyn a week ago after a short ill- 
ness, 

Mr. Guinan, who 
friends in the business, had a career of 
more than twenty years in automobile 
casualty underwriting. His ability and 


had made many 


ings in a larger way and invited pro- 
ducers as well as company employes to 
attend. A meeting room in the base- 
ment of the 150 William Street building 
was placed at their disposal and as time 
went on the room was equipped with 
speakers’ platform, increased seating fa- 
cilities, microphones and loud speakers. 
1933 Lecturers 

The meetings during the past two terms 
have run from 5:30 to 6:30 P. M., and 
have included an introduction to the 
topic by the chairman, then the lecture, 
followed by the always instructive ques- 
tion and answer period. Printed ques- 
tions and answers and other informative 
data have been distributed. 

The 1933 lecturers have included Cap- 
tain L. Murray Stewart on “Aviation 
Coverage”; Mr. Beams on “Miscella- 
neous P. L. Lines” and “A. L. and P. D. 
on Sales Agency and Garage Risks”; 
George W. Babbitt on “Boiler and Ma- 
chinery Insurance”; H. = Conick on 
“Multiple Location Risks, Coverages and 
Reporting Covers”; Richard F. Gibson 
on “Plate Glass Insurance”; John F. 
O'Loughlin on “Burglary Insurance”; 
Walter L. Falk on “Brokerage Business,” 
and Julius P. Mayer on “Definition and 
Interpretation of the Insurance Powers 
of Marine and Transportation Under- 


Mr. Maver incidentally is another of 
the lecturing pioneers in the Royal-Liv- 
erpool Group having conducted his own 
inland marine department meetings be- 
fore the big series was launched. 


Test Suit to Block Move 
By Van Schaick Begun 


Those following the complicated mort- 
cage guaranty situation were interested 
this week in the test case begun in Su- 
preme Court a few days ago to prevent 
Superintendent of Insurance George S. 
Van Schaick from carrying out a plan 
to create separate corporations, with of- 
ficers and directors, for each issue of 
defaulted mortgage certificates covering 
a group of buildings. 

Justice Alfred Frankenthaler signed 
an order requiring the Superintendent to 
show cause why the properties and mort- 
three group issues of 
certificates totaling $75,000,000, should not 
be placed in the hands of trustees ap- 
pointed by the court rather than by the 
New York Insurance Department. 

On Tuesday Justice Frankenthaler re- 
served decision on the application which 
sought the appointment of trustees for 
these certificate issues (New York Title 
& Mortgage Co.), aggregating $75,000,000, 
although warned by Samuel Untermyer 
that delay would complicate the situa- 
tion. “Unless you determine this ques- 
tion now,” said Mr. Untermyer to the 
court, “we will have precipitated a quan- 
tity of litigation. If the Federal Court 
at Albany takes action, I think there will 
be chaos.” 

Edward Endelman, of 299 Broadway, 
an attorney, acting in his own behalf 
and for other certificate holders, obtained 
the court order. He declared the Su- 
perintendent’s plan required certificate 
holders to exchange their certificates for 
stock in the corporation controlling their 
He maintained the only security 
for such stock would be the credit and 
good will of the corporation, which, in 
fact, would have neither. He feared the 
formation of such companies would lead 
to exploitation 


eages, securing 


issue. 


character won for him the confidence 
and esteem of his own company’s offi- 
cials and of his friends, who deeply grieve 
his untimely passing. \ Georgetown 
University man, he was with the Ocean 
Accident early in his career. 


New Year and The New Deal 


(Continued from Page 14) 


function to 
F irst, 


ership, but it is a difficult 
execute. What are its elements? 
and most important, is courage. A lead- 
er must have followers, persons who 
look to him for directions and counsel. 
The follower must have faith, and he 
can’t have faith in a leader who lacks 
courage. 

Then there is unselfishness, probably 
the most misunderstood of all the qual- 
ifications. My esteemed associate, Mr. 
John A. Stevenson, refers to it as “en- 
lightened selfishness,” a term expressive 
enough among the cognoscenti, but 
fraught with danger in common use be- 
cause of the wide divergence of view- 
point as to what is enlightened. 

Forgetting definitions, there are many 
agents who fritter away days and weeks 
servicing (progr ramming) prospects with- 
out visible results in paid production. 
There are also general agents who pay 


out all their overriding commissions to 
show results in paid production. That 
might be called  iiiiaaien: but it is 


not. It is selfishness, and no matter 
what exaltation it superinduces in the 
world of the spirit, in business it dooms 
us to bankruptcy and starvation. 

Every transaction should yield a profit 
but as leaders we should exercise care 
not to take all that our position of power 
accords us. For though our people have 
will 


great faith in us as leaders, they 

lose it as soon as they discover our every 
decision is dictated by our personal 
profit without considering the gain of 


the group we are leading. 

st element of — is 
knowledg The courage of ignorancc 
is often brilliant and sti dine, but it is 
fleeting. Only the courage of knowledg¢ 
will work day in and day out as a sus- 
tained endowment. 

The last is to commit knowledge to 
action. All the learning in ihe world is 
impotent unless it is translated into vig- 
orous force. 

Each of these attributes applies to the 
agent serving a community, the general 
agent directing a group of insurance 
salesmen and the home office staff di- 
recting a far-flung empire of individual 
and group activity. 


I realize that many leaders have not 
all these endowments, some of them 
none, but without them or most of them 
leadership cannot last. Contrary to gen- 
eral belicf, they are not impossible of 
attainment for the common man, if he 


is willing to discipline himself to do 
things he does not like to do. In fact, 
the rich rewards of successful life in- 
surance production and management in- 


not to the genius, but to the 
who can absorb the most 
from his own indomitable 


variably go, 
average man 
punishment 
will 
This Is a New Day 
What are we to expect? It will be 
the government policy to curb large 
profits and use taxation, a most effective 
a leveling instrument. Many 
of us will not agree with these measures 
But what has the life insurance salesman 
to fear from such a program, particularly 
if it results in the re-employment of mil- 


weapon, as 


lions of men and women? Of course, 
the number of jumbo risks will be re- 
duced. That will have a salutary in- 
fluence, aside from solving a stubborn 


millionaire 
agent 


underwriting problem. The 
policyholder ool the millionaire 
are mere incidents, not the core of the 
life insurance business, and both have 
received far too much publicity. I ex- 
cept from that the agent whose volume 


is based on a large number of cases. 
Life insurance must ever remain an 
institution of the common man. It can- 


known as a rich man’s 
least of all 


not afford to 


instrument for any purpose, 

a means of tax avoidance. Too much 
notoriety has already been attached to 
that department, which is due to be re- 


flected in public misunderstanding and 
criticism. It is not what you are, but 
as people think you are, which counts. 
If we strike out aggressively for the 


fives, tens and even the twenty-five thou- 
sands, which ——— the most essen 
tial human needs, we shall not only pro- 
vide a safer re but we shall ful- 
fill the primary purpose of this greatest 
economic achievement in history. Pri 
vate business plans will have to be shift- 
ed frequently on short notice to fit into 


the government program. We can plan 
our program now for 1934. We can say 
to the Remembered Man, “But you do 


agree that you should not speculate with 
the necessities of life for your family, 
or your own old age, don’t you?” 
The Call For Captains 

We do not need government partner- 
ship, for we have proved that we can 
manage our business successfully and 
honestly for our public. Our aim is to 


assist government to eliminate in future 
problems that so sorely press it today 
Instead of life insurance coming around 
to the government’s point of view, the 
government is coming to our long known 
purpose, a plan providing that “Every 


man has a 
which means a 


right to his own property; 
right to be assured to 
the fullest extent attainable in the safety 
of his savings. By no other means can 
he carry the burde ns of those parts of 
life which, in the nature of things, af- 
ford no chance of labor—childhood, 
sickness and old age.” 


It is for us to assist the New Deal by 
energetic and militant assertion of. sell- 
ing power. 

As the thundering guns of the 1934 


counter offensive lay down the barrage 
for peace and happiness, let us remem 
ber that where the old flag is, it is safe 
to follow. Every man has his post. The 
big thing is to get the job done in every 
community of the nation by life planning 
prestige and leadership. We can either 
accept or reject the challenge, but we 
cannot escape the responsibility of lead 
ership. And that applies to the hom« 
office as much as to the field. 


“U. S. CASUALTY REFINANCING 








Additional Funds Paid In to Bring Cap- 
ital to $1,000,000, Surplus $500,000 and 
Contingency Reserve $1,000,000 


The good news was made known by 
Edson S. Lott, president, and Norman 
R Moray, executive vice-president, 


United States Casualty, early this week, 
that additional funds to increase the cap 
ital of the company to $1,000,000 had been 
paid in. The financial statement of the 
company, therefore, as of December 31, 
1933, will reflect capital of $1,000,000, sur 
plus of $500000 and contingency reserve 
(on convention values) of approximately 
$1,000,000 

HAUGHTON & CO. FORMED 
Phila. Agency Represents U. S. F. & G., 
F. & G. Fire and Baltimore Ameri- 

can; Richard Haughton President 
Haughton & Co., a new Philadelphia 
insurance agency, came into being with 
the new year this week. The agency, 
which is headed by Richard Haughton 
of the old firm of Stok« s, Packard, 
Haughton & Smith, has been named 
Philadelphia agent of the United States 
F. & G., Fidelity & Guaranty Fire and 
3altimore American. Other officers in 
clude Vice-presidents Philip B. Wey 
mouth and George L. Stark and Seer 
tary T. L. Bishop 


2-Day Cleveland Meeting 
Branch managers and special agents of 
the Royal Indemnity and Eagle Indem 
nity companies are now in session in 
Cleveland. It is a two day production 
meeting at which plans for 193 are being 
laid out in anticipation of a banner year 


Home office production executives at 
the meeting are Thomas Bean, in charg 
of production for the Royal I: or snr 


and T. Y. Beams, a of the 


liability departments ¢ 


both companies. 
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FOUR HOME OFFICE V.-P.’S 





Its Capital Today Is $3,000,000 and Poli- 
cyholders Surplus $8,901,145; Orig- 
inal Capital $750,000 


During the year 1934 the following of- 
ficials and the Hartford 
Accident & Indemnity will celebrate the 


employes of 


twentieth anniversary of their connec- 
tion with the company. Of this number 


seven are executive officers and four- 
teen are department heads. The list of 
those whose anniversaries will occur 


during this year are: 

In the home office: Richard M. Bis- 
sell, president; Jas. L. D. Kearney, vice- 
president and general manager; J. Col- 
lins Lee, vice-president; D. J. Glazier, 
financial vice-president; R. C. L. Hamil- 
ton, comptroller; R. V. Ahern, super- 
intendent, automobile department; F. R. 
Aikin, superintendent, burglary depart- 
ment; W. Doherty, general attorney; E 
L. Duncan, superintendent plate glass 
department; R. A. Ferson, superintend- 
ent personal accident and health depart- 
ment; W. R. Liedike, superintendent 
public official and depository bond de- 
partment. 

Also W. H. Vanderbeck, Jr., chief ac- 
countant; C. S. Wightman, cashier; S. 
E. Williams, superintendent liability de- 
partment; Flora L. Crooks, engineering 
departrnent; R. H. Dexter, assistant su- 
perintendent fidelity department; Mary 
C. Maguire, accounts department; J. A. 
Moore, payroll audit department; Lucy 
C. Nolan, claim department: J. M. Mul- 
ligan, supply department; Kate Phillips, 
file room; W. N. Pike, general expense 
department; H. J. Potter, supervising 
engineer; Lena Sullivan, statistical de- 
partment 

New Yorkers 

In the New York office: 
ford, vice-president; A. A. Arnurius, su 
perintendent, engineering and_ statisti 
cal departments; Wm. A. Earl, general 
attornev; Wm. J. McCarthy, superin 
tendent burglary department; George 
Merrick, superintendent automobile de- 
partment; Audley Brindley, claim de- 
partment: A. J. Keith, special agent; 
Anna Pritchard. in charge stenographic 
and typists division: Mae Reis, in charge 
of telephone switchboard 

In the Pacific Department: Tov Lich- 
tenstein, vice-president; Arthur B. Mar- 


Paul Ruther- 


tin, claim department; Edna Moulton, 
cashier. 

In the Philadelphia Department: M. T 
Naylis, engineer. In Chicago: L. O 
Voorhees, claim examiner. In Akron, 
Ohio; R. E. Blackburn, claim depart 
ment 

Althourh the company was incorpo 


rated in 1913 under act of the Connecti 
cut General Assembly of 1912-1913, th« 
organization of the company’s personnel 
was not effected until early in 1914 
$1,552,265 Assets in 1913 

The original stock paid in amounted 
to $500,000 which was increased in De- 
cember, 1915. to $750,000 

The following extract is taken from 
the statement made by the company on 


December 31, 1913: 
ASSETS 
Cash on hand, and in the hands 
of agents ; Ra heepe te $ 83,147 
Bonds, Market Value 1,257,297 
Mortgage Loans 190,000 
Accrued Interest 21.821 
Total Assets : $1,552,265 
LIABILITIES 
Unearned Premiums $ R 303 
All other claims $511 
Capital Stock 750,000 
Net Surplus 739451 
Total Liabilities $1,552,265 
Surplus to Policyholders ..» $1,489,451 
The company’s capital is today $3,000 
000 and its surplus to policyholders as 


of December 31, 


1932, was $8,901,145 
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nancial Setup of Seundevd Accident 


Approved; Capitalization $3,250,000 


Changes in the financial set-up of 
the Standard Accident 
through the recent R. F. C. loan to the 


made _ possible 


company, have been given approval by 
the Michigan department and the nec- 
essary amendments to the company’s ar- 
ticles of incorporation have been offi- 
cially filed. The department’s approval 
followed certification from the attorney 
general that the amendments were in 
proper legal form. 

The company’s capitalization under the 
new set-up is increased from $2,000,000 
to $3,250,000. This is divided into 75,000 
shares of non-assessable preferred stock, 
with par set at $10 but with an actual 
valuation of $45, and 250,000 common 
shares, also with a $10 par. The 100,000 
shares of common stock under the old 
set-up had a par valuation of $20. 

The R. F. C. will receive the preferred 
stock issue as part of the security for 
the loan of $3,375,000 recently extended. 
By selling the $10 par shares at $45 a 
surplus contribution of $2,625,000 results. 

The increase in authorized common 
stock from 100,000 to 250,000 shares pro- 


vides for a common stock reserve which 
may be issued and delivered when the 
conversion privilege is exercised and the 
preferred stock retired. 

The preferred issue bears a dividend 
rate, subject to action of the board, of 
$2.25 per share annually, payable on a 


quarterly basis. These shares are re- 
deemable with 30 days’ notice at the 
valued price of $45, together with in- 


terest from date of issue to date of con- 
version, less whatever dividends have 
been paid. 





ANN ARBOR MEETING 
Ann Arbor, Mich., is to be the scene 
January 23 of another of the regional 
gatherings of the Michigan Association 
of Insurance Agents such as have been 
held from time to time in various cities 
during the past several years. 





T. Y. Beams, superintendent, liability 
department, Royal and Eagle Indemnity 
companies, is to speak at a February 
luncheon of the Allentown, Pa., Lions 
Club of which H. A. Schantz, Royal In- 
demnity agent, is president. 


London Guarantee Change 


H. E. Southam, accident manager of 
the Phoenix Assurance Co., and man- 
ager of the London Guarantee & Acci- 
dent at the London head office, retired 
at his own request at the close of 1933, 
With a view to retaining his long experi- 
ence, however, the directors of the Lon- 
don Guarantee have invited Mr. Southam 
to accept a seat on the board of the 
company from the date of his retire- 
ment. He was for many years one of 
the accident examiners of the Federated 
Institute. 

To succeed him Alfred Battrick, at 
present deputy accident manager of the 
Phoenix and assistant manager of the 
London Guarantee, has been appointed 
accident manager of these companies ef- 
fective January 1. 

B. H. Davis, at present foreign acci- 
dent manager of the Phoenix, has been 
promoted to the post of assistant acci- 
dent manager. Mr. Davis is also for- 
eign accident manager of the London 
Guarantee and now becomes an assistant 
manager of that company. 

ITALIAN VISITOR HERE 

Dr. Hornick of the Assicurazione 
Generali of Trieste, Italy, is now in New 
York on a business trip. 

















Fidelity and Surety Bonds 


AMERICAN SURETY COMPANY 


of New York 
ORGANIZED 1884 





NEW YORK CASUALTY COMPANY 


ORGANIZED 1890 





Prompt and helpful service in all its phases, to agents and their 
clients, made possible by long experience, good management, sound 
underwriting policy and sound financial standing, makes for satis- 


faction and complete peace of mind. 








Branch Offices in Principal Cities for Convenience of Agents 


Casualty Insurance 
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The Late Franklin Webster 


An Estimate of Insurance Publisher by a Confrere; a Writer 
of Firm Convictions 


By W. E. Underwood 


An impartial appraisal of the services 
rendered the cause of insurance by the 
late Franklin Webster as editor and pub- 
lisher should reveal it to be of large pro- 
portions, high in quality and of a value 
which, in the nature of things, eludes 
accurate computation. 

In character, at the time he entered 
in the work, he was unlike most of the 
men he found in it, too many of whom 
were adventurers bent on the exploita- 
tion of a field crowded with financially 
weak companies under the control of 
other adventurers, uncurbed in their ac- 
tivities by the requisite laws, supple- 
mented by an undeveloped system of 
State supervision in comparatively few 
states. 

There were no casualty companies, the 
personal accident field was occupied by 
only two or three, but the country was 
overwhelmed with “wild-cat” fire and 
“assessment” life organizations. Judging 
the situation as it existed then by that 
we have now, it is obvious there was 
much for a young and conscientious in- 
surance editor to do. 

Son of Small Town Publisher 


Like many of the men who achieve 
success in the city Webster was country- 
bred, the son of a small town publisher 
of a weekly paper and under his father 
he received a newspaper training. This 
was the equipment he brought to The 
Chronicle, then under the editorial man- 
agement of Samuel Davis, one of his 
former townsmen at La Salle, Ill., where 
Webster was born and grew to young 
manhood. There is nothing in this writ- 
er’s knowledge, who subsequently be 
came one of his close associates, leading 
to the conclusion that he had been, in 
any capacity, identified with the insur- 
ance business. That feature of his new 
work had to be learned; and the history 
of The Insurance Press is witness to the 
fact that he came into a familiar under- 
standing of it. 

Looking back now over a period in 
excess of thirty years in an eftort prop- 
erly to present a picture of him, par- 
ticularly at his work, difficulties are en- 
countered in the search for concrete 
facts. We perfunctorily talk about one 
being “uncommunicative.” This phrase 
is not applicable to him. He was a ready 
and fluent talker on subjects which in- 
terested him. And yet there was a reti- 
cence at times, an elusiveness, as if he 
concluded his companion of the moment 
was more interesting and his silence the 
more fitting. Few men have talked less 
of themselves; none more appreciatively 
of his friends. His emotions were under 
admirabie control at all times; one felt 
in his presence that to him life was real 
but not a thing to be over-serious about; 
in short that there is little room for up- 
roarious laughter but plenty of it in which 
to smile. Those who read his lighter edi- 
torials closely could detect these charac- 
teristics—a mingling of seriousness with 
smiles. 

Establishing The Insurance Press 

His work in establishing The Insur- 
ance Press was an achievement out of 
the common in the history of insurance 
journalism. His service as editor of The 
Chronicle had prepared him for that 
task. He had many friends among the 
executives of the best companies. They 
knew him as a writer with firm convic- 
tions, one who exercised his ability as 
under a sense of responsibility to the 
interests of the business as a whole, con- 
sonant with its underlying principles, and 
he commanded their confidence. 

It is to be supposed that the physical 
Structure of that paper—its size, column- 
widths, severe simplicity and plainness of 
its typography—w ere unlike that of any 
other then in existence. Webster pos- 
sessed in a high degree the gift of origi- 


nality. He was an innovator. He 
equipped The Press with new features 
of such practical service as to make them 
instantly recognized as both valuable and 
permanent. As an entity The Press has 
disappeared but those features, because 
of their inherent merit, are continued by 
two other publications. His contribution 
to the upbuilding of the field work of 
the industrial branch of life insuurance, 
in which he probably took more interest 
than any other insurance journalist, con- 
stituted a contribution which won, and 
doubtless will always retain, the appre- 
ciation of executives of that part of the 
life insurance service. 

It is unpleasant to re-survey the dis- 
continuance of The Press. No man ever 
worked harder, more conscientiously, in 
the upbuilding of a journal than did the 
man who created The Insurance Press. 
Perhaps his concentration as the pro- 
ducer of it, to the neglect of other im- 
portant duties connected with its man- 
agement, which he delegated with too 
much confidence to others, contributed 
to its failure and “reinsurance,” to use a 
familiar term, the application of which 
will not be misunderstood. 

Those who were closest to Franklin 
Webster at that time were prepared for 
the quiet stoicism with which he met the 
reverses during the last days of 1926. 


Perhaps it was not pure stoicism; per- 
haps it was the natural attitude of a 
realist, one “who saw life steadily and 


saw it whole,” and was prepared to face 
and accept all phases of it. Thirty-two 
of the best years of his life and as much 
tedious labor as an honest man could do, 
had gone into The Insurance Press. He 
confronted the end with an outward ap- 
pearance of calmness; the smile was still 
there; he spoke in the same soft tones 
as he went about the business of making 
the subsequent transfers. 

He turned his attention to new duties 
in the establishment of Industrial Insur- 
ance. As time wore on his health gave 
him concern due, perhaps, to the com- 
parative plenitude of time at his com- 
mand as compared with the grinding 
duties of a more strenuous form of labor, 
and he was induced to “knock-off” for a 
time and go into the mountains of Ver- 
mont to recuperate. We know the re- 
mainder of the story. 

When the writer of this brief review 
read that Franklin Webster “died yes- 
terday” it was as if the Websterian sil- 
ence fell upon the atmosphere and the 
fraction of a line from Hamlet, “the 
readiness is all,” was recalled. 





GET $3,000 COUNSEL FEES 

Circuit Judge Henry Hamilton of St 
Louis has allowed J. K. Coolidge and L. 
E. Hart a joint fee of $3,000 for their 
work as counsel for the Missouri State 
Insurance Department in the Missouri 
ancillary receivership of the International 
Reinsurance Corp. The proceedings were 
instituted in the Circuit Court last April 
by the then State Superintendent of In- 
surance Joseph B. Thompson, who set 
forth the company had $95,100 of assets 
in Missouri. 





LAW SUPPLEMENTS ISSUED 

Cumulative supplements have been is- 
sued for each of the nine volumes of the 
Cyclopedia of Insurance Law, otherwise 
known as Couch on Insurance. George 
J. Couch is the author. 


BURGLARY INSURANCE TIP 


The latest German census discloses the 
existence of over 17,000,000 separate 
households, of which only 2,100,000 carry 
burglary insurance. This shows a wide 
field for this class of insurance. 
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Compensation Premium Rate Levels 


Plan Proposed By F. 8. Perryman 


F. S. Perryman’s plan for revising the 
workmen's compensation rating — struc- 
ture first came into prominence at the 
recent annual meeting of the Casualty 
Actuarial Society. Later Clarence W. 
Hobbs, commissioners’ special representa 
tive on the staff of the National Council 
on Compensation Insurance, outlined its 


features in his leg to the December 
meeting i New York of the state super- 
wisory officials. a digest of the plan 
follows: 

In his paper Mr. Perryman discusses 
the proposals recently put forward to 


levels on the in- 
recent calendar 


compensation rate 
the 


base 


dications of most 


years. With the principle the author is 
in agreement, but he argues for using the 
fewest possible number of calendar 


vears consistent with arriving at reason- 
ably stable results. The use of a long 
period of say five or ten calendar years 
would offset to a large extent the advan- 
tages arising out of the use of calendar 
year experience, of which advantages one 
of the main ones is the ability to use 
experience as down to date as possible. 

The author next discusses the proper 
procedure for utilizing calendar year ex- 
perience. There are laid down two con- 
ditions which should be fulfilled by a 
proper method of rate level determina- 
tion, namely: 

(1) When changes take place in 
loss level these changes should be 
flected as rapidly as practicable in the 
premium level. 

(2) The actual ratio experience 
should in the long run be equal to the 
expected. These can be called conditions 
of stability and sufficiency. 

The mathematical investigation in the 
paper shows that if the current rate 
level is adjusted on the basis of the latest 
calendar year or years ratio, then 
neither of the two conditions are fulfilled. 
To fulfill the first condition it is neces- 
sary to adjust the current rate level on 
the calendar year indications after the 
experience in these years has been modi- 
fied to bring it to the current rate level. 
To fulfill the second condition it is neces- 


the 
re- 


loss 


loss 


RESTRAINED BY COURT 


Vice Chancellor Backes has issued an 
injunction restraining the Atlantic & Se- 
curity Mutual Association, of Newark 
from doing further business. The vice- 
chancellor observed the organization had 
been collecting from 5 cents to 31 a week 
each from North Jersey negroes for 
“death and sickness benefits.” The col- 
lections, however, were kept in the pock- 
ets of officers and mostly absorbed for 
overhead. Herbert N. Ogburn is presi- 
dent of the organization and Clifford T. 
Way is vice-president. 


sary to include in the rate level adjust- 
ment a factor to offset the accumulated 
difference between the actual and ex- 
pected losses after allowance has been 
made for the effect of prior rate level 
changes which have not been fully re- 


flected in the calendar years experience 
being used. 

The author accordingly 
a method be used for the 
of rate levels since by its use 
conditions of stability and sufficiency 
will be complied with. Examples ari 
given showing how the proposed method 
would be worked out in practice which 
are worked out using a one and a two 
calendar year experience to determine 
the rate level, but the method is ap- 
plicable to any number of years. Mr 
Perryman believes that the consistent 
acceptable 


proposes such 
determination 
both the 


use of this method would be 
to all the parties interested compen- 
sation rate levels, namely, the carriers, 


supervising authorities, and the public 


REVOKES LICENSES 

Superintendent Van Schaick has re 
voked the licenses of Benjamin Drucks, 
128 Lenox Avenue, New York City, and 
Irwin & Haddix, Inc., Jamaica, N. Y. 

The licenses of Bernard Grayov, 
William Street, and Carter Phelps, 
Broadway, were also revoked; and that 
of William A. Tompkins, Inc., 85 John 
Street, and William A. Tompkins, 1 
Madison Avenue, New York, were sus 
pended for three months 


Says Big Bill 


(Continued 
referred to certain 


140 
1440 


from Pag 


tax law, he outstand 


ing features and introduced his aide, M1 
Magill, who analyzed the Treasury views 
and submitted to a barrage of commit 
tee questions. Mr. Morganthau told the 
committee Mr. Magill was a tax expert 
who represents the Treasury Depart 
ment with its “absolute confidence.” 
* * x 


Famous London Actor in Insurance 
Film 

Sir Gerald du Maurier, famous London 
actor, who has recently made a success- 
ful debut in talkies, has just completed 
a strong characterization as a Scotland 
Yard inspector who unearths a sensa- 
tional insurance fraud. There is a mur- 
der mystery in the film, which is entitled 
“Third Degree,” and it is said to be of 
an entirely novel type. This is the second 
film dealing with insurance frauds to be 
issued by British studios recently, the 
first being “Fire Raisers,” which has just 
had its London presentation. The new 
picture has been made at Elstree. 
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On the Production “Firing Line” 








Prominent Agency Director Urges 
Sales Resurvey of Commercial A. & H. 


Vice-President Roy Tuchbreiter, Continental Casualty, Tells 
Why These Lines Are Saleable Any Place; Most Easily 
Developed Commission Source, He Says 


Roy Tuchbreiter, vice-president, Cont- 
inental Casualty and one of the most 
capable of agency directors, believes de- 


cisively that the opportunities for an agent 
to write accident and health lines are not 
limited to large cities. In the following 
he tells the story of H. A. McCoy, who 
wrote ninety-two apps in six weeks in the 
town of Oakesdale, Wash. a town of 
700 population. The article appeared re- 
cently in the Continental Agents Record 


“Agents in large and moderate sized 
cities can make a ‘go’ of Accident and 
Health. But the field in this town of mine 


with less than five thousand people is 


too limited.” 
I have borrowed the words of the 
typical small town agent, who is not 


in agreement with a previous statement 
of mine to the effect that any town big 
enough to get on a map is big enough 
for 


and 


to afford excellent opportunities 


building a substantial Accident 
Health 

Did 
Wash. ? 


of your 


commission income. 


you hear of Oakesdale, 


It is no reflection on the breadth 


ever 


geographical learning to imply 


that you have not. Oakesdale is a village 
numbering only 700 population, including 
its entire “metropolitan area.” 

Not a large place, this town where 
Continental representative H. A. McCoy 
recently established a record of ninety- 
two income protection applications in 
just six weeks. 

“T still have 608 policies to sell in my 
community,” Mr. McCoy says. “Business 
is good.” 

An admission of Mr. McCoy that he 
“doesn’t make half enough calls” logic- 
ally supports the belief that he set this 
substantial sales record without experi- 
encing undue difficulty. 


Sales Success Not Due to Mysterious 


Secret 
Winning an argument is not my pur- 
pose in submitting such conclusive evi- 


dence of the sale ability of income pro- 
tection contracts. I hope to convince you 
that the failure to sell accident and 
health is to neglect today’s most easily 
developed source of commission income. 

I have given you proof that accident 
and health insurance will sell in a small 
town. Income protection also sells in the 
largest cities such as New York, Chicago, 
Pittsburgh and Los Angeles. Man-power 





naturally places the big city agencies 
at the top in volume. But when you look 
at the individual producers list, you find 
another story. In this latter group there 
are agents from large cities, medium 
sized cities and small towns. 

The success of any man who sells in- 
come protection is not due to any mys- 
terious secret. They see people! They 
sell the idea of protection and show why 
a certain policy fills the protection re- 
quirements described. Simple? Yes; that 
is the reason I wonder why every agent 
isn’t systematically doing it every day. 

There are, of course, some agents who 
have sold accident and health insurance 
spasmodically in years past. They have 
become more or less inactive because 
they think they have saturated their 
potential market. Practically all they do 
now, as regards accident and health, is 
to await renewals. They are letting 
profitable opportunities slip by just as 
truly as are the agents who neglect this 
line entirely. 

Market Not Saturated 

If the market considered includes only 
executives, professional men and prom- 
inent men in public life, perhaps it is 
saturated. Men in the high registers, 
however, constitute only a small portion 
of the real income protection field. The 
entire market takes in every man and 
every business and professional man and 
woman with a regular income. House- 
wives and dependent children are eligi- 
ble prospects. This angle considered, you 
that the broadest possible limits 
govern the market for these lines. 

I am reminded by an item coming to 
my attention recently that this re-survey 
of markets is quite an order of the day. 
The American Radiator Co. for example, 
discovered that they had been concen- 
trating on only 17% of their market in 
pre-depression days. Only dwellings 
costing in excess of $10,000 were con- 
sidered prospects for their wares. A 
shrinking market forced the survey, and 
it was discovered that 87% of the dwell- 


see 
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ings in this country cost less than $10. 
000. Since developing heating plants to 
appeal to home owners in this newly 
discovered huge market, the trend of 
their business has been on an incline. 

You might easily have made the same 
mistake. Perhaps what you considered 
your market is saturated. But what 
have you done about the larger market 
in the small and = moderate © salary 
brackets ? ‘ 

If you have sold the higher-ups in 
organizations, it is because they are con- 
vinced of the need for income protec- 





tion. If they need it, then certainly their | 
subordinates and employes need it, too, | 
Rather than stop with a sale to the big | 


man, make it your starting point. They 
should be glad to give you their co-op- 
eration to the extent of furnishing a list 
of employes they believe should carry 
accident and health insurance. 

Unless you check up on this market 
and cultivate it systematically, you can 
only enjoy a fraction of the potential 
premium income in this coverage. And 
let me emphasize above everything else 
that your community, regardless of size, 
is a market for income pretection. 

Distinction for Broker 

Raymond A. Schulein, Chicago insur- 
ance broker, achieved distinction last 
week when it was revealed that he was 
the only stockholder of the Continental 
Illinois National Bank & Trust Co., the 
largest bank there, to insist on his privi- 
lege to subscribe to the bank’s issue of 
preferred stock. This issue, totaling $50,- 
000,000, was underwritten by the R. F.C 
but Mr. Schulein took his pro-rata share 
amounting to $333.33 which means that 


the R. F. C. will take the remaining $49,- 
999 666.67. 
Mr. Schulein asserted that “it is the 


duty of every stockholder who is finan- 
cially able to do his bit, and thereby aid 
very materially the government in its 
¢reat work of reconstruction.” 
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Compulsory Auto Cover 


Looming in New Jersey 


A. L. RATES CALLED TOO HIGH 


Two Grand Juries Urge Investigation of 
Causes of High Premiums in 
Certain Sections 


With the clamoring of the motoring 
public in certain sections of New Jersey 
that automobile liability rates are exor- 
bitant, and with the recommendations 
made by two grand juries that there be 
compulsory automobile tests made three 
times a year and that the causes of these 
high rates should be investigated, under- 
writers in the state feel that compulsory 
automobile coverage in New Jersey may 
be inevitable at some future date. 

The grand jury in Hudson county, just 
retired, recommended to Gov. A. Harry 
Moore, that an investigation be made as 
to why so many drivers there are un- 
insured. In fact, 70% of them did not 
carry insurance. 

In Union county the grand jury rec- 
ommended that a legislative measure be 
passed by the Legislature, which would 
compel every motorist to have his auto- 
mobile tested at some given station three 
times a year, for which a nominal fee 
should be charged. If any automobile 
was found to be faulty the repairs should 
be made at once and a re-examination 
made, after which a certificate would be 
given to show that repairs have been 
made. If they have not been made, no 
license is to be issued to owner or 
operator, 

It is contended by the grand jury that 
this would have a tendency to reduce 
the accident ratio and at the same time 
might reduce automobile liability rates. 
Automobile underwriters in the state 
feel that something must be done to 
lower rates in certain sections because 
the public is beginning to think there is 
“discrimination.” With numerous com- 
plaints being made it is quite possible, 
one observer says, that the matter will be 
taken up by the legislators with a view 
of “compulsory automobile insurance.” 
The lawmakers say their principal in- 
terest in having such a bill passed would 
be to keep the cheap, second-hand car 
off the highways. 

There are numerous automobiles on 
the state’s highways today, it is con- 
tended, that are anywhere from five to 
ten years old and have been sold from 
$25 to $75. People who buy this type of 
car never have any thought of taking 
out insurance and in the event of an 
accident, which might result in the death 
of a person or even do considerable dam- 
age to another automobile of the latest 
design, will calmly say, “I don’t own any- 
thing, what are you going to do about 
a 

Compulsory automobile insurance, how- 
ever, would work hardship on the wage- 
carner who has bought a cheap car so 
as to give his family some enjoyment 
and yet is too poor to pay for insurance. 

As the law stands now in New Jersey 
no one needs to carry insurance until he 
has an accident and then must show 
financial responsibility or else ‘carry in- 
surance. There are hundreds of owners 
of old, broken-down automobiles operat- 
ing on the highways who do not know 
what “financial responsibility” means. It 
is this type of owner, it is contended by 
the lawmakers, who should be eliminated. 
That such legislative action would be 
bitterly opposed by the casualty com- 
panies doing business in the state, can- 
not be denied but agents throughout the 
siate have lost hundreds of risks, simply 
on account of the high rates. 


HEALTH INSURANCE DEMAND 

The Union of Private Insurance Com- 
panies in Germany, writing health insur- 
ance, shows a considerable increase for 
the year just ending. There are at pres- 
ent 2,400,000 persons insured against 1,- 
90,000 at the beginning of the year. 
Some of this increase is due to several 
companies joining the Union, but a good 
deal of new business has also been 
Written, 
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Ar the threshold of 1934 the U.S. F.& G. 
looks back over thirty-eight years of splen- 
did cooperation with agents and brokers; 
looks forward with confidence to broader 


opportunities for service in the New Year. 
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Digest in U.S. and Territories 


The thirteenth edition of the “Digest 
of Workmen’s Compensation Laws in 
the United States and Territories, with 
Annotations,” which is revised to No- 
vember 1, 1933, and which was compiled 
and edited by F. Robertson Jones, gen- 
eral manager of the Association of Cas- 
ualty & Surety Executives, is now avail- 
able. 

The Digest, entering upon the twenty- 
second year of its publication, covers all 
the compensation laws in effect in the 
United States and territorial possessions, 
exclusive of the Federal soldiers’ and 
compensation law, the Federal 
law applying to civil employes of the 
United States, the Philippine Islands’ 
law for the compensation of injured em- 
ployes of the insular government, and 
such state acts as have been declared un- 
constitutional and void. It is divided into 
four parts: 


sailors’ 


I. An introduction containing: 


(a) Summary of workmen’s compensation le; 
islation in 1932 and 1933. 

(b) A chart analysis of the 
pensation laws. 


workmen's com 


(c) A chronological table showing the dat 
when the earliest Federal compensation act and 
the earliest compensation act in eac h state and 
territory, respectively, became effective 

(d) A table of leading British and Canadian 
cases construing or relating to provisions of 
workmen’s compensation statutes 


Il. A digest of the provisions of th 
statutes (including citations of leading 
decisions), in the same form as in the 
preceding edition of this Digest 


State Laws Digested Separately 


An interesting feature of the Digest 
(pp. 1-611) is that the compensation laws 
of each state, territory, etc., are digested 
separately and in alphabetical order ac- 
cording to their respective names. The 
Federal law applying to longshoremen 
and harbor workers are placed last. Un- 
der the name of each state, territory, 


PERMIT BOND OPPORTUNITY 
E. J. Walsh, Mass. Bonding, Points to 
Ease with Which These Bonds 
Can Be Written 
Looking for new avenues to profitable 
bond business in 1934 the licens: ond 
permit bonds required by municipalities 
of plumbers, electricians, sewer tappers, 
etc., are viewed favorably by E. J. 
Walsh, Los Angeles manager, Massachu- 
setts Bonding, writing in a recect issue 

of The Concentrator. Says he: 

“A number of municipalities require 
bonds on applicants for license to carry 
on the business of plumbers, electricians, 
sewer tappers, bond brokers, and numer- 
ous other Sometimes these 
bonds expire at a common maturity date 
and other bonds expire one year from 
the date of issue. 

“On such bonds it is a simple matter 
to find out from the city clerk the names 
of the firms or individuals required to 
file bonds, and a canvass of these pros- 
pects will result in good business for 
you. Where a new firm begins busi- 
ness, a bond is always required and, if 
you watch for announcements of the 
formation of new firms or the intention 
of an individual to engage in such a 
business, an opportunity is afforded you 
to write new bonds. 

“License and permit bonds are easy to 
handle and can be written at a mo 
inent’s notice.” 


classes. 


OFFER SERVICES TO COUNTY 

Through resolutions, the Associated 
Fire and Casualty Underwriters of Ok 
lahoma City offered their services to the 
county commission in assisting in a gen- 
eral survey and complete analysis of all 
county insurance, for the benefit of the 
county officials and of the taxpayers. The 


move was made, not in criticism of the 
current method of handling the county 
insurance but to give the commission thi 


benefit of the insurers’ experience. 


etc., the principal provisions of its com- 
pensation statutes are outlined under 
topical headings, followed by citations of 
the cases relating to such provisions. 

The topical headings are uniform for 
each state, etc., and are numbered uni- 
formly, so that the provisions of the 
statutes on any topic, together with the 
cases relating thereto, can readily be 
found by picking out the topical num- 
ber in the matter under the name of 
each of such states respectively. 

III. A list of titles, addresses, mem- 
bers, etc., of the various commissions, 
accident boards, etce., charged with the 
administration or supervision of the laws 
digested. 

IV. A map (in colors) illustrating gra- 
phically private insurance versus state- 
managed insurance under workmen’s 
compensation laws in the United States. 

Since the publication of the December, 
1931, edition of the Digest, thirty-three 
states and one territory have amended 
or supplemented their workmen’s com- 
pensation laws, while eleven states, three 
territories and the United States (“long- 
shoremen’s and harbor workers’ com- 
pensation law” and the District of Co- 
lumbia act) have not changed their laws. 
In all there have been thirty-nine 
changes or additions. This fact has ren- 
dered the 1931 edition obsolete and has 
demanded a new one. 

The Digest (646 pages) has a wide cir- 
culation among _ industrial accident 
boards, workmen’s compensation com- 
missions, state, labor bureaus, legislators, 
lawyers, jurists, publicists, social work- 
ers, employers and casualty insurance 
managers, agents and brokers. The book 
is a continuation of similar publications 
by the Workmen’s Compensation Pub- 
licity Bureau, now merged with the As- 
sociation of Casualty & Surety Execu- 
tives, this bureau having published the 
first ten cditions. 


WHEN PRESENTING RENEWALS 
Mass. Bonding Los Angeles Manager 
Sees Sales Value in Suggesting Two 
Alternatives to Prospect 

It is a good plan to suggest to the 
prospect two alternatives when present- 
ing renewals, either of which comprise 
a sale, E. J. Walsh, Los Angeles man- 
ager, Massachusetts Bonding, recently 
suggested to agents of that company. He 


writes in the December Cone: nt~at 1 
“On automobile insurance renewals, 
for example, instead of asking the poli- 


cyholder whether or not he wants to re- 
new his policy, suggest that he should 
carry higher limits on his public liability 
insurance. This will cause him to center 
his mind on the question of whether or 
not he wants the higher limits or the old 
limits and, if he decides on the old limits, 
you will at least renew the policy. If he 
takes the higher limits, the premium is 
increased and your policyholder is more 
completely protected. 

“Have in mind a few cases of heavy 
damages paid in connection with auto- 
mobile losses. It is also a good idea to 
have some clippings handy from news- 
papers covering large judgments.” 


MO. COMPENSATION INCREASE 

Workmen’s compensation § insurance 
rates in Missouri were increased an 
average of 214% on Jantary 1, 1934, when 
new schedules of rates recently approved 


by the Missouri Insurance Department 
became effective. The total increase 
under the new rates will approximate 
$75,000 a year. In all increases were 


allowed on 185 of the 725 classifications 


used in Missouri. Some decreases in 
rates were made while other classifica 
tions remain unchanged 


The Vito Co. of Union City, N. J., real 
estate and insurance, has been incor- 
porated with a capital of 100 shares by 
Maurice M. Beck, Elizabeth Turnamian 
and Julius Cohen. 





WILL PURCHASE GENERAL 


insurance accounts of small or large 
amounts. Must be located in New 
York City or Brooklyn. Box 1233, 
The Eastern Underwriter Company, 
94 Fulton Street, New York City. 
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Michigan’s Liquor Control Law Is 
Paving Way for New Bond Sales 


Michigan’s newly enacted liquor con- 
opened the way for con- 
bond business. Bond pro- 
act have been measurably 
strengthened by the conference commit- 
tee which decided on the final form of 
the law. Its report was adopted by a 
narrow margin in both houses and the 
act was then signed by the Governor. 
Retail dealers in spirits for consump- 
tion on the premises must furnish the 
heaviest bond, ranging from $5,000 to 
$10,000 at the discretion of the liquor 
control commission. Such dealers may 
only be licensed, however, by consent of 
the local governing bodies of the com- 
munities affected. Dealers in beer and 
wine for consumption on the premises 
must furnish bonds ranging from $3,000 
to $5,000. Conditions of the bond are 
that “any such retailer will not directly 
or indirectly sell, furnish, give, or de- 
liver any alcoholic liquor to a minor ex- 
cept as provided in this act, nor to any 
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A plan of compensation for automo- 
bile accidents, after work- 
men’s compensation insurance, has been 
developed by Attorney George Broide, 
research associate in the department of 
automobile compensation of the North- 
western University law school, which 
would enable the authorities to make a 
check on a motorist’s liability before an 
accident and not after as is the case 
under the present financial responsibility 
laws in various states. 

“All objections so vehemently urged 
against the workmen’s compensation law 
when it was first proposed twenty years 
ago,” Mr. Broide says, “will Le raised 
against this system. However, reflection 
upon what really happens when a work- 
man, covered by the compensation act, 
is injured while at work shows the jus- 
tice of it.” The following features are 
included in the plan: 


fashioned 


No Property Damage Provision 


1. There would be no provision for 
property damage as this would increase 
the insurance premium. 

2. Compensation would be paid to all 
persons disabled for more than one week 
and to the dependents of any person 
In case of death funeral expenses 


killed. 


| Auto Compensation Plan 


adult person whatever who is at the 
time intoxicated. 

It is further provided that he will pay 
all damages, actual and exemplary, which 
may be adjudged to any person or per- 
sons for injuries inflicted upon him or 
them, either in person or property or 
means of support or otherwise, by rea- 





son of his selling, furnishing, giving or | 


delivering any such alcoholic liquor.” 

The law fixes manufacturers’ bonds at 
$5,000, those of wholesalers at $2,500, 
warehousemen $2,500, and specially des- 
ignated merchants (dealing in bottled 
goods for consumption off the premises) 
at $1,000. Terms of the bonds are com- 
pliance with provisions of the statute. 
3onds are also required of manufactur- 
ers of various products including liquor 
in their make-up, the amount to be fixed 
by the commission. Officials and em- 
ployes of the commission handling 
money and all specially designated dis- 
tributors must also provide bonds fixed 
by the commission. 


not exceeding $200 would be paid. Cost 
of medical care would be paid in all 
cases for the period of disability. 

3. The basis for payment would be 
the loss of wages reckoned according to 
workmen’s compensation laws, with ad- 
ditional provisions to take care of ce- 
pendents. 

4. In cases of death payments would 
be made to dependents of victims only. 
5. Payments in unquestioned cases 
would be made ordinarily within fifteen 
days after proof is perfected. 

6. Pending payments, the injured 
would be guaranteed immediate hospital 
care and medical treatment. 

7. In questioned cases trial would be 
conducted by an administrative board. 

8. Prompt temporary payments would 
relieve suffering on the part of the cred- 
itors of the injured. 

9. Cost of insurance would be direct- 
ed by a board whose sole business would 
be to compile statistics necessary to ar- 
rive at a fair premium rate. 

10. The administrative board of the 
state would be able to bar reckless, phys- 
ically and mentally unfit drivers from 
the road, 

Attorney Broide has prepared this 
plan under the direction of Prof. Edwin 
F. Abbertsworth, head of the department 
of automobile compensation of North- 
western University Law School. 
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